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OUR BILL OF GOODS 


Steps to Flooring Sales 


Radio Advertising Gets 
the Farmer's Attention 


Home Plan Features 
8 Closets, 2 Fireplaces 


Wood Cabinets “Come Back” 
Selling Air-Conditioners 


YOU AND THE LAW 


Contents on page 3 


11,800 Copies This Month 





Locking Type 
Top Bracket 
Stronger, Wider Bottom Bar 


New] sigser Protits with BURNS 


ALUMINUM TENSION SCREENS 


Yes Sir! It's the new and improved BURNS “Live Wire’’ 
aluminum tension screen made to last a “House-time”’. 
You'll find they sell faster and stay sold. Because they're 
easier to install, easier to open, easier to take down and 
easier to store, you'll find every BURNS installation 
makes more customers. BURNS MAKES MORE PROFIT 
FOR YOU: 


@ Full price mark-up and dealer protection mean 
more profits to you. 
@ Attractive newspaper mats and 
statement stuffers help you 
to increase traffic in 


your store. 
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means cary progits 


In Tron Products 





Richly-decorative 
ORNAMENTAL IRON 
Hawkins handsome porch col- 
umns, valances and brackets 
come in a variety of designs 
suitable for easy _ installation 


anywhere. Height is adjustable. 


Hawkins adjustable railings and 
panels are well-designed, sturdy 
and easily installed. Railings will 
fit steps of any pitch. For econ- 
omy jobs, stock Hawkins Thrift- 


T-Rail. 





Sales are simplified with Hawkins’ complete — 
line of stock iron items. Prompt, over-the-counter 
service can be given with the assurance that 
Hawkins iron products are easily installed on any 
house, It took years to build Hawkins’ reputa- 
tion for quality iron work. Let that'quality create 
greater customer satisfaction for you. 








Everyone wants this protection from veal: 
for his wife and loved ones! Hawkins’ ow 
guards have many exclusive features: 

1) Easily removable from the inside in case of fire, 
2) Qui adjustable to any window width and installed 


without screws in « few minutes, 


3) Attractive in appearance with any style erchitoctanas 








* Fingertip action raises and lowers stair 

< Packaged ready to install—fits different 
openings 

* Precision built with steel hand rail, non-skid 
treads and other safety features. 

* Meets all FHA requirements, 


it's easy to order Hawkins Products, Too. 





Write for ovr New Catalog. 
Dept. S8-1 
315 NORTH FOURTH STREET 


cO., INC. BIRMINGHAM, ALA. 
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ompan 
r doors! 


Waren you specify or buy Mengel Doors, 
you get a Guarantee backed by the world's 
largest manufacturer of hardwood products. * 
Mengel has ‘been here”’ for seventy-eight years, 
and builds all its products to the high stand 
ards required by a company which expects to 


be here another seventy-eight years. 


This means something to you — for yourself, 
your clients, your customers. Mengel Doors are 
available in three different types, for every kind 
of job, “Palace or Project”. Each is competi- 


tively priced, Write for complete information. 


Door De partment 


THE MENGEL company 
Louisville 1, Kentucky 


¢ 


% Mengel products include nationally-advertised 
Mengel Permanized Furniture, Menge! Kitchen 
Cabinets and Menge! Wall Closets. 


MAY, 1955 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





BUILDING SUPPLIES 


806 Peachtree St., N.E., Atlanta 5, Ga. 


DONALD L. MOORE, Editor and Manager 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 


R. L. BENNETT J. A. MOODY 
Circulation Manager Production Manager 


E. B. FORD 
Business Manager 





May Parade of Dealer Features 


What Dealers Do About Building Homes 
Turning Lumber Wastes into Profits 
New Warehouse Clinches Flooring Sales 
Way to Profitable Air-Conditioner Sales 
Lien and Insurance Angles in Courts 


Classified News of Month 


Top News of the Material Industry 
Convention Reports from South and S. W. 
Products on Parade. . . plus Hunches 
Dealers in the News 

News of Wholesalers, Large and Small 
Silent Salesmen to Swell Your Profits 
What the Manufacturers Are Doing 
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IN’ P| BUSINESS PUBLICATIONS AUDIT OF CIRCULATION 


NATIONAL BUSINESS PUBLICATIONS 
Published monthly and mailed without charge to the wholesale and 


retail lumber and building material dealers in the is Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or #2.00 per year 


Business Representatives 


CHICAGO: Robert A. Blum, 388 North Michigan Avenue, Tel, Central 
6-415 

CLEVELAND: W. G, Sheehan, 17021 Amber Drive, Cleveland 11, Ohio 
rel. Winton 1-1306 

*DALLAS: Baron Creager, 1505 National City Building, Dallas 1, Tex 
Tel, RAndolph 7673 

GASTONIA, N, ¢ W. C. Rutland, P, O, Box 102, Tel, 7995 

LOS ANGELES: Loyd B. Chappell, 810 S. Robertson Boulevard, Los 
Angeles 35, Calif, Tel, Crestview 4-5151. 


NEW YORK: Gerard Teasdale, 78 Manhattan Ave.. New York 25, Tel 
University 42087 


Published Monthly in Atlanta, Ga., and Charlotte, N. C., by 


W.R. C. SMITH PUBLISHING COMPANY 


Publishers also of TEXTILE INDUSTRIES, SOUTHERN POWER 
AND INDUSTRY, SOUTHERN AUTOMOTIVE JOURNAL, 
SOUTHERN HARDWARE, SOUTHERN APPLIANCES, 
ELECTRICAL SOUTH 


W. J. Rooxe, Chairman of the Board; Ricnanp P. Smiru, President 
lr. W. McAtutsren, First Vice-President; BE. W. O'Baten, Vice-President 
4. E. C. Smitn, Vice-President; O. A, SHanriess, Treasurer A, | 
Rosears, Secretary; Sena J. Jones, Assistant Secretary and Treasures 





take a 
good look at 


NCENSE CEDAR 





one of 10 woods from the 


I t CIFR N P| NE region 


Great resistance to decay, fine dimensional stability, 
high insulation quality make Incense Cedar a superior 
wood for all weather-exposed jobs. Lightweight, workable, 
an economical wood. Its reddish-brown 
color, silky surface, delicate grain and spicy fragrance 
woodwork and closet linings. 


paintable, it is 


suit it for fine 
mes in 3 select and 5 common grades. 
) mixed cars—together with the other 
from most Western 


Incense Cedar 
You can order 
woods of the Western Pine region 


Pine Association member mills 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


INCENSE CEDAR 
LARCH 

DOUGLAS FIR 
WHITE FiR 
ENGELMANN SPRUCE 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts IMPENCr PENAR 
to help you sell |/\UL/VO! EDAR 
te for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 
Bidg., Portland 4, Oregon 
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.... THE ALUMINUM WINDOW 
THAT’S NEOPRENE cGiazep: 


Y* ANCO Aluminum Windows are glazed at the 
factory with the glass set in NEOPRENE (neoprene 


is a synthetic rubber developed by a leading manufacturer 

AN COntorntnt-otazeo to last for over 30 years). 
BUILDER SELL HIS HOUSES No putty to me and crack... no putty to be replaced 
The Kanal touch thet cells the women every year or so... no painting . . no maintenance at all. 


on the house is very often the win- J : ee ; 
Sues wthidh ate ghana Wits bene Neoprene iad ANCO Aluminum Windows are a 


nent neoprene rubber instead of permanent part of the wall... they last for generations... 
temporary putty. no rust, no rot, no warp. ANCO Aluminum Windows, with 
glass set in neoprene rubber, are the last windows that ever 
need go into that house. 


ALL THESE AMO ALUMINUM WINDOWS ARE NEOPRENE-GLAZED 





DOUBLE-HUNG 


independent tests prove 
less air infiltration 


SLIDING WINDOW 

air tight — smooth operation — SINGLE-HUNG 
quickly and easily removed from same as double-hung 
inside, with upper sash fixed 


SILL VENT WINDOW 
HUnter 518] WINDOW CORPORATION 


@ Division of Gene Paige Company 





(31 years in windows) 


2434 So. Harwood St. « Dallas, Texas * HUnter 5181 
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association 


GET YOUR SHARE 


OF A GROWING MARKET! 





directoru... 





Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 51/9 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs 
Mary K. Harless. Tel. 7-3195. President: James Grayson 
Birmingham, Ala 

Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender 
son. Tel. 8283. President: Frank Moore, Newport, Ky 
Building Material Merchants of Georgia — |050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. EM 5609. President: Charles W. Peek, Jr 
Cedartown, Ga 

Carolina Lumber and Building Supply Association — || 4 
Builders Building, Charlotte, N. C. Secretary-Manager 
E. M. Garner. Tel. FRanklin 6-5541. President: J. A 
Kendall, Florence, S. C 

Florida Lumber and Millwork Association —- 2218 Edge 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-376]. President 
D. C. Dawkins, Jr., Jacksonville, Fla 

Kansas Lumbermen’s Association — Room 212, Farmers 
National Bank Building, Salina, Kan. Secretary: Marvin 
Von Fange. Tel. 4607. President: L. J. Wolfe, Mankato, Kan 
Kentucky Retail Lumber Dealers Association — Knott Build 
ing, Lebanon, Ky. Exec. Vice-President: Donald A. Campbell 
Tel. 74. President: W. C. Hale, Hickman 

Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: R 
Needham Ball. Tel. 2-4080. President: !van M. Foley, New 
Orleans, La 

Lumbermen’s Association of Texas — 304 First Federal 
Savings Bldg., Austin 1, Tex. Executive Vice-President 
Gene Ebersole. Tel. 2-1194. President: W. H. Curry, Waco, 
Tex 

Middle Atlantic Lumbermen’s A iation — 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc 
tor: Robert A. Jones. Tel, PEnnypacker 5-5377. President 
Hugh M. Peter, Pleasantville, N. J. 

Mississippi Retail Lumber Dealers Association — 607 North 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary 
Treasurer: E. B. Lemmons. Tel. 3-2077. President: P. V 
Graves, Batesville, Miss 

National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: Watson Malone III, Philadelphia, Pa 
Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Secretary-Manager: W. M 
Morgan. Tel. 7-0338. President: Alfred L. Leonhardt, 
Oklahoma City, Okla. 

Southwestern Lumbermen’s Association — 5/2 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: G. Ken 
neth Milliken. Tel. Victor 2265-6. President: C. M. Mc 
Allister, Garden City, Kan 

Tennessee Building Material Association — 71! Broadway 
N. €., Knoxville 17, Tenn. Secretary-Manager: R. O 
Brownlee. Tel. 2-0185. President: Abner U. Taylor, Jack 
son, Tenn 

Virginia Building Material Association — 3305 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris 
Mitchell. Tel. 6-1749. President: E. R. Woolridge, Roanoke 
Va 

West Virginia Lumber and Builders Supply Dealers Associa- 
tion — P.O. Box 1589, Fairmont, W. Va. State Secretary 
Sam H. Diemer. Tel. 364. President: Paul Butcher, Weston 
W. Va 








1,000,000 +- new homes each year! 
700,000 + home remodeling jobs each year! 
20,000,000 ++ old homes! 
ALL POTENTIAL STAIRWAY CUSTOMERS! 


Thousands of home fers across the nation are installing Precision 
ways in homes for quicker sales and added 
r share of this growing market? 


and Simplex Folding 
profits. Are you get 


Stock the Precision the Simplex and you'll have a line of folding 
stairways suitable ced home. Precision-built stairways en 
ible builders in y nity to comply with all warranty regula 


tions—they're also approved by lead 
ng architects, builders, and lending 
igencies 


f 1 




























i) 
| 
Through a consistent national adver 
ising campaign in leading publica 
tions, Precision Parts Corporation has 
furnished thousands of inquiries 
from prospective purchasers 
to its dealers. Precision 
made products are sold 
by more than 130 job 
bers in the U.S.A. and 
Canada. See your lecal 
jobber or write today 
for full information. 


PRECISION folding STAIRWAY 


QUALITY plus Sales Features 


DESIGNED FOR TODAY S HOMES.-eng 


eered for safety and eose of operation 
even exclusive features plus Precision s 

LISTED IN ) five-year guarantee have made Prec: 
ion America s No. | Stairway 


SWEET'S 
SEVEN EXCLUSIVE FEATURES 

HYDRAULIC SAFETY CHECKS 

2-—-ACTUATED BY COUNTERWEIGHTS 

J LIFE-TIME ROLLER BEARINGS 

4.-RUGGED AND STRONG 

\ A )—INSULATED DOOR PANEL 

GUARANTEE y t 6—FULL WIDTH SAFETY TREADS 

7 FITS ANY CEILING HEIGHT 

f h , 

urnished with TWO STANDARD SIZES 
each unit 8'9” and 9'9” 


AMERICA'S NO. 1 
~\ STAIRWAY 
e . ° ° ° 


SIMPLEX folding STAIRWAY 
QUALITY plus LOW COST 


BUILDERS BUY the Simplex because it pro 


vides adequate storage space at a cost low 
enough to satisfy todays budget-conscious 
home buyers. Its econom ease of 
eration and durability make Sim 


plex a No. | PROFIT-MAKER for home 
builders—and building supply dealers 
yOu! 


BALANCED SPRING ACTION for effortiess 
New! yperation 

* SIMPLE AND EASY TO OPERATE 
RUGGED AND STRONG 

NO. | KILN ORIED LUMBER ~ HEAVY GAL 
VANIZED STEEL—ALL PARTS SECURED 
BY BOLTS AND SCREWS—NO NAILS 
TWO STANDARD SIZES--8'3” and 99” 
SHIPPED IN ONE PACKAGE 


NO. 1 PROFIT-MAKING 
STAIRWAY 





MANUFACTURED BY 


PRECISION PARTS CORP. 


NASHVILLE 7, TENNESSEE 






400-5865 NORTH FIRST STREET ° 
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“EVERYTHING HINGES ON HAGER /." 














C. Hager & Sons Hinge Mig. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 —Every Hager Hinge Swings on 100 Years of Experience 
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did you til... 


Some are t 
ay. The Menehunes were pi 
mpleting every job before ke 
curious, in which case they ne 
project. Kauai abounds jin ; 











struction jobs credited to the 








Here is a new idea in functional window units 
VENT-A-WALLS, with removable sash, eye-catching in design 
and style. VENT-A-WALLS save precious construction 

time because they are so easy to install, and reduce breakage 
In fact, you've never had it so good until VENT-A-WALLS 

To remove the sash simply turn two small levers 

on the side of each friction hinge. A fast-threading screw 
in each corner of sash allows easy replacement of 

glass. Awning type VENT-A-WALLS are furnished either 


with gear or bar operators, or friction style. 


VENT. A-WALLS remove 


easily by turning two 





small levers on the side 


of each Iriction hinge 


VENT-A-WALLS are priced right to fit into 


. i , 

° AL ; ’ 
any building budget. Complete details about our VENT=A=WALL 

2 | l 





profit making plan for merchandisers will be 


This photo shows the VENT.A-WALL 


removed from trame, to eliminate 


sent upon request. We invite your inquiry + x ¢ 
% 
Compan and to facilitate painting 


glass breakage during construction 


MANUFACTURED BY 


B-O-W DISTRIBUTORS 





This unit is shown Pictured here is « The open-in or . Z 
1: @ casement a: rank-out style hopper style has « Koochiy WPlouwukt, Cetgeria 
window awning window friction hinge “i 
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YOUR CUSTOMERS PREFER THE STRENGTH AND BEAUTY OF 


ewww wwe www www wns 






PATENTED 


HUTCHINSON'S 


TEAR HERE 








sg 





Se 








YZ 


Hutchinson's Scro-Grills are designed and built to give the 






utmost in beauty, strength, and sales appeal. They speak for 


SSF 
Ss 


themselves in the language of profits. Adjustable in both 













— 


width and height, they fit any standard size screen door. For 


=> 


— 











added protection against prowlers, install Scro-Grills on win- 


CEE 


ae 


dow frames, Cuts burglaries. For extra profit, sell a complete 


SS 








installation of Scro-Grills for every new home or moderniza- 





= 


GLE 


tion job. Scro-Grills are fully protected by patents. Available 








in black-finish wrought iron or aluminum. Dealers direct if 


dist. dodges. Non-shift clip, easy mounts, on storm door 15c. 














Eagie, girl, pelican or bird motif 
Built for service. Three bars in center XC, Cowboy—Very beautiful, strong, 
scrolls to top of door, Aluminum only an ornamental masterpiece, the most 
Packed | to carton-——6 in case. Pat imitated grill on the market. Adjust 
No, 2,562,428. Ask for M-O-ADJUSTS able. Many different Silhouette De 
More for the money. Outstanding signs cut from sheet aluminum, some 
quality, List $5.75 )..ustrated here. Packed 6 


e-  § F 


62 
4%, 





U3) 8-0 8s) 
































List $2.25 
L j W-3, Window Guard us 
The big - volume « 
seller worth stocking 
Liet $3.25 Lilet $3.25 in quantity. Protection List $2.25 I 
BR5—-Strong, permoa- BR2-—This is the best for women and chil BRI-——Has bar at top oe 
nent brace. Fast sel! guard made. Has ad dren's bedrooms Grill adjustable by < 
er. Keep o good sup justable bor at top. A Keeps prowlers out of sliding along bar - 
ply in stoc Height sure-stop close-mesh homes, apartments Height, 34" to 36” on 
veg to 49” on 3-foot protector, Sturdy ap stores, offices, motels 3-foot door. Packed 6 
door pearance Quickly attached to 
window frames. Ad 
“EFFORT PROTECTING” justable to fit. Pack 
JOBBERS TO DEALERS ed 6 
A BAR COSTS NO MORE 
“One of the very last National Grill Makers R. H. HUTCHINSON & C0. 
. . 
that does not sell to Mail Order Houses.” 2610 SYLVAN AVENUE 
DALLAS 8. TEXAS 
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and Trends 








Industry News 





SECTION 220 OF THE HOUSING ACT OF 1954 
has been put to work to team qualified private in- 
vestments and FHA mortgage insurance in the 
rebuilding and improvement of blighted areas on 
the basis of their future soundness rather than 
their deteriorating past. 

Six projects in the South and Southwest are 
among the 33 slum clearance and urban redevelop- 
ment projects initially certified to the FHA for 
insurance by Albert M. Cole, administrator of the 
Housing and Home Finance Agency. These projects 
and their names are: Central Area (Dunbar) and 
Granite Mountain in Little Rock, Ark.; Area B 
Southwest in D. C.; Broadway in Baltimore, Md. ; 
Memorial Plaza in St. Louis, Mo., and Riverfront- 
Williow Street in Knoxville, Tenn. 

Under Section 220, FHA mortgage insurance is 
available on liberal terms (up to 95% on the first 
$9,000 on family units) and can be extended for 
long terms on both house mortgages and multi- 
family structures in redevelopment or renewal 
areas as approved by the local governing body and 
the HHFA administrator. 

Norman P. Mason, commissioner of the Federal 
Housing Administration, announced that local 
FHA offices have instructions on applying for this 
new type of FHA mortgage insurance. He ex- 
plained that “this is a new concept and opportunity 
for private investment. It involves a new concept 
of value, geared to the future of the renewed area, 
which we believe will bring a large volume of 
private capital to bear on restoring blighted areas 
to economic wealth for residential purposes.” 


WITH A SHORTAGE OF DOCTORS still the 
case in some cities and many towns, the problem 
is a paradoxical one. For more people than ever are 
able to afford good preventive and corrective medi- 
cal care, yet the medical colleges are crowded and 
short of funds to provide the professional educa- 
tion so essential to modern medicine. 

One group endeavoring to correct this financial 
situation is the National Fund for Medical Edu- 
cation, through the contributions and solicitation 
of concerned business leaders. Heading the lum- 
ber section is Owen R, Cheatham, president of the 
Georgia-Pacific Plywood Co. Last year 22 lumber 
firms contributed $5,508 to the nation’s 80 medical 
schools in support of the NFFME ultimate goal 
of $10 million additional annual income. 

Cheatham invites contributions (tax deductible) 
from all concerned lumber firms. He says it is im- 
portant to assure the medical schools “continuing 
private support lest they turn to the Federal gov- 
ernment for ever-increasing subsidies—‘a danger- 
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ous alternative’ in the words of President Eisen- 
hower.” The fund drive was formed under Eisen- 
hower’s leadership while president of Columbia 
University. 


PRIVATE INDUSTRY SOON must make up its 
mind to quit leaning on government and to shoul- 
der responsibility for the stability of the nation’s 
economy. So declared Dr, Arthur Smith, economist 
of the First National Bank of Dallas and former 
SMU professor, before a Texas Rotary club last 
month, He went on to emphasize that: 

“Private industry can not stand on the sideline 
and advocate that government give up this or that 
control without a willingness to assume responsi- 
bility for solving the problem, ... Government has 
not found a true and lasting solution to the prob- 
lem of stabilization. Government has only doped 
the economy by repeated emergencies and by fiscal 
and monetary policies that ultimately must col- 
lapse of their own heavy weight.” 

Smith expressed the belief that the process of 
government encroachment has gone on so long 
that the government is incapable of getting out 
of the role of “great stabilizer of the economy” of 
its own accord. And he brought organized labor 
into the situation with this observation: 

“The whole idea of a guaranteed wage is labor's 
idea of a method of forcing private industry to 
assume responsibility for stability.” 


IF VARIOUS NATIONAL ORGANIZATIONS 
of architects, engineers, contractors and subcon- 
tractors, suppliers, and surety groups take to the 
suggested procedure that grew out of a second 
retained percentage conference in New York City 
recently, considerable credit should be gained soon 
for the construction industry. The Producers Coun- 
cil and National Assn. of Credit Men sponsored 
the two conferences. 

The second conference adopted the procedure 
recommended by two consultants. It would apply 
primarily to lump-sum contracts for private work, 
whether bonded or not, and it would conform to 
the requirements of the AIA standard general 
conditions. 

This procedure holds that, under average nor- 
mal conditions, a retention of 10% on payments 
is reasonable during the early stages of the work, 
but that such a retention becomes unnecessarily 
burdensome when the work approaches substan- 
tial completion—and that it can properly be re- 
duced to 5% after the entire work is 75% com- 
plete, on those divisions of the work which are 
themselves 75% complete. 
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Are you ready 


to meet the big 
seasonal demand for 





American Baling Wire: 





@ USS American Baling Wire is always a big 
seller at baling time. It has the strength and 
toughness needed to keep bales tight and neat 
through shipping or storage. Coils are wound at 
an even tension for smooth, trouble-free uncoil- 
ing. And there are no splices to jam the balers. 
American Baling Wire is specially wound for the 
standard automatic balers now in use in the 
South. It comes in moisture resistant boxes with 
a thin oil coating to prevent rusting. 

Specify American Baling Wire . . . the USS 
label on the carton is your assurance of a top 
quality, easy-to-sell product. 

FITS BALERS AS LISTED BELOW 
John Deere, Oliver, New idea, All Models, Coil No, 3150 


Minneapolis Moline, International Harvester, and New Holland, Coil No, 6500° 
*Models manutactured prior to October 1, 1952, use Interim Coil No, 6500 











SPECIFICATIONS 
COIL SIZE No. Coils 
Specification Width Outside Inside Approx Approx poe 
Diam Diam Weight Length 
3150 a" 9%" 3” 48.5 Ibs 3150 ft 2 
6500 6" 13%" 8%" =100.1 Ibs 6500 ft | 
Interimcoil 6500 34° 18° 12” 100 Ibs. 6500 ft l 





BLUE BONNET BALE TIES — For the best in ties, 
carry Blue Bonnet Single Loop Bale Ties. 


TENNESSEE COAL & IRON No. 3150 


DIVISION 


UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES; CHARLOTTE + FAIRFIELD + HOUSTON + JACKSONVILLE 
MEMPHIS + WEW ORLEANS + TULSA 


USS AMERICAN FENCE 
USS TENNESEAL V-Drain ROOFING 











10 MAY, 1955... . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





most co MPLETE 
sTOcK AV AILABLE 


IN THE sOUTH! 


To give yo" prompt, 
efficient service, 

we mointain warehouses in 
e Atlanta 

@ Charlotte 

e Chattanoog? 
* jacksonville 


e@ Miami 


MEMBER: National 


Hardwood Lumber Association 


TENN. 





Kiln Dried uordwoods 


AT 
LANTA OAK FLOORING CO 


General Offi 
ces and Plant « ATLANTA 
, GEORGIA 





Our hardwood jumber is scientifically dried in modern kilns under the 


supervision of expert engineers No 
the highest quality hardwoods: We guard our reputation jealously: 
All of ovr personnel have had long experience in every phase of the 
industry, and they thoroughly unee! sand your \umber problems. 

od needs- We'll give YOY excellent 


Get in touch with us for your hardwo 


service On L.C.L. and mixed cor * opments, kiln dried or air dried. 











Mm. 6. 
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MIAMI, FLA. 
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“...80 profitable to handle” 


any building. No need to lose orders 
because of window size or style 


The Lupton Residential Casements shown 
here are as smart and modern as the ranch 
homes in which they are used. On either 
side of the fixed glass panels are stand- 
ard Lupton Casements . . . with all mun- 
tins removed , modern styling with 


traditional casements. 


For single homes or for operation houses 
., . for modern or traditional architecture 

builders can select exactly the 
windows they need from the complete 
Lupton line. That's why Lupton Windows 
are so profitable to handle. There is a 
standard Lupton Window available, or 


one can easily be adapted, for practically 


LUPTO 


REG. U.S. PAT. OFF. 


Variety is only one reason why Lupton 
Windows are profitable to handle. Sales 
are stimulated by consistent advertising. 
Delivery is prompt from well-stocked 
warehouses, There's the integrity of a win- 
dow manufacturer with over 40 years expe- 
rience behind every Lupton Window sold. 


Why not contact your nearest distributor 
and get the full Lupton story . . . or 
write direct, your inquiry will be handled 
promptly. 

MICHAEL FLYNN MANUFACTURING COMPANY 


"00 East Godfrey Avenue, Philadelphia 24, Pa 


Members of the Steel Window Institute and Aluminum 
Window Manufacturers Association 


See Facing Page for 
List of Distributors 


METAL WINDOWS 
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Mont 
Builders 
Company, 
Architects: 


Penn Square Village 
gomery County, Pa 
Erlen Development 
Philadelphia, Pa 

Nolen & Swinburne, Phila 
delphia, Pa. Windows: Lupton 
Residential Steel Casements. 
Cortlande V. D. Hubbard, 
Photographer 
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Lupton Casement 
Steel or Aluminum 
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Double-Hung Window 


Lupton Aluminum 








NEW SALES HELPS 
FOR 
LUPTON DEALERS 


Ask your distributor for 
these NEW Lupton sales 


helps 


NEW POSTERS 
Big colorful 
eyecatching. 28 inches 
by 38 inches. Printed 
in 11 colors and lac- 
quered 


NEW ENVELOPE 
STUFFERS 
One features Lupton 
Aluminum Double 
Hung Windows 
One features Lupton 
Casement Windows 


Make your sales easier 
with these colorful mer- 
chandising aids they'll 
help make customers out 
of prospects. 





Lupton Aluminum 
Awning Window 


Partial List of Southern 
LUPTON Distributors 


ALABAMA 
Birmingham 1: Virginia Steel Co., Inc. 
P. O. Box 1152, 1007 37th Place North 
DELAWARE 


Wilmington: Hance Hardware Co. 
#4 Stone Hill Rd.—Augustine Cutoff 


DISTRICT OF COLUMBIA 
Washington 11: 
Cushwa Brick & Building Supply Co. 
137 Ingraham St. N.E. 
FLORIDA 


Gainesville: Stringfellow Supply Co. 
P. O. Box 152, 536 S. W. Second Ave. 


Jacksonville: George C. Griffin Co. 
P. O. Box 5151, 1038 Kings Ave. 


St. Petersburg: Metal Building Products, Inc. 
P. O. Box 1559, 2700 22nd St. North 
GEORGIA 
Atlanta 1: Henry Taylor & Son 
P. O. Box 1328, 1058 Amsterdam Ave. N.E. 
KANSAS 


Kansas City 10: Lusco Brick & Stone Co. 
1136 Southwest Blvd. 


Wichita 1: Lusco Brick & Stone Co. 
P. O. Box 1481, 342 N. Waco St. 
KENTUCKY 


Covington: Tate Builders Supply Co., Inc. 
P. O. Box 27—Rouse Sta., 19th & Russell Sts. 


Erlanger: Tate Builders Supply Co., Inc. 
47 Dixie Highway 


Louisville: John W. Bishop 
319 W. Jefferson St. 


LOUISIANA 


Alexandria: F. A. Flynn, Building Specialties 


P. O. Box 372, 140 Wheelock Ave. 


New Orleans 19: Favrot and Pierson 
3511 Toulouse St. 


Sales Offices and Sales Representatives 


MICHAEL FLYNN MANUFACTURING COMPANY 


MAIN OFFICE AND PLANT 


STOCKTON (Warehouse) 


1441 Fremont Street 


NEW YORK 
51 East 42nd Street 


Shreveport: American Metal Window Co. 
P. O. Box 819, 112 Caddo St. 


MARYLAND 


Baltimore 3; Maryland Steel Products Co. 
P. O. Box 1997, Bush & Ridgely Sts. 


NORTH CAROLINA 


Charlotte: R. J. Lock Steel Products Corp. 
P. ©. Box 1763, 1200 W. Moorehead St. 


SOUTH CAROLINA 


Columbia: Kline lron & Metal Co. 
P. O. Box 1013, 1225 Huger St. 


TENNESSEE 


Knoxville: Dealers Warehouse Corp. 
1372 North 6th Ave. 


Nashville: McMurray Structural Steel Co, 
1504 Demonbreun St. 


TEXAS 
Dallas: American Metal Window Co. 
P. O. Box 10173, 1205 Levee St. 


El Paso: Electrical & Mechanical Supply Co. 
P. O. Box 3247, Sta. A, 708-716 N. Piedras St. 


Houston: Jim Lunsford Company 
1525 N. Post Oak Road 


VIRGINIA 
Bristol: Central Warehouse Corp. 


P. O. Box 85, 512 Scott St. 


Richmond 21: Virginia Steel Co., Inc. 
Mailing—Stewart Station Post Office 
Office—3122 W. Cary St. 


WEST VIRGINIA 


Charleston 28: Fireproof Products Co. 
P. O. Box 2311, Suite 422-Professional Bldg. 


Martinsburg: Richard R. Feller Co. 
P. O. Box 543, 900 Baltimore St. 


UPTON 


£G. U.S. PAT. OFF 


METAL WINDOWS 
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700 East Godfrey Avenue 
Philadelphia 24, Pa New York 17, N.Y 
CINCINNATI 

De Sales Building 

1620 Madison Road 
Cincinnati 6, Ohio 


Stockton, Cal. 


KANSAS CITY 
(Herb W. George) 
9209 Cherry St 
Kansas City 5, Mo. 


LOS ANGELES 
672 S. Lafayette Park Place 
los Angeles 57, Col 
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New Building Records 
Feed ‘Growing Economy’ 


New housing starts for the first 
quarter of 55 were 16,100 ahead of 
the same period of 1950 — the all- 
time U. 8S. record, according to U. S. 
Department of Labor estimates. Of 
the 117,000 new non-farm dwelling 
units started in March, only 900 units 
were public housing. 

Barring a tightening up of mort- 
gage terms or other economic mon- 
key-wrench, the 1955 housing record 
could approach the 1950 peak of 
1,396,000 non-farm starts. 

This public demand for houses is 
bearing out the findings of the 1955 
survey of consumer finances made 
by the Federal Reserve Board, They 
disclosed that 9.6% of the American 
families were planning to purchase 
a new house this year — highest 
ratio in the eight-year survey rec- 
ord. Furthermore, 21.4% said they 
would invest in home improvements 
or maintenance. 

Construction generally was at a 
record pace in March. The F. W. 
Dodge reports of contracts in the 37 
eastern states showed March the 
total at $2,134,819,000—up 40% from 
a year before. This was second only 
to one other month in U. 5S. history. 
That was May, 1951, when huge con- 
tracts were let for atomic energy 
plants. 

The first quarter construction total 
was 34% ahead of last year, with all 
categories showing gains. Residential 
contracts were 48% better than last 
year in March, at a record total of 
$989,730,000. 


Material Prices Inch-Up 
as Demand Holds Strong 


In the face of the building boom, 
limited supplies, and parallel de- 
mands for raw materials, prices of 
several construction products have 
risen in recent weeks. 

Log and transportation shortages 
on the West Coast and increased 
stumpage costs have pushed prices 
of fir lumber up to new highs. This 
and other increases will keep the 
wholesale price index for lumber 
and wood products climbing. It stood 
at 121.3 during March, up 3.9% from 
a year before, whereas the whole- 
sale index for all commodities was 
down 0.5%. 

The national lumber trade barom- 
eter for the 15 weeks through April 
17 showed Southern pine orders 
110% of '54 and output, 105%; Doug- 
las fir orders, 100%, and production, 
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104%; Western pine orders, 110%, 
and production, 111%. All reporting 
mills for these and other species 
showed '55 production up 6% over 
54, and orders up 6% also. 

Record output of automobiles is 
drawing off both glass and steel that 
creates spotty short supplies for con- 
struction purposes. 

Gypsum and insulating board — 
preferred for ease of installation and 
lower building costs — are in strong 
demand and short supply. At some 
points “gray markets” have arisen 
again to profit from the demand. 

Cement is none too plentiful in 
some areas as highway and heavy 
industrial projects swallow up this 
basic material. Prices have inched 
up as a result. Several manufactur- 
ers have expansion of facilities un- 
derway in anticipation of even 
greater demand, especially for roads. 


Planning Body Asks for 
8-Foot Ceiling Standard 


Two standardization proposals 
came recently from the first of a 
series of seven round-tables to ad- 
vance steps to lower-cost houses, 
which are being sponsored by the 
publishers of House & Home maga- 
zine. 

The proposals, as reported in the 
April issue of that light construction 
magazine, call for “a standard 
terminology of measurement” to be 
prepared by the American Standards 
Assn., and agreement on “8-feet plus 
a tolerance from finished floor to 
finished ceiling for rooms where a 
flat ceiling is to be used.” 

Participating in this round-table 
were representatives of ASA, Build- 
ing Research Institute, American In- 
stitute of Architects, NAHB Research 
Institute, Producers Council, FHA, 
Lumber Dealers Research Council, 
Southwest Research Institute, Struc- 
tural Clay Products Institute, Na- 
tional Lumber Manufacturers Assn., 
Prefabricated Home Manufacturers 
Institute, and the Small Homes 
Council. 

Explaining the reasons for the first 
recommendation, the Round-Table 
report said: “When we speak of a 
house 26 feet wide, do we mean 26 
feet from outside wall to outside 
wall, or 26 feet from inside wall to 
inside wall, or 26 feet from center 
line of stud to center line of stud? 
Only the sanction of the American 
Standards Assn. can make such a 
standard terminology official, and 
only through ASA can the present 
discrepancies in terminology be rec- 
onciled quickly.” 


Pointing out that “ceiling height 
is the most important of dimensions 
to standardize,” the report gave the 
following reasons for the 8-foot 
recommendation: “The 8-foot height 
is visually satisfactory for any room 
size likely to be found in low or 
medium-priced houses. It is a com- 
fortable height to live under. It is 
high enough to leave room for fur- 
ring down the hall for air condi- 
tioning. It fits without cutting the 
4x8-foot sheet size, which is now 
standard for dry wall, plywood, and 
many other materials.” 


Record Air-Conditioning 
Year Now On the Make 


Manufacturers of air-conditioning 
systems for homes predict that new 
records in sales and _ installations 
will be set this year, as American 
families invest in year-round climate 
comfort. 

The Minneapolis-Honeywell mar- 
ket director forecasts that one house 
in eight built in 1955 will be air- 
conditioned. Thus, at least 150,000 
houses will be air-conditioned. By 
1958 he anticipates that over 1,000,- 
000 U. S. homes will be fully air- 
conditioned. 

The president of the Carrier Corp. 
predicts that sale of residential cen- 
tral air-conditioning systems this 
year will be equal to sales for the 
past two years. This would call for 
retail sales in excess of $160 million. 

First reports on the air-condition- 
ed village research project in Austin, 
Tex., shows the average cooling cost 
per house for the five-month period 
was $87. 


“Impulse Buying” High 


“Impulse buying”—the unplanned 
purchase of items not urgently 
needed—accounts for nearly one- 
fifth of all purchases of “durable 
goods” such as clothing, furniture, 
appliances, automobiles, and homes, 
a University of Illinois study of con- 
sumer buying habits shows. 

Results of the study are reported 
in a bulletin “Factors Influencing 
Durable Goods Purchases,” just pub- 
lished by the University’s Bureau 
of Economic and Business Research. 
It indicates that three of five such 
purchases are made because they 
cannot be postponed 

Of these “necessary” expenditures 
about one in three—usually for 
clothing or automobile accessories 
such as tires—has caught the pur- 
chaser by surprise. 
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* Won't Rust, 
Rot or Warp! 


% Never Needs 
Painting! 


% Exclusive 
Strip-Proof 
Operator 
Gives 
Trouble-Free 
Service! 


Tl 
? “ 
WINDOW ! , a 
\ t—, 4 


THE BEST WINDOW YOU CAN SELL FOR ALL CONSTRUCTION! 
BEST FOR RESIDENTIAL! BEST FOR COMMERCIAL, INSTITUTIONAL! 






One window—right for all construction! The Ualeco Awning Win night or inclement weather ventilation! Easy to clean—frames 
dow is made of heavier sections of extruded aluminum—meets require only a swish of cloth, glass can be washed on both sides 
all architectural requirements! from inside building. Koroseal weatherstripped for weather-tight 


comfort. 
Favored by homeowners and investors because it operates : . 


smoothly—never requires painting or replacing 
’ 
Favored by contractors because the integral fin takes brick * IT s THE WINDOW TO BUILD YOUR 
fin or fin trim. Jiffy Quick Sill Clips slide in channel; locate VOLUME ON! STOCK THE 


as 


UALCO ALUMINUM AWNING 
WINDOW! 


many as needed where wanted. 


Vents open up to 90 degrees for 100% ventilation or lower vent 





opens slightly (while upper vents remain closed and locked) for 








UALCO WINDOWS ARE UNCONDITIONALLY GUARANTEED mee , 
AGAINST DEFECTIVE MATERIALS AND WORKMANSHIP BE A VAL 


ry [ i i es FF FF 8 sO Oe.LhLUWT 
= [ : , my eed j 
es | ww K \ ; : SOUTHERN GASH GALES & SUPPLY CO 
, tt f SHEFFIELD. ALABAMA 


DEALER RETURN COUPON TODAY 


PLEASE RUSH TECHNICAL DATA AND PRICES 


| HA = fF] !W. awe 





UALCO - WORLD'S LARGEST MANUFACTURER OF ALUMINUM WINDOWS ADDRESS - - . — -- 
Southern Sash Sales & Supply Co., Sheffield, Alabama 
WAREHOUSES ‘ SALES OFFICES: Centon, Obie. Elisabeth, NM. 3. i Hlateck, Fla.; , ciry STATE 
‘ence, 5 jontgomery, 8 an ° + reens °, . +i “rorae, 
lil.; Ruston, Le.. Kansas City, Mo.; Washington, D. C. a= 8 ef a a oe 
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You'll make more sales year in, year out with the National 
line because the National line is complete. Your builder- 
customers will rely on you to fill their opening needs, 
regardless of the building design or the price of the 
houses. Here’s why: 


NATIONAL 
READY-HUNG DOORS 


The savings and advantages of the pack- 
aged National Ready-Hung Door units are 
many. Any carpenter can install one of these 
doors in twenty minutes, and do an expert 
job, The adjustable frames fit any wall from 
4%" to 5%". The doors are completely 
assembled with all hardware installed ex- 
cept the door locks. No special framing or 
rough opening required. Doors hang 
straight, 





swing free. 


NATIONAL 
PANEL WINDOWS 


Stack them, group them, set them in ribbons to create as many 
different architectural effects as desired. There are only six 
sizes to handie-— 3 heights and 2 widths. They can be used 
from 18” high or wide to any combination height and width. 
Precision, factory made and chemically treated against rot, 
these pre-glazed windows are ready to be slipped into the 
rough openings. Installation is quick, costs are held to a minimum. 


The National line of windows and doors is made for sales. 
Pass on to your customers the advantages of National's products. 
Order from your jobber or write direct for complete information. 
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NATIONAL 


Challenger WINDOWS 


In the Challenger Window line there are more than 
twenty standard sizes and layouts for you to offer. Made 
under the highest quality standards of manufacture the 
Challenger Windows are job ready. All Challenger units 
are delivered to the job complete, with window sash, 
balances and weatherstripping installed, ready to be 
slipped into the rough openings. With Challenger Win- 
dows the quoted price includes everything. There are no 
extras to sell, 


NORTH | BIRMINGHAM ri ALABAMA 
Naafacrartrs of National Panel Windows and National Ready-Hung Door Units 
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The 


Public Building Shingle! 


TRIPLE COVERAGE — THICKNESS OF STANDARD SLATE 


On roofing jobs for public buildings that 
demand economy along with superior 
quality construction and beauty, you have 
your answer in BIRD’s famous Architect 
Shingle — the asphalt shingle with the 


thickness of standard slate. 


This is the shingle with bigger (3 times 
as big!) granules which give a more in- 
tense color quality and a much deeper 
texture than is possible with the ordinary 


small-granule shingle 


This is the shingle that a nationwide panel 


QUALITY PRODUCTS SINCE 1795 * EAST WALPOLE, MASS., NEW YORK, N.Y., CHICAGO, ILL., SHREVEPORT, LA., CHARLESTON, S.C. 


ot RIN ar a ome 





of 


BIRD ARCHITECT 
Shingles 


% b 


architects spec ihied quality by q 


— for top performance and beaut 


* * * * KX KX KX OX 


Thickness of standard slate 
15” width 

5” headlap 

300-lb. Working weight 
Three layers of protection 


50% longer life 


Deeply textured Rainbow Col 


FHA-Accepted for roof slop¢ 


“é a“ 
3° in 12° or more 










or © 
4 


4:k your distributor today for further 
details—or write to BIRD & Son, inc., 
Dept. SB . Kast I] alpole, Nass. 


"Fastest 
Moving Pipe 
| ever 
Handled” 


“I've never seen anything like it. Got a shipment 
in recently and hardly had time to stack it. . . sold 
out! My customers know about Orangeburg . . . ask 
for it by name . . . they tell me it’s the easiest-to- 
handle sewer and drain pipe they've ever used. 
Couple of hammer taps and its joints are sealed 
... root-proof! And I notice, too, more and more 
customers insist on genuine Orangeburg . . . both 
Root-proof and Perforated. They recognize the 
high quality and durability of genuine Orange- 
burg. National advertising and proved perform- 
ance have created an amazing demand. Orange- 
burg is the fastest moving pipe I ever handled, and 





of course, the faster it moves, the more money I 
make. I stock all sizes — 2”, 3”, 4”, 5”, 6”, and 


I’m sure glad I do. 


Use Orangeburg Root-Proof Pipe for house-to- 
sewer and septic tank connections, conductor lines 
from down spouts, storm drains .. . other non- 
pressure outside lines. 

Use Orangeburg Perforated Pipe for foundation 
drains, septic tank disposal fields and draining wet 
Spots everywhere. 

WRITE for sales aid folder and complete catalog 
to Dept. SBS-55., 


Your customers want Genuine Orangeburg... 


ROOT-PROOF 


ORANGEBURG. 


ORANGEBURG* 


ORANGEBURG 








FITTINGS 


ORANGEBURG MANUFACTURING CO., INC. - Orangeburg, N. Y. + West Coast Plant: Newark, Calif. 


“es BEND TEE 


Ve BEND WwYeE 
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Fact is, Shakertowns do wonders for | | ‘id i 
your sales. Where else can your custo- . 
mers find a cedar shake with such strik- ~ at 


ing color, extreme durability and, 
equally important, lasting economy? [ I mn 
Builders and home-owners alike pre- Oba 
fer Shakertown’s distinctive deep- 
grooved surface, factory-stained finish Mt Hi 4 if \ 
and better weather protection. Home- , 
owners like to choose, too, from j | | UU HH 
Shakertown’s wide range of harmon- wth 
izing colors. Whether you're selling 
architects, builders, or home-owners 

~- with one house or a thousand - [aa 
you'll find it pays to get the quick facts [aura 
about Shakertown Sidewalls. 


ONE CALL DOES IT ALL! 

Here’s how YOU will profit with 

Shakertown’s complete line. They're 

convenient, easy to handle dee 

minimum of service. Because your 

Shakertown Distributor is nearby, 

there’s no need to carry a high in- 

ventory. Shakertown’s powerful nat- 
ional advertising (the industry's most 

all-inclusive program) assures a 

strong, steady demand...in one of GLUMAC UNITS Ve-u 

America’s top volume industries. he sidtaall cu ee ROOF SHINGLES 

You'll find Shakertown products ili te ch 

move fast to serve builders, home- 

owners, 1 remodellers, 

even the ambitious “do-it-yourself” 
trade. 

COMPARE! No other cedar shake 
roducts offer a// the advantages of 
hakertown, the first name in the 

industry. To locate your distribu- i 

tor, consult the Yellow Pages un- ee 

der “shingles” ... or write the ¥ CORNERS climinat nal 

address “eat ind’ fieting. Add protection, tog, PLOREDNAILS 


oo Shakertow 


THE PERMA PRODUCTS COMPANY «+ CLEVELAND 22, OHIO 


SHAKERTOWN SIDEWALLS 4 


Mor 
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Curtis Kitchens—Entree to a Woman’s Heart... 
(and Her Husband’s Pocketbook) 


Yes, that’s exactly what they’ve been called by 
alert Curtis Woodwork dealers. Designed by 
women ~—for women-— these natural birch cabinets 
really give a woman what she wants: wonderful 
new convenience—up-to-the-minute styling—an 
ultramodern kitchen that fits any space. 

But that’s only the start. Because once you get 
into a woman's heart through her kitchen, you’re 
in her whole house. You’re the man she calls when 
she wants to remodel the bedroom, finish the attic, 
modernize the windows, replace old doors, add a 


Heart 





CURTIS WOODWORK 


garage. You're in the husband’s pocketbook, but 
good, when his wife is on your sales force. 

And Curtis helps make that first sale simple, 
whether it’s nationally advertised Curtis Kitchen 
Cabinets, Silentite Windows, or other products in 
the Curtis Woodwork line. For Curtis offers you 
complete, easy-to-use tie-in package promotions 
—everything you need to get more woodwork 
business— boost your sales and profits. Write 
Curtis Companies Service Bureau today for the 
interesting story. 


i866 


Curti$ 


the Home 





Clinten, lowa 


A Department of Curtis Companies Incorporated 
Clinton, lowa © Wausau, Wisconsin © Chicago, Illinois @ Sioux City, lowa ® Lincoln, Nebr. 
Topeka, Kan. ¢ Minneapolis, Minn. ¢ New London, Wis. 
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For Dealers, Wholesalers, Manufacturers 1m 


Texans Up Mortgage Corp. Capital; 
Other Dealer Groups Study Success 


NEARLY 400 Texas lumber dealers, 
their wives and guests received good 
news concerning the Lumbermen’s 
Investment Corp. of Texas at the 
first annual stockholders’ dinner 
meeting in Fort Worth. It was held 
at the Hotel Texas on the eve of 
the 69th annual convention of the 
Lumbermen’s Assn. of Texas, which 
fostered its formation. 

In business about 90 days, the 
stockholders voted by-law changes 
that later permitted the re-elected 
board of directors to increase the 
corporation stock by another $500,- 
000. The first $500,000 had been 
subscribed so fast and loans were 
being made so rapidly that addi- 
tional funds were needed to finance 
FHA Title I and Title IJ home im- 
provement and construction loans 

The stage for expansion of LIC’s 
plans was set by a playlet entitled 
“What Do You Plan to Build?” In 
it Gene Ebersole, Mr. and Mrs 
Vincent Ogletree, and A. B. Cover 
demonstrated the wrong and right 
way to handle customer requests 
for assistance in building, remodel- 
ing, and improving homes. 

W. S. Drake Jr., head of Austin’s 
Calcasieu Lumber Co. and president 
of LIC, presided and reported prog 
ress. He said the investment group 


The report and recommenda- 
tions of President W.S. Drake 
Jr. were followed with great 
interest by visitors and mem- 
bers alike at the first stock- 
holders meeting of the Lum- 
bermen’s Investment Corp. 
Listening intently to him, left 
to right, are H. L. Richards, 
Cy B. Sweet, and W. H. 
Curry. The  Luambermen’s 
Assn. of Texas spawned the 
mortgage - financing agency 
during Richards’ regime as 
president. Sweet was guest 
speaker as FHA Title I pro- 
gram director. Curry is new 
LAT president. 


already had 243 stockholders fron 
571 lumber yards in 263 Texa 
towns. Average Title I loans of $800 
had been made through 76 dealer 
in 75 towns. Forty-one Title II 
house loans had been made in 18 
towns. 

C. B. Sweet, Title I Division dire: 
tion of the Federal Housing Admin 
istration, Washington, and Watsor 
Malone III, of Philadelphia, presi 
dent of the National Retail Lumber: 
Dealers Assn., were on hand t 
commend the Texas association fo 
its enterprise and self-service ir 
forming the Lumbermen’s Invest 
ment Corp. of Texas 

Sweet, who recalled having ad 
dressed the Texas dealers in 1949 
when he was also president 
NRLDA, expressed amazement that 
642 Texas towns had never had 
FHA loans, although FHA insured 
$93 million in Title I loans in Texa 
last year 

He declared that ‘“functionin 
alert dealers using FHA loans ar 
the best protection against the 
scandel or abuses leveled last yea 
against FHA due to fast operat 
in the improvement market. Y 
dealers should serve the moderniza 
tion and repair market for tv 
reasons through your LIC the 
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financial stake in it and the filling 
if your responsibility of service to 
the community.” 

Sweet predicted a 25- to 50-per- 
cent increase in the modernization 
ind repair business this year. He 
aid 15 million houses are sub- 
tandard, and that new houses are 
food prospects for expansion and 
additions 

Malone told the Texans they could 
olve the big dealer problems of 
distribution and competition through 
the better financing available 
through the Lumbermen’s Invest- 
ment Corp. “This unique financing 
plan is attracting national attention 
ind I am here to observe the pro- 
gram at work,” 

A large delegation of Oklahoma 
dealers and some Louisiana dealer 
issociation officials were on hand to 
critically study the formation and 
progress of the LIC. 

All LIC officers and directors were 
re-elected. They include, besides 
Drake: Arthur Temple Jr., Diboll, 
first vice-president; J. Lee Johnson 
III, Fort Worth, second vice-presi- 
dent; H. L. Richards, New Braunfels, 
third vice-president, and Gene 
Ebersole, Austin, secretary-treas- 
ire! 

Directors Paul McHargue of 
Midland, J. L. Foxworth of Dallas, 
Warren F. Keys of Marshall, W. H 
Curry of Waco, P. J. Goodnight of 
Dallas, S. S. Forrest of Lubbock, 
John Armstrong of San Angelo, 
Ralph Campbell of Fort Worth, 
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J. W. Gillett of Alpine, Lionel L. 
Campbell of Temple, Mrs. Isla Her- 
rings of Laredo, and F. R. Wedding- 
ton of Waco. 


Will 40% Homes in ‘60 
Be Prefabricated Units? 


Within five years 40 per cent of 
this country’s housing market will 
be taken over by the manufacturers 
of prefabricated, factory-produced 
homes, Gen. John J, O’Brien, of 
Pasadena, Calif., predicted before 
the 12th annual convention of the 
Prefabricated Home Manufacturers 
Institute. It was held aboard the 
liner Ocean Monarch during a cruise 
to Bermuda, March 26-31. 

Retiring President O’Brien de- 
clared the demand for non-farm 
housing of all types this year would 
sustain 1,200,000 starts. 

He termed of “more importance” 
the assurance by Housing and Home 
Finance Administrator Albert M. 
Cole that in the instance of any 
tapering off of housing construction, 
because of tightening of mortgage 
financing, the government would 
take effective steps to combat such 
a situation, 

P, S. Knox Jr., president of the 
Knox Corp., Thomson, Ga., makers 
of prefabricated houses, was elected 
president of the Prefabricated Home 
Manufacturers Institute. 

Other new officers are: vice-presi- 
dent, George E. Price, National 
Homes Corp., Lafayette, Ind.; and 
secretary-treasurer, W. L. Mainland, 
Modern Homes Corp., Dearborn, 
Mich. 

New PHMI directors to serve for 
three years are Edward Hwass, 
Harnischfeger Corporation, Port 
Washington, Wisc.; Charles E. Fry, 
Metropolitan Homes, Inc., Spring- 
field, Ohio, and Charles E. Travers, 
Richmond Homes, Inc., Richmond, 
Ind. 


Carey Buys Out Lehon Co.; 
Faulkner Heads Roofers 


The Philip Carey Manufacturing 
Co, of Cincinnati, Ohio, has acquired 
the Lehon Co, of Chicago. Both com- 
panies are prominent in the build- 
ing materials industry. 

Lehon will become a subsidiary 
of Carey and will continue opera- 
tion as a separate company under 
its present personnel and policies, 
it is announced, 

Lehon manufactures the “Mule- 
Hide” brand of asphalt roofings, roof 
coatings and other felt products. 

E. C. Faulkner was re-elected 
chairman of the board of governors 
at the annual meeting in Chicago of 
the Asphalt Roofing Industry Bu- 
reau, Faulkner is executive vice- 
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OWEN L. MeCOMAS has been named 

to the new post of director of mer- 

chandising for Areadia Metal Prod- 

ucts, the largest U. S. manufacturer of 

sliding glass doors. He had served 

with the Southern California Gas Co. 
for the past nine years. 


president of the Lehon Co., manu 
facturers of ‘“Mule-Hide” roofing 
products. 

At the same time W. H. Wilkinson 
was elected bureau vice-president 
and Eli Chamberlain was voted 
treasurer. Wilkinson is vice-presi 
dent in charge of sales of Johns 
Manville Co, and Chamberlain is 
vice-president of Bird & Son Co 


PC Schedules Second 
Mobile Product Show 


The Producers Council, largest as 
sociation of building products manu- 
facturers, has announced its 1955-56 
Caravan of Quality Building Prod- 
ucts. The caravan will begin touring 
the nation next September. 

The caravan is the second travel- 
ing exhibition sponsored by the 
council, The first successfully com- 
pleted a nation-wide tour of 34 cities 
last November. This second exhibi- 
tion will feature a completely differ- 
ent show in 36 metropolitan market- 
ing areas, 

Dates for exhibiting in Southern 
and Southwestern cities include 
Louisville, September 16; St. Louis, 
October 13-15; Kansas City, October 
19-20; Memphis, October 25-26; Bal- 
timore, November 1; Washington, 
November 4; Charlotte, January 6; 
Atlanta, January 9; Birmingham, 
January 12-13; Jacksonville, Jan- 
uary 17-18; Miami, January 24; New 
Orleans, January 31-February 1; 
Houston, February 7-8; Little Rock, 
February 16-17; San Antonio, Feb- 


ruary 21-22, and Dallas, February 
28-29. 

The caravan will have about 50 
exhibits covering all types of mate- 
rials for exhibition to architects, en- 
gineers, contractors, builders, deal- 
ers, students, government officials, 
and other local groups 

Built and managed by the General 
Exhibits and Displays Co., Chicago, 
the caravan will be transported in a 
specially-fitted van and exhibited in 
hotels, auditoriums, or exhibit halls. 


Five Architects Chosen 
for 50 Golden Ideas 


Because the Western fir plywood 
industry wants to know what hap 
pens when you turn five top-flight 
designers loose on an open assign- 
ment to develop 50 new ideas for 
using a multi-purpose building panel 
like plywood, they are staking the 
biggest part of their $2.5 million 
golden anniversary promotion on the 
answer. 

The Douglas Fir Plywood Assn., 
the plywood manufacturers’ indus- 
try-wide trade association, has an- 
nounced the names of the architects 
commissioned to do the job. They 
are A. Quincy Jones, of Jones and 
Emmons, Los Angeles; Whitney 
Smith, of Smith and Williams, Pasa- 
dena; Chris Choate, of May and 
Choate, Los Angeles; Robert Anshen, 
of Anshen and Allen, San Francisco, 
and John Campbell, of Campbell 
and Wong, San Francisco, 

The plywood industry, which is 
out to prove its current claim that 
“you can build anything with fir 


GENE BLISS now manages the stain 

division of the Olympic Stained Prod. 

ucts Co., Seattle, Wash. He has served 

at retail, wholesale, and manufacturer 

representative levels in the industry— 

most recently representing Plywood, 
Inc., and the Insulite Co. 
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You'll save a lot of storage space... 
boost profits too...with | 


a 


KEYSTONE 
TENSION SCREENS | ¢ 


EVEN WITH ONE EYE CLOSED you can see that 


Keystone Tension Screens take only a fraction of the 





storage space used by ordinary screens. Besides that, 
Keystone Tensions do away with costly labor 
charges. Like other merchandise, they come to you 
complete ... ready to sell at a standard mark-up. 
Profitable business is assured. 

Keystone Tension Screens are all-aluminum 
..don't rust or stain the woodwork... last 
far longer...cost less than old-fashioned 
screens...never have to be painted... 
save time, bother and expense in ot 
every way. 


For top sales and profits, write us jj 4; j wig ls ( 1 
for all the facts about Keystones. fees 
































One screw in upper blind Only two small, neat, Tension catch on sill se- Free-floating sill bor Flat wire S-strand sel- 
stop holds each remov- permanent brackets are | curely adjusts Keystone eadily adjusts screen to vage assures strong ver. 
able top bracket. located on the sill. | Sereen with turn of knob offlevel or uneven sill. | tical edges. 
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Hanover, Pa. + Fostoria, Ohio 
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plywood,” will preview the results of 
the commission at its annual meet 
ing in Portland, Ore., June 20-21 

Most of the projects which have 
been tagged as “The 50 Golden 
Ideas” will be on display in an out 
of-this-world exhibition designed to 
show them off in high style, ab 
stracted settings 


AOF Increases Kiln 
and Storage Facilities 


The Atlanta Oak Flooring Co. re- 
cently began using a new cross- 
circulating Moore dry-kiln. It gives 
them a battery of 10 kilns at their 
large Atlanta flooring plant, Another 
Moore kiln will be installed within 
two months. 

This increased kiln capacity will 
help provide the firm’s customers 
with complete custom-kiln-drying, 
surfacing, and re-sawing service. Be- 
sides milling in transit and excellent 
kiln-drying service, the company 
will extend storage facilities to their 
customers, 

Established in 1924, the Atlanta 
Oak Flooring Co, now operates the 
big flooring plant and maintains 
general offices in Atlanta, Ga, It 
operates hardwood concentration 
yards at Jasper, Tenn., and at Blue 
Ridge and Baldwin, Ga. Sales 
branches are maintained in Char- 
lotte, N. C,, Chattanooga, Tenn., 
Jacksonville and Miami, Fla. Other 
branches are contemplated for early 
activation, 


Known by the retail trade for its 
“AOFCO” brand of oak and maple 
flooring, mouldings and other mill 
work items, the Atlanta Oak Floor- 
ing Co, also produces a wide choice 
of hardwood paneling. It actively 
wholesales Northern, Southern, and 
Appalachian hardwoods, along with 
West Coast lumber, foreign woods, 
and hardwood plywoods 


Model Home Contest 


The National Assn. of Home 
Builders, Suite 1116, 1028 Connecti- 
cut Avenue N. W., Washington 6, 
D. C., has announced its second 
Mode! Home Contest for high-school! 
students. 

The grand prize is $500 and a 
round-trip to Chicago for both the 
student and his teacher. Second 
prize is $250; third, $100; fourth 
through 10th, $25. Special school 
awards will consist of plaques, Each 
state or city association sponsoring 
a winner also will receive a plaque. 

Nationally prominent architects, 
builders, educators, and government 
housing officials will judge the com- 
petition. It ends August 31 


Pre-Fabs Win Approval 


The Southern Standard Building 
Code Congress has given official ap- 
proval to the “Wonder Building,” a 
pre-fab steel building manufactured 





CHARLES F. WILKINSON recently 
was elected treasurer of the Southern 
States Iron Roofing Co., Savannah, 
Ga., by the board of directors. A cer- 
tified public accountant, Wilkinson 
comes to SSireo from the Reynolds 
Metals Co., Richmond, Va., where he 
was assistant to the controller. 


by the Wonder Building Corp. of 
America, Chicago, Ill. 

This marks the first time that a 
prefabricator has achieved both in- 
land as well as coastal approval. 
Wonder Building Corp. also bears 
the approval of the Pacific Coast 
Building Officials Conference. 


NEW ATLANTA WAREHOUSE AND PLANT OCCUPIED BY SSIRCO 


CAD OTALES ARO) HODUNEL 0. 





SEEN ABOVE is the new 80,000 
square-foot building now occupied 
by the Southern States Iron Roofing 
Co, at 1530 Ellsworth Drive, N. W., 
in Atlanta, Ga, It provides nearly 
triple the space in the former ware- 
house of this building material dis 
tributor. 

About one-sixth of SSIRCO’s new 
plant is now used to manufacture 
Colorweld coil—pre-enameled metal 
for awnings, furniture, and other 
industrial uses. 

The new warehouse has 76,000 
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square feet of space in five storage 
bays. Three are serviced by overhead 
cranes, All are served by an indoor 
railroad siding that holds five box 
cars at a time, Four fork-lift trucks 
move materials into and out of the 
warehouse, 

The building is covered completely 
with Reynolds aluminum roof deck- 
ing. It is joined on all sides by 
Alsynite fiberglass panels. They 
make use of electric light unneces- 
sary except on extremely cloudy 
days. 


The plant is heated and equipped 
with exhaust fans to circulate air 
All doors are electrically operated. 


Marion Peek, formerly Savannah 
branch manager, is in charge of 
plant operations, 

The 4,000-square-foot office wing 
is air-conditioned. It has Reynolds 
aluminum acoustical ceiling that 
minimizes noise. 

Jule Petris, former Atlanta branch 
manager, is now the Atlanta branch 
sales manager. He heads the staff of 
some 50 employees. 
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Here’s how United States Steel is helping you 


promote the sale of DreSSur Q-Cl eosoted wood | 


By a consistent advertising program 
in leading farm magazines. 








Through the use of testimonial-type advertisements United 
States Steel keeps reminding your farmer-customers about 
the advantages of pressure-creosoted wood and fence posts 
This campaign, which appears in a number of leading farm 
papers, is seen by a diversified group of farmers every month. 


By supplying farmers with free literature 
on wood for farm use. 








Many helpful suggestions on fencing, field and pasture layout, 
and pole frame construction are covered in these three booklets, 
“Fence Planning Saves,” “Fences That Pay” and “Build and 
Save with Pressure-Creosoted Wood on Your Farm.” In addi 
tion they stress the importance of using pressure-creosoted wood 
for all types of fencing and other wooden farm structures. 


By providing you with information on plans for 
pressure-creosoted farm and ranch structures. 








By making available to you free newspaper mats 
on pressure-creosoted wood. 








To help you reach your local farm and ranch market, United 
States Steel has prepared a variety of newspaper mats on the 
use of various kinds of pressure-creosoted wood. They are avail 
able free for your own use and can readily be used in the local 
newspaper over your own signature. We will be happy to give 
you more information about these free mats. 


By showing you how other lumber dealers built 
successful businesses on pressure-creosoted wood. 








Mr. W. H. Adams, Adams Lumber Company, Grant, Nebraska, 
has been in the lumber business for 50 years. During that time 
he has been successful in selling pressure-creosoted materials 
by convincing his customers of the long life of such products 
“T recognize that a creosoted fence post is a superior product. I 
know of nothing better . . . it is one that I can guarantee; con 
sequently, I do not have any difficulty selling it to our cus- 
tomers. They’ll buy it on my say-so and because their neighbors 
have been getting twenty-thirty years of life from the ones they 
have bought.” 








— 





| | 
| | 
Agricultural Extension Section | 
| United States Steel Corporation | 
| 525 William Penn Place, Pittsburgh 30, Pa, | 
; Please send me information on your merchan- 
| dising program for pressure-creosoted products | 
d the name of treaters. | 
Meme 
| Address 
| 

| / State | 
| | 
L J 


UNIT & 8 STATES a ae ae 
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“Quality Product” Biggest Asset, 
Southern Pine Assn. Members Told 


“WE MUST NOT LOSE sight of the 
fact that other species and materials 
are constantly at work to take over 
any single market in which we dis- 
play a weakness,” G. R. Swift, out- 
going president of the Southern Pine 
Assn., said in his report at the 40th 
annual convention, held April 4-6 in 
New Orleans. 

Speakers throughout the conven- 
tion emphasized that the Southern 
pine industry’s most potent weapon 
against other materials is a quality 
product that merits consumer confi- 
dence, 

The keynote speaker, Robert 
Burkhardt, Washington, D. C., pro- 
duction specialist for the Automobile 
Manufacturers Assn., described the 
economic potential offered by re- 
search and technical improvements 
within the pine industry. He said 
there are possible applications of 
atomic radio-active isotopes since 
research shows that atomic radiation 
is useful in the study of plant 
genetics and contro] of thickness of 
many raw materials, 

A, P,. Downing, executive vice- 
president of the T. R, Miller Mill 
Co,, Brewton, Ala., moderated a 
panel discussion on forestry and 
logging, which he described as the 
“largest single item in lumber manu- 
facturing costs.” 

J. E. McCaffrey, International Pa- 
per Co., Mobile, Ala., emphasized 
the potential of debarking and chip- 
ping operations as a source of supply 
for the pulp and paper industry. 
Another panelist, George W. Stanley, 
Kirby Lumber Corp., Houston, Tex., 


cited the cleaning out of dead timber 
as a cost-reducing operation. M. C. 
Leach, chief forester of the Alger- 
Sullivan Lumber Co., Century, Fla., 
said greater lumber production could 
be obtained by cutting timber closer 
to the ground. 

At a panel session on planing and 
drying, R. C. Rietz told of the U. S. 
Forest Products Laboratory’s efforts 
in promoting dry lumber. The mod- 
erator of this panel, W. R. Warner, 
Warren, Ark., and chairman of 
SPA’s mechanical efficiency com- 
mittee, reported progress in speeding 
production and reducing man hours 
required for a particular job. 

J. E. Ives, Bradley Lumber Co., 
Warren, Ark., said maintenance of 
quality lumber at the last point of 
manufacture, the planing mill, is 
the best salesman the industry can 
have. Other participants on this 
panel were R. H. Rush, Rush Lumber 
Co., McRae, Ga., and W. A. Belcher, 
W. A. Belcher Lumber Co, Birming- 
ham, Ala. 

A panel on sawmilling was mod- 
erated by J. R. Bemis, Ozan Lumber 
Co., Prescott, Ark. 

Tom DeWeese, A. DeWeese Lum 
ber Co., Philadelphia, Miss., urged 
lumber companies to take advantage 
of the services of safety engineers, 
pointing out that the lumber indus- 
try is at the bottom in industrial 
accidents. In 1954, he said, the fre- 
quency for the logging industry was 
73.2 disabling injuries for each mil- 
lion man hours worked. In sawmills 
and planing mills the average was 
42.2 per cent as compared with the 





New leaders of the Southern Pine Assen. congratulate each other after their 
election at a recent April meeting. From left to right are M. L. Fleishel, Port St. 


Joe, Fla., treasurer; Q. T. 


Hardiner Jr., Urania, La., second vice-president; 


Arthur Temple Jr., Diboll, Tex., president, and Leon Clancy, Grayson, Ala., 
first vice-president. 
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national industrial average of 11.5 
per cent, 

J. J. Clarkson, Dierks Forests, 
Ine., Mountain Pine, Ark., reported 
on his company’s experience with 
gangsaws. R. R. Cahal, assistant 
manager of the Southern Pine In 
spection Bureau, said that produc- 
tion of the full potential of timber 
in upper grades is basic to good 
sawmilling. 

The final panel covered research 
and merchandising and was mod- 
erated by E. M. McGowin, Chapman, 
Ala. T. L. L. Temple III, Southern 
Pine Lumber Co., Diboll, Tex., told 
how advertising programs have pro- 
moted grade-marked lumber. 

Leo V. Bodine, executive vice 
president of the National Lumber 
Manufacturers Assn., pointed to the 
need for research toward better 
glues for making small pieces of 
wood into larger ones. Bodine also 
said there is a need for lower cost 
treatment of lumber to make it de 
cay-resistant. 

Another speaker before the in- 
dustry-wide meeting was Col. George 
E. White Jr., Corps of Engineers, St. 
Louis, Mo., who described a new 
inspection program being put into 
effect for quality control of lumber 
at the point of destination. 

Attracting much interest was the 
show of latest equipment for the 
industry, displayed in operation. 


Promote Wood Products 
Theme of NLMA Meeting 


About 100 of the nation’s leading 
lumber manufacturers will converge 
on The Cloister at Sea Island, Ga., 
May 19-21, for the 1955 spring meet- 
ing of the National Lumber Manu- 
facturers Assn. 

The association’s 54-man board of 
directors, representing all principal 
lumber producing sections of the 
country, will consider new strategy 
to spur sales of wood products. 

Principal speaker at the meeting 
will be Walter Chamblin Jr., vice- 
president of the National Assn. of 
Manufacturers. Chamblin, a keen 
analyst and veteran observer of the 
Washington scene, will report on 
legislative and political develop- 
ments in the nation’s capital. 

Other speakers will include Don 
Seiwell, associate editor of American 
Magazine, who will discuss lumber’s 
markets in the Do-It-Yourself move- 
ment, and Fred C, Talbot Jr., direc- 
tor of the Forest Products Division 
of the Business and Defense Services 
Administration, who will explain 
how BDSA cooperates with private 
industry. 

Another highlight of the meeting 
will be the first progress report on 
an NLMA-sponsored market re- 
search study designed to pinpoint for 
the lumber industry its best sales 
opportunities, 
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NO. 23 RANGE WITH f 
HINGED ALUMI 
NUM COVER or 
directs smoke to 


“unt OUTDO. 


soot will not 


FIREPLACE 


REMOVABLE 
GRATES four 


Hie EQUIPMENT 


and clean 


loday's tremendous do-it-your- 
self market and the growing 
trend to outdoor living and cook- 
ing make Donley fireplace equip- 
ment a big customer attraction. 
This “sure-fired” appeal for out 


door fireplace equipment 
vill help fill your store 

vith potential buyers for 
Donley metal parts and the 
necessary masonry materials, 


Donley manufactures the com- 
plete line of fireplace equipment 
designed and built for quick and 
ALUMINUM FIRE profitable sales . . . for years of 
light trouble-free operation. Stock... 
rust . 
retains = lisplay . . . and sell these nation- 


attractive appear 
ance lly advertised products. Watch 


ASH PIT DOOR the crowds come in to buy! 





shovel sized for 
easy ash removal 


FREE TO ALL DEALERS 
a sample copy of this 
50¢ book telling all about 


outdoor fireplaces 





THE BROTHERS COMPANY 


13905 Miles Avenue °* Cleveland 5, Ohio 











Other Donley Barbecue 


units aveliable. The portable Barbecart 36" | 


compact lightweight 
cooking surface (12” x 20”) 
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Name ’em and Carey has ’em—a complete line of 
quality asphalt building products! And they’re ready 
for overnight shipment direct to your door. Carey has 
production and service facilities to fill your needs— 
fast! One of the largest and newest asphalt roofing 
machine installations in the country is located at 
Carey’s big Houston plant. From Atlanta, you can 
order the same top-quality products—a single package 
or a mixed truckload! 
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Sales come easy with LASTILE 
ROLL ROOFING... A wide Range for 
NEW and OLD Roots. 


Builders and eee like Lastile. They simply roll 
it on and nail it down! Feature the low-cost way 
to apply a serviceable new roof covering in a hurry. 
All Carey Roll Roofings have a high quality fiber 
base, thoroughly saturated and coated with asphalt 
—~surface-finished with slate granules in a variety of 








for every purpose! 





motes crap evy 8 
them ai any quantity, build up your 

keep your business growing with brand 
omer ~~-Carey! Stock and sell the complete 
: line. Use coupon for any information or lit- 
: you need, 





Fast ‘‘one source’’ service from 
Carey's big, modern plant in HOUSTON 
or warehouse in ATLANTA 





attractive colors. A fast-moving profit line—a type 


PFW ETERS AERP ENS PET PR FUE Pe, Pe 








. brand 


Stock and sell the salesational Carey line . . 
name products nationally advertised from coast to 
coast. Shown here are but a few of the profit-builders 
ready to step up sales for you. So call Carey for every- 
thing you need in asphalt! Simply contact your Carey 
representative. Or, use handy coupon across page for 
any literature and additional information you need. 


Carey THICK-BUTT SHINGLES in 


popular Sno-Crest Pastel Blends 


You can recommend thick, tough, rugged Carey 
Thick-Butts with plenty of confidence-—and get plenty 
of repeat sales! Sell the ideal shingle for low-cost re- 
roofing or new construction. Three-shingles-in-one, 
Thick-Butts go on faster, save the builder time and 
application costs. Size: 12” x_ 36”. Exposure—5’; 
headlap—2”. In wide range of beautiful new colors: 
6 Shado-Line blends, 5 Sno-Crest pastel blends, 3 tex- 
tured blends, 3 solid colors and white. 








Order Mixed Truckloads of these 
Fire-Chex Asbestos Plastic Shingles ¢ Mica Kote 55 
+ gi 65 Wg en . Feltex Asphalt weae: 
Roof Repair Cement eB sified Fibrated Coating ° 


Ready Mixed Floor Mastic e Roof Primer « Bitumi- 
nous Adhesive. . 
























Profitable PAINTS, COATINGS and 
CEMENTS for Root Maintenance 


Your market is wide for time-tested Carey products 
made to meet every roof maintenance need. Among 
them, a new advancement in roof coatings--Carey 
FLEXTOP. It won’t “‘alligator,’’ blister, crack, flake 
or check. One coat covers. Flextop goes on fast, saves 
application time, cuts maintenance costs, bonds to 
damp or dry surfaces. And it’s non-inflammable! 











Other Chaney root Products: Asphalt Saturated Felts « 


Asphalt Primer « Fiberflex Glass Roof System e Careyclad « Prime-Kote. 





4 Big advantages offered by Carey dependable overnight service 


1. Buy from one source with all its time-saving and 
money saving advantages. 


2. You get immediate service with truckload delivery 
overnight. 





























The Philip Carey Mtg. Company 
POST OAK ROAD AND HEMPSTEAD HIGHWAY, HOUSTON, TEXAS »« UNDERWOOD 6121 
IN ATLANTA, 251 ARMOUR DRIVE, N. E. « ATWOOD 5793 


3. Your choice of color blends designed especially for 


the Southwest 


4. You enjoy more personal service from your experi- 
enced Carey representative. 


Another sales-builder 
FOUNDATION COATING 


(Above and below grade) 


Build up the sale! Recommend Carey Foundation 
Coating, Plasterbond, Mastics for bone-dry base- 
ments, walls, foundations. Specially formulated mastic 
for easy application, lasting protection from moisture. 
Real money-m ! 


ikers ! 


Use this handy coupon... 


The Philip Carey Mtg. Company Dept. 585-5 
211 East 1 treet, Houston Texas 
Please send us, without obligation, literature on the following: 
_.Thick-Butt Shingles Lastile Roll Roofing Asphalt 
Paints, Coatings & C te Other 
(please state your needs). 








[ | Have your representative call. 


NAME 





FIRM 
ADDRES: 


CITY 














“It breaks off 


clean and easy, 
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without any chips’ 






says GEORGE MOSES 
of Lorraine Hardware Co., 
Richmond, Va. 









TRY THE 
“BLINDFOLD TEST” 
YOURSELF! 


Cut L-‘O-F first, last, or in-between the 


other brands, Run any kind of a cut you “Brand ‘Z’ took very little pressure in scoring it. I 
want. You'll see why you have fewer bad just seemed to touch it, and it broke off clean and 


cuts, less waste and more profit with L-O-F, easy,” said Mr. Moses. 
Mr. Moses had just finished test-cutting four well- 


known brands of single-strength window glass. ‘These 


Call your nearest L-O-F Distributor. 


These local businessmen are listed under ais _eeeperee 
brands were identified only by letters--W, X, Y and 


"Glass" in the yellow pages of phone , rss 
J — . Z. He tried several cuts on each and picked “Z”’ as 


books i inci iti ; 
ooks in many principal cities. And send hie etatent 00 cut, eeore tne! 


“Z” was L‘O’F. Twenty-eight out of thirty 
dealers who took this test picked L’O-F! And with 
good reason. L‘O’F Window Glass is annealed more 


for your free booklet—'For Greater 
Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio. 


slowly, more patiently. This extra care makes it less 


eee eee eee ae aaa ae ee ee Ce 
: 


brittle and more ‘‘even’”’ in structure—so it’s a safer 


j buy for your customers, too, 
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PALCO 
Architectural 
(Juality Redwood 
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REFLECTING MORE NATURAL BEAUTY — 
AND YET SO PRACTICAL... for exterior and interior finishes 


lone and texture of redwood lend themselves as in no other material to design flexibility 
while offering the practical advantages of easy workability, dimensional stability, 

high paint retention, and ageless defiance of weather, insects or decay 

lo assure full value of these premium qualities at no higher premium in cost, 

Certified Dry Palco Architectural Quality Redwood is selected, manufactured, 

handled and subjected to reinspection at every step by the most advanced 


facilities and procedures in the industry. By specifying Palco Architectural 
Quality, you can be sure of highest uniformity of grade —yet you pay no more! 


THE PACIFIC LUMBER COMPANY 


S The best in Redwood—Since 1869 — 


Millis at Scotia, California 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 











MEMBER OF CALIFORNIA REOWOOD ASSOCIATION 
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PENESTRA WINDOWS 
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28-Page “Home” booklet. 


+ 
> 


Typical Fenestra TV commercial. 


Window display banners. 
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Fenestra 


STEEL WINDOWS 


As presenteo on HOME 
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You've probably heard about Fenestra’s participation in NBC's popular “Home” 
television show. What you may not know is that we're making ava e to you, 
free of charge, this TV sales kit for your salesmen. It’s a powerful sales tool for 
your salesmen to use in their calls on builders, for it helps them point out simply 
and directly how this national television advertising is local adverti it its best 
for a builder who is a Fenestra* user. 

It also makes it easy for you to offer the builder attention-gett display 
banners and cards, as well as newspaper mats and photos for his lo ewspaper 


advertising—all at no cost to you or to the builder. 


Put this sales power to work for you by ordering a kit for each of ilesmen 
from: Sales Promotion Department, Detroit Steel Products Co., Di SBS-5 
$421 Griffin St., Detroit 11, Michigan. “~ 


Fenestra 6 RESIDENTIAL WINDOWS 


GALVANIZED BONDERIZED- STEEL. THE STRONGEST MATERIAL, CORROSION PROOFPED FOR LIFE! 
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MR. RICHARD G. SCHAUB 





Atypical Lu-Re-Co home in Hammond, Indiana, one of many now under construction by the Lake Shore Realty- Builders of Whiting, Indiana 


. equipped with MONARCH METAL WEATHERSTRIP 

>) “Yes, Andersen’s Flexivents definitely help us sell homes. We specify them 

on our Lu-Re-Co jobs as well as in our conventionally built homes. We 

m RR. A. SCHAUB ; believe excellent construction and ease of operation makes them a favorite 
with home buyers.” 

Mr. Schaub’s statement is a typical testimony on just one of the advan- 

tages of precision-built Complete Window Units. Thousands of other 

profit-minded Builders, working with their Dealers and Jobbers on count- 

less other large and small projects, have proved that ready-to-install 


window units, in addition to providing an effective selling feature, also 
make money for them by eliminating costly time-consuming on-site assem- 


Published in the interest of : : 
ene i cam bly and waste of materials. The home buyer benefits too, by getting more 
buliding construction for his investment in sounder, more satisfactory construction. 


Ask Your Millwork Jobber For Complete Details 
® 
METAL WEATHERSTRIP CORPORATION 
6343 ETZEL AVE. + ST. LOUIS 14, MO, 
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© What does your lumber yard or 
retail building supply company do 
about homebuilding? Repairs and 
remodeling? Farm-building con- 
struction? 

A SOUTHERN BUILDING SUPPLIES 
survey among 1,051 retail firms in 
the South and Southwest recently 
showed lesser activity in con- 
struction, installing materials, and 
assisting customers with job finan- 
cing than a survey a year before. 

Here are the dealer survey re- 
sults in nine significant categories: 

1. Building under contract 
30.1% build homes; 26.8% erect 
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Sunvey reveals 
dealen financing 
and building seruices 


30% DEALERS BUILD HOMES — 37% improve them 


farm buildings; 28.5% contract ther buildings. Survey results in 
other buildings. In the 1954 su 4: 42.3%, homes: 36.4%, other 
vey, 37.0% were building home buildings. 

28.9%, farm buildings; 30.6 3. Building for sale — 11.4%, 
other buildings nventory homes; 2.4%, prefab 


icated homes. Survey results in 
(See WHAT DEALERS DO page 70) 


2. Repairing or remodeling und: 
contract 37.4%, homes; 31.9 


In Indianola, Miss., the Sunflower Lumber Company offers the public 
a complete homebuilding service from “the dream” to occupancy. 
A recent home custom-built for a physician is seen below, The scene 
at top is common in hundreds of lumber yards throughout the South 
— a dealer providing original plans, specifications, and arranging 
for construction and financing. The scene is in the Cathey Lumber 


Company's new salesroom in Charlotte, N. C. 
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Bargain Shed, Creep Feeders 
TURN WASTE INTO PROFITS 


By Rud WcDanied 


9 Odd lots and scraps of materials 
that formerly were a waste to the 
Helms Lumber Company in Whar 
ton, Texas, have been turned into 
profits through the firm’s “Bar 
gain Shed” and yard fabrication of 
creep feeders for farmers and 
ranchers 

The Bargain Shed brings in an 
annual volume of about $6,000 

The creep feeders have added 
about $5,000 to the firm’s sales. 

This Bargain Shed is a boarded- 
up shed across the entrance to the 
company yard from the main store. 
There is nothing particularly 
attractive about it except the sign, 
which calls attention to the bar 
gains. But to make the place 
attractive and modernistic would 
defeat its purpose, according to 
L. C, Helms, the owner. 

Into this shed goes all scrap 
material from all departments. It 
consists of a little of everything, 
a broken package of shingles . 
three feet of screen wire odds 
and ends of molding 

“Nearly everything that is sold 
out of this department would be 
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a total loss otherwise,’ Helms said 
“On the other hand, by carrying 
the stuff over there and arranging 
it on make-shift shelves, around 
the wall and on the fioor, so cus 
tomers may help themselves, we 
render a service to customers and 
salvage about $500 monthly.” 

In addition to the scrap, the 
company utilizes the special shed 
to get rid of slow-moving or “dead” 
merchandise, When some item re 


mains in the store too long without 
any obvious demand, out it goes 
to the shed with a bargain price 
attached. Generally it moves out 
quickly. 

Nobody from the store stays in 
the Bargain Shed. It is strictly self- 
service. Customers are told to go 
over and help themselves. When 
they have selected whatever mer- 
chandise they want, they call a 
clerk who helps them load the 
stuff, or who addresses it for de- 
livery, and takes the money. 

Helms declared that there is no 
appreciable loss from theft, be- 
cause the shed is clearly visible 
from the main store and constitutes 
the front end of the yard itself. It 
would be difficult for anyone to 
pick up anything of value and 
walk off with it without being seen 
from either the yard or the store. 

Much of the Helms firm’s scrap 
lumber now goes into creep feed- 
ers instead of the Bargain Shed. 

(See BARGAIN SHED page 70) 
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Customers flock to 
the Helms Lum- 
ber Company's 
“Bargein Shed,” 
often end up buy- 
ing the materials 
at regular prices 
in the store. This 
Wharton, Tex., 
firm also salvages 
short pieces of 
lumber to make 
creep feeders like 
the one above. 
The feeder is 6’ x 
6 «over-all, sells 
for $75. 
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Making more profits from 


FLOORING SALES 


> There is an excellent market in 
wood flooring for the lumber deal- 
er who will school himself in the 
specialized knowledge this product 
requires, handle it properly, and 
plan intensive sales effort. 

That is how the Lane Lumber 
Company, Inc., of Bladensburg 
Maryland, boosted its sales of 
flooring 67 per cent within a year 
Their annual volume now runs 
around $1,000,000 

“Flooring is a specialized field 


The Lane Lumber Company advertises 
frequently the perfect storage condi- 
tions its warehouse provides and the 
careful handling all orders receive. 
This is vital in the laying of a floor 
of long-lasting quality, Lane salesmen 
constantly point out. The delivery 
sheet is stamped, as seen at right, so 
that the driver can record the grade, 
moisture content as tested on delivery, 
and construction stage of the building. 


that is badly neglected—it is ofte: 


treated like a stepchild,” said J. M 


Lane, president, in explaining that 


hardwood flooring is now a maj« 
item with his firm. “Flooring need 
special care, attention, and sellir 
to bring in real profits.” 
Carrying over 60 items in 


warehouse of all types of wood 


flooring from % to 1% inches thic} 
and 1% to 8 inches face, the Lane 
Lumber Company has four outside 


salesmen thoroughly trained 
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An entire wall of the Lane Lum- 
ber Company showroom is devot- 
ed to wood flooring samples. 
These samples are wide enough 
to permit customers to compare 
all species and to make their 
selection easily, All are clearly 
marked at the top of each panel. 
President J. M. Lane, left, ex- 
plains the advantages of good 
flooring and points up the value 
for the small price difference 
between good and cheap flooring. 


They 


equently give advice to builders 


ggest types for all jobs 


and home-owners on various floor 
ng problems 
All flooring 
I carload or trailer—is checked 
by a national flooring association 
nspector at least twice before it is 
it into bins 
Che Lane firm’s flooring volume 
began climbing steadily each month 
ipon completion of its warehouse 
equipped for complete ventilation, 
oisture control, and temperature 
egulation. Their modern ware 
house provides complete ventila 
tion over, under, and around the 


whether purchased 


p 


flooring 
On damp or foggy days, blowe1 
fans keep the warehouse heated so 
(See FLOORING SALES page 72) 
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Rural customers respond to 





© Radio advertising has been 
bringing customers into the Hiegel 
Lumber Company in Conway, 
Arkansas, for four years — so 
successfully that Peter Hiegel says 
it’s his best advertising bet. He 
devotes 20 per cent of his adver- 
tising budget to this one medium. 

Appealing to a rural population, 
Hiegel’s main program is a hill- 
billy band — the Arkansas Valley 
Drifters, who broadcast for 30 
minutes each Saturday. Seven 
minutes out of the 30 are devoted 
to Hiegel’s commercials. Each an- 
nouncement is different, promoting 
products that are seasonal or in 
great demand. 

Once a year, at the Faulkner 
County Fair, the Arkansas Valley 
Drifters are a popular attraction. 
This program also is sponsored by 
Hiegel, who is on hand to talk 
about his materials and matters 
of interest. 

During basketball season, Hiegel 
sponsors basketball broadcasts 


Peter Hiegel is often seen in this pose 
-—~taking down orders over the ‘phone 
as a result of some “special” promoted 
on the radio by the Arkansas Valley 
Drifters, a hill-billy band, Seven min- 
utes out of his Saturday half-hour 
hill-billy program are devoted to com- 
mercials. Hiegel is specific in his radio 
advertising —— quoting prices and 
reasons why “specials” are good buys. 
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RADIO 


ADVERTISING 


along with other merchants. His 
radio spot announcements bring 
direct results, revealed in patron- 
age from distant parts of the 
country. 

So many rural people seem to 
have more time for listening to 
the radio than for reading, while 
they do chores around the house 
or prepare for work early in the 
morning, according to Hiegel. 

“Radio advertising also causes 
me less trouble than any other 
medium,” he said. “I let the broad- 
casting station write the com- 
mercials, merely furnishing them 
information about materials I 
want promoted.” 

Hiegel has traced most of his 
excellent paint volume which 





reached $45,000 last year — to his 
radio programs and spot announce- 
ments. Many rural people who do 
their own painting now comment 
on how much they enjoy the hill- 
billy music that goes into their 
homes each week. 

Hiegel likes to give his listeners 
something definite in commercials. 
He often quotes prices and tells 
about special services, stressing 
delivery service on every broad- 
cast. 

Radio advertising makes a direct 
appeal to the Do-It-Yourself mar- 
ket, Hiegel reported. He added 
that, “our messages on the air 
reach the very prospects we value 
most — home-owners.” 


Form Masonry Alliance 


Formation of the Allied Masonry 
Council, announced March 30 in 
New York City, marks the first 
alliance in history of the major 
producers, contractors, and union 
craftsmen of the heavy construction 
industry. 

Following the announcement of 
the council’s program to raise the 
quality of building and yet reduce 
building costs, U. S. Senator Warren 
G. Magnuson (D. of Wash.) lauded 
it as “an important stride forward 
in the progress of this nation’s heavy 
construction industry.” 

Supporters of the new council are 
the Structural Clay Products In- 
stitute, Marble Institute of America, 
Indiana Limestone Institute, Build- 
ing Stone Institute, Mason Contrac- 
tors Assn. of America, and the 


Bricklayers, Masons, and Plasterers 
International 


AFL. 


Union of America, 











- = — 7 = * 
SCREENED PORCH 
rh 21x86 
CARPORT 


, 20x20 








ai ie ct 


; RS lowerre 
| rs BEDROOM 


} 
4 


r lKITCHEN ACTIVITY L 8. = iS X14 Bs 
| @-6Xi4 23-6 xi4 _ Ul ay 


fo 
a) s CLO 
LW? ' DEAL Ep 
= — HOpay. 
HALL U FcLo OME 


KS . 
BOOKS ’ PLANT 
| BOx 


— 




















BEDROOM 


LIVING ROOM 
oe Hie entrviy] 13 x2 


— 
-™ 3 see 5700 fon 14 





Plan has 3 bedrooms, 8 closets, 2 fireplaces 


© The popular combination dinette attractive view on first enteri: oom serves as storage space for 
and activity room highlights this the house. A convenient coat closet it-of-season clothing 

plan. It opens off the kitchen so adjoins the entry The carporte accommodates two 
that the housewife can work there Both living room and activit ars. A door to the screened porch 
and keep an eye on children in the room have fireplaces, which use permits dry access to the garage 
activity room mutual chimney. Built-in bool n bad weather 


















A bar separating one side of the cases extend from the fireplace t 
kitchen from the dinette has stools the exterior wall in the livi cgceexeuereeeeeeeeetee 
for informal serving of snacks, room 
breakfast, or a quick supper. All bedrooms feature closets at CUT IT OUT—AND SAVE! 
Also adding to the family’s din- least half as wide as the room, Th: This is the first of a new series of 
ing pleasures and summer living master bedroom has a large wall yriginal Southern house plans that 
is a screened porch opening off the in closet and an additional closet a agp tess ie asi 
: . have proven popular for an aggres- 
dinette. For a change in mealtime to separate the husband ul ve dealer who furnishes a com 
location, the table can be moved wife’s clothes prions: : 
plete homebuilding service for 
to the porch. A bath with shower serves the ‘ ; ; 
: his city. Cut it out and file for 
Appealing to those who like master bedroom. A full bath, wit! wie ts : ’ 
iggestive arrangements for your 
modern decor and the trend to built-in linen closet, opens to thi a iat 
homebuilding prospects Other 
ward bringing the outdoors in- hall to serve the other two bed southern home plans will follow in 
side, is the planter box. It serves as rooms and general use. A seco! each issue of SOUTHERN BUILD 
a divider for part of the living linen closet is at the end of tl ING SUPPLIES 
room from the open area extending hall 
from the entry. This spot offers an A closet off the hall to the bat} en £458.28 6078788 
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Staging a ‘come-back" for 
WOOD KITCHEN CABINETS 


By Ruel MeDaniel 


© According to the experience of 
Stewart-Owens and Company, Tal 
lulah, Louisiana, wood cabinets for 
kitchens and bathrooms are mak- 
ing a definite “comeback.” 

This company has sold more 
than 100 units during the last 12 
months, with practically no extra 
advertising or promotion expense 
The increasing popularity of color 
in kitchens is a contributing factor, 
Assistant Manager Kirby Erwin 
believes. Instead of the stark, hos- 
pital-white kitchens popular for so 
long, shelter magazines have in- 
creasingly played up color and 
variety of decor for this family 
gathering place. They are even 
introducing such colors as pink and 
chartreuse as the predominant 
shade in kitchen decoration. 

For this reason, all Stewart 
Owens cabinets are sold unpainted 
Salesmen point up the advantage 
of being able to change the color 
scheme every few years by re- 
painting cabinets and leaving floors 
and walls the same color. With 
permanently white cabinets and 
appliances, color changes must be 
made elsewhere for variety. 


Kirby Erwin, of Stewart-Owens 
and Company, shows the fine 
workmanship that goes into 
every style wood cabinet his firm 
stocks. The increased interest in 
color and variety of decor, as 
opposed to the cold-white that 
once was the basis for kitchen 
decorating, accounts for much 
of the growing popularity for 
wood cabinets, Erwin believes. 
His firm sold over 100 last year 
in the town of Tallulah, La. 


“It has been largely a matter of 
meeting a growing demand for 
wood cabinets,” Erwin explained. 
“We noticed a couple of years ago 
that more and more women were 
favoring unpainted wood cabinets, 
so we began to stock a wider 
variety of such cabinets.” 

The company sells the kitchen 
cabinets as a part of the complete 
kitchen, Contracting prospects who 
are building new homes have pro- 
duced more than half the sales in 
the last 12 months. 
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When a company salesman 
learns, through sales of building 
materials or through the firm’s 
own contracting division, that a 
family is building a new home, 
these wood cabinets are brought to 
the builder’s attention. 

This is done in two ways. Pref- 
erably, the company persuades the 
wife to come to the store, where 
she is shown samples of the 
cabinets and pictures of complete 
kitchens in which the wood cab 
inets are used. 

If it is not practical for her to 
come to the store, a salesman goes 
to her home, on appointment. He 
carries a sample unpainted cabinet 
and a kitchen and bathroom lay- 
out book that shows modern kitch 
ens using these cabinets 

Drop-in sales result from a dis- 
play of cabinets on the floor 

Sale of these cabinets almost in 
variably boosts sales of other ma 
terials such as paint, varnish, sand 
paper, paint brushes 

Dealers who sell major kitchen 
appliances realize an additional 
profit from their packaged sale of 
modern kitchens. They develop 
profitable leads both ways—from 
appliance and kitchen prospects. 
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Educate salesmen fo sell more 


AIR-CONDITIONING UNITS 


© The Builders Lumber Company 
in Alice, Texas, sold over 100 home 
and office air-conditioning units 
in 1954, at a sales cost low enough 
to leave more than normal appli 
ance profit from the volume 

“We have found that the most 
important single factor in selling 
air-conditioning units is to see 
that the men who talk air-condi- 
tioning know what they’re talking 
about,” declares James H. Vaello, 
an owner of the aggressive con 
cern. 

He points out that there has been 
too much “loose” selling in the 
air-conditioning field, which has 
hurt everyone in it. “When a per 
son buys an air-conditioning unit, 
he must depend on the honesty 
and good judgment of his dealer 
to give him what he needs, for the 
customer rarely knows anything 
about air-conditioning himself 

“So, if the dealer knows his 
business and installs the right unit 
for the job, he’s made an enthusi 
ast for air-conditioning. The en 
thusiasm of that satisfied customer 
will sell a lot of other units for 
a lot of other dealers,” Vaello 
points out 

“On the other hand, if the unit 
is unsatisfactory, the custome! 
obviously is disappointed and the 
dealer loses his future business 
and other dealers lose because of 
the man’s dissatisfaction, which he 
spreads among his friends,”’ 





So the first thing the Build 
Lumber Company did, when 
decided to stock packaged ai 
conditioners, was to learn muc!l 
about it. The owners learned fi 
then with the help of manufac 
turers’ schools and technical aid 
they saw that the three outsid 
men who sell appliances, includ 
ing air-conditioning, knew enou 
about the subject to sell it intel! 
gently 

“The sale is not the thing, whe 
handling an a 
prospect,” Vael 


it comes to 
conditioning 
stresses. “The first thing a sal 
man does is to check the prospect 
premises and see if his home 
office is capable of using air-co 
ditioning.” 
This is 
Vaello stresses, for unless a st 


extremely important 
ture is so built and insulated t} 
it can take air-conditioning 
unless it can be fixed so that 
air-conditioning unit will be ef 
cient, it is costly to sell the pre 
pect 

“We have taught our three out 
side men to back off from a p: 
spective sale and honestly tell the 
prospect that he can not use 


onditioning, if a check of the 
remises shows that to be so,” 
Vaello declares. 

Each salesman has the equip 
nent and the technical knowledge 

run a BTU test on every pro 
pective installation. This test 
letermines the size, make, and 
nodel unit that is best suited to 
io the air-cooling job 

Although our men receive a 
ibstantial part of their income 
from direct commissions, we have 
trained them to bear in mind that 
in the long run a happy customer 

worth much more than any 
difference in commission a man 

ght make by selling a higher 
priced unit where one at a lesser 
price will do the job as well o1 
better,” Vaello says 

Although the company features 
one popular line of air-condition 
ers, it stocks four makes so it can 
ffer the exact type, size, and price 
best suited to every customer's 
needs 

“If a smaller, lower-priced unit 
vill do a proper job for a customer 
than one costing him more, we 
smaller unit,” 
“even though 


ecommend the 

Vaello points out, 
b o doing we're reducing our 
et profit and the salesman’: 
commission on that one sale 
It pays in the long run, though, 
because when we talk a prospect 
uut of buying a unit that cost 
appreciably more than the one we 
ecommend, he is impressed with 
(See AIR-CONDITIONING page 73) 


A display showing all makes of room air-conditioners steps up sales for 


the Builders Lumber Company in 


Stroud explains the operation of 


Alice, Texas. At left, Manager W. 5. 
» cooling unit with a skeleton model, 


At right, he inspects the installation of a unit to be sure itt meets the 


customer's need, Such service prompts satisfied customers to recommend 


dealer to neighbors and friends. 
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YOU AND THE LAW 


By ARTHUR L. H. STREET, Veteran Lawyer 








A Fire Insurance Angle 


A Georgia wood products com- 
pany sustained a fire loss under an 
insurance policy which provided 
that it would be void if the insured 
did anything that increased the risk 
or hazard of fire. The insurer de- 
fended the suit on the ground that 
the risk had been increased by the 
insured company making additions 
and alterations on the _ insured 
premises to adapt them to manu- 
facturing purposes. 

Under this defense could the in- 
surance company prove that the 
insured had mortgaged woodwork- 
ing machinery that was installed as 
part of the changes? 

The United States Court of Ap- 
peals, Fifth Circuit, lately answered 
this question no. (Pearl Assurance 
Co., Ltd. — defendant-appellant v. 
Southern Wood Products Co.—plain- 
tiff-appellee — 217 Fed. 2d 234.) 

Particularly informative is the dis- 
tinction which the court drew be- 
tween a policy clause that inval- 
idates insurance if the insured “is 
not the sole and unconditional own- 
er of the property, and a policy 
clause which simply invalidates if 
the fire risk is increased. The first 
type of clause is violated by mort- 
gaging the insured property, but the 
second is not, 

In upholding judgment in favor of 
the insured, the court noted that 
the insurer’s “answer in this case 
relied solely on the provision in the 
policy against increase of hazard 
and alleged ‘that the hazard of loss 
by fire to the insured premises was 
increased, both by the alterations 
and additions to the insured premi- 
ses, and by the use of the insured 
premises thus altered and added to 
for manufacturing purposes.’ 


“There was no claim of breach of 
any provision against encum- 
brances, nor was there any attempt- 
ed claim that the hazard had been 
increased by encumbering the 
property.” 

This decision teaches that where 
alteration of premises or installation 
of facilities for transaction of busi- 
ness is contemplated, the insured 
should carefully check his insur- 
ance and assure himself that the al- 
teration will not invalidate the in- 
surance. 

Or else the insured should have 
the policy modified so that there can 
be no room for dispute. 

Likewise, because many policies 
are so worded that mortgaging of 
the property will invalidate a policy 
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unless insurer consents, insured 
property should not be mortgaged 
without first making sure that the 
insurance will not become void. 


Bond on Federal Job Materials 


A subcontractor on a Federal 
construction job in Texas agreed 
“to furnish all necessary materials” 
and, as required by Federal law— 
the Miller Act, gave a bond to se- 
cure performance of the subcontract. 
The subcontractor did not pay for 
roofing materials that were furnish- 
ed and used, and the United States 
Court of Appeals, Fifth Circuit, de- 
cided that the subcontractor’s surety 
was liable for the amount remaining 
unpaid. 

The decision was based upon rea- 
soning that the agreement by the 
subcontractor “to furnish all ma- 
terials and perform all work” called 
for by the subcontract implied an 
agreement to pay for them. (Hous- 
ton Fire & Casualty Insurance Co. 
v. E, E. Cloer General Contractor, 
Inc., 217 Fed. 2d 906.) 


More specifically, the court said: 
“All parties to the subcontract and 
its surety bond were charged with 
knowledge that Cloer”’—the general 
contractor — “had been required to 
give surety to the United States 
Government that he would pay all 
labor and materials costs in connec- 
tion with the principal contract. 
This much is required by statute. 
“* * * Thus Cloer would be obli- 
gated to the extent of financial re- 
sponsibility to discharge all unpaid 
obligations incurred by his sub- 
contractor, whether they be obli- 
gations for labor or materials. Since 
he was thus vulnerable as against 
all claimants and as Latimer, his 
subcontractor, knew he was, what 
did they intend when they signed a 
contract whereby Latimer agreed 
to ‘furnish all materials, and per- 
form all work as described, etc.’? 
“Could it be contended that they 
did not intend that this was to be 
done at Latimer’s expense and out 
of the contract price? Here the con- 
tract provided that the subcontractor 
was entitled to draw up to 90% of 
the ‘work or materials as far as exe- 
cuted and fixed in place.’ * * * It 
can therefore be assumed that what- 
ever retained percentage was left in 
Cloer’s hands was paid to Houston” 
—the subcontractor’s surety, after 
the subcontractor had broken his 
subcontract by failing to complete 
it and the surety completed it. 
“Houston therefore received a sub- 


stantial amount of money that rep- 
resented a 10% retained percentage 
of the very materials for the pay- 
ment of which it disclaims responsi- 
bility, since 10% of the value of 
materials in place was withheld from 
each month’s estimate.” 


More Angles on Liens 


It can be very dangerous for the 
dealer’s pocketbook to assume that 
if he files a statutory mechanic’s lien 
claim within the time required by 
the law of his state it does not make 
much difference what the notice 
specifies in describing the materials 
or supplies furnished—or the basis 
on which the claimed amount rests. 

No dealer or his credit man who 
is not perfectly versed in the me- 
chanics’ lien law of his state can be 
disinterested in what the St. Louis 
Court of Appeals decided a few 
months ago in the case of Mississippi 
Woodworking Co. v. Maher, 273 
S. W. 2d 753. 

It cost Carpenter Kelley a lot of 
money to learn three or four points 
of law that he is not apt to ever 
forget. 

Contractor Maher contracted to 
erect a building for the Scannells, 
and sublet to Kelley the carpentry 
work, including materials, for the 
lump sum of $520. 

Kelley filed a lien statement under 
a Missouri statute which, like 
statutes in many other states, re- 
quired that the statement contain 
“a just and true account of the de- 
mand due.” On this point the state- 
ment merely stated “contract with 
Frank J. Maher... for the furnish- 
ing of carpenter work on garage 
and breezeway and materiats for 
the roof thereto for the sum of $520.” 

As will be seen from what the 
court said, the legal situation would 
have been the same had a dealer 
furnished to the prime contractor 
materials for a lump sum and filed 
a statement asserting a lien ayainst 
the property for that sum. 


The court denied Kelley’s lien 
claim and decided that the insuffi- 
ciency of the lien statement could 
not be remedied after expiration of 
the time for filing a lien statement. 
So far as of interest to materialmen, 
the opinion of the Court of Appeals 
reads: 

“It is often said that the mechan- 
ic’s lien statute is just in 
principle and should be liberally” 
interpreted. However, the lien 
claimant must substantially comply 
with the statute in order to secure 
its benefits. 

“|. Where a lien claimant is an 
original contractor and has made 
a lump sum contract with the land- 
owner, his lien account may be 
stated in a lump sum and need not 
be itemized.” (By the same token, 
if a material dealer sells directly 

(See YOU AND LAW page 68) 
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association activities 


Floridians Urged to Watch Operating Costs and Manners 


DAWKINS AT HELM AS 
450 ATTEND BANQUET 


MEMBERS of the Florida Lumber 
and Millwork Assn. absorbed stimu- 
lating suggestions on ways to im- 
prove their employee and customer 
relations at the 35th annual conven- 
tion in St. Petersburg, April 21-23. 

After a day of golfing and Hoo- 
Hoo fellowship at the Sunset Golf 
Club, the dealers and _ suppliers 
buckled down in two business ses- 
sions Friday and one Saturday to 
timely industry topics. Over 450 per- 
sons attended the banquet, floor 
show, and dance at the Soreno Hotel 
Friday evening. 

D. C. Dawkins Jr., of the Dawkins 
Building Supply Co. in Jacksonville, 
was elevated to the presidency of 
FLMA. He succeeded Ray C. Ty- 
lander, of West Palm Beach, who 
was elected dealer-director to the 
National Retail Lumber Dealers 
Assn. in the place of Forace F. Hol- 
land. (One of two adopted resolu- 
tions pledged cooperation to Holland 
in his new appointive position of 
chairman of the State Game and 
Fresh Water Fish Commission. Head 
of the Holland Lumber Co., Panama 
City, he has been a friendly principal 
in the deep-sea fishing rodeos held 
at Panama City each summer by the 
Alabama Building Material Ex- 
change.) 

H. Gray Eckles, of the Pinellas 
Lumber Co. in St. Petersburg and 
chairman of the convention com- 
mittee, was re-elected vice-presi- 
dent. The second vice-president is 
Arthur C. Bivins Jr., of Miami. 
Bivins is manager of the Pacific 
Lumber and Supply Co., and Hoo- 
Hoo state deputy snark for south 
Florida. Mrs. Marie Bennett, of Or- 
lando, continues as secretary-treas- 
urer. 

New directors of the Florida Lum 
ber and Millwork Assn. include 
W. A. Gilliam, Daytona Beach, Dist 
4; R. Tom Joyner Jr., Lakeland, 
Dist. 10; Robert W. Hendry, St 
Petersburg, Dist. 12, and W. E 


Combs, Gainesville, Dist. 14. The 


sixth district director, George Lain 
hart of West Palm Beach, was re 
elected 

New associate directors for FLMA 
include Marshall J. Howell, Coro 
nado Co., Jacksonville; Harry J 
White, Allied Building Credits, 
Tampa; and R. C. Slack, A. H. Ram 
sey and Sons, Miami 

In a talk punctuated by Irish jokes 
and a sense of showmanship, Frank 


P. Connolly, president of John W 
Masury and Son, Inc., of Baltimors 
Md., declared that lumber deale: 
are fast becoming building-materia 
merchants. He told how more could 
become so—just by “waving you! 
flag” via friendly welcome and rex 
ognition of customers 

Connolly urged the dealers to “bé 
sure your employees are sold on you! 
products and prices,” so you can cas! 
in on their salesmanship like agegr« 
sive hotel management do¢ 

With a_ selection of beautifu 
Kodachrome slides, Robert A. Jone 
showed the Floridians how progr: 
sive dealers are arranging their yard 
and displaying merchandise to mal 
it easier for customers to buy a! 
thereby sell more. Among the ex 
amples were new stores in Balt 
more, Md., and near Wilmingtor 
Del 

The executive vice-president 
the Middle Atlantic Lumberme: 
Association, Jones told the conver 
tion not to fret needlessly over the 
competition of other building mat 
rial dealers. “Anyone who is maki: 
a concerted effort to reach out and 
get a larger share of the spendal 
consumer dollar is your major cor 
petitor. Among them are automob 
furniture, and appliance dealers a1 
travel agents.” 

After Henry McWhorter J: 
nounced and distributed the 
tournament prizes at the Frid 
luncheon, Dr. Frank Goodwin, U1 
versity of Florida marketing profe 
sor, spoke on “People Are Friend! 

Goodwin urged management to be 
more interested in and awart 

their employee “Don’t call the 
‘help’; call them ‘helpers’ if you wa 
them to do their best. Wake up 
the fact that there is no unimport 
job in your company. Recognize t 
worth of each and all.” 

The lumbermen’s fraternit) 
honored with the appearance of Jol 
H. Doleater, grand snark of the ur 
verse, of Tampa. He spoke 
“Through Hoo-Hoo a United Lur 
ber Industry.” 

Expressing delightful surprise 
the more extensive use of wood prod 
ucts in the houses and schools be 
built out West, from which he 
recently returned, Dolcater asse1 
to the lumber dealer that 
hould concern ourselves with 
to use lumber! 


‘ 


ting our customer! 
all proper construction purpose 
George A. Bowie, public relati« 
for the Firestone Tire and Rubbe 
Co., urged the dealers to “talk 


consumer language to sel! the 
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nd strive to be of greatest service.” 
He said people buy from the sales- 
in they like and find most helpful 
He said a “likable salesman is cour 
teous, honest, and friendly in all 
insactions and with all people.” 
A progressive Pennsylvania deal 
Merritt Ludwig, of Reading, 
imed Saturday morning with 
Findley M, Torrence, secretary of 
he Ohio Assn. of Retail Lumber 
Dealers and chairman of the NRLDA 
Statistics Committee, to explain to 
Florida dealers why it pays to 
Know Your Costs.” 
Ludwig described how his firm 
idgets sales and mark-ups for the 
ear by departments and branches 
Merritt Lumber Yards, Inc., has four 
odern stores and five lumber yards 
he stores feature departments of 
its, giftwares, unpainted furni 
ture, kitchens, and art supplies, He 
d the gift department introduces 
company to homemakers and 
reates more floor traffic. The art de 
vaartment brings children into our 
tores and they bring in their parents 
d later become material custo 
rs, too 
Ludwig cited his firm's success in 
commending that dealers have in 
entive compensation plans not only 
or salesmen and managers but for 
ick drivers; spend 2 per cent of 
ross sales on advertising; sell ready 
xed concrete and “get on the job 
t” to sell the whole job; fabricate 
i-Re-Co homes to recapture the 
ontracting market; develop build 
tracts to keep their share of 
ontractor business 
rorrence deplored the fact that re 
tail lumber dealers had lost 50 per 
ent of their net profit since 1950 
lespite good dealer environment and 
biggest building boom, He said the 
dealer’s net profit had dropped from 
' to 2.45 per cent between 1949 and 
1954 
He cited the findings of 10 associa 
tion cost-of-doing business surveys 
to underscore the “profitless trend.” 
He declared that dealers must diag- 
nose their business by checking their 
yperating-cost ratios against those 
if other dealers through the associa 
tion studies 
Thirty-three lumbermen were 
initiated into the International Con 
catenated Order of Hoo-Hoo at the 
eventh annual all-state concatena 
tion. Grand Snark Doleater was the 
isiting officer. Donald L. Moore, of 
\tlanta, Supreme Nine member from 
Jurisdiction IX, was the senior Hoo 
Hoo, James E. Branch, president of 
the Tampa Club, was the snark 
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4,900 Attend Texas Dealer Convention in Fort Worth 


CURRY SUCCEEDS RICHARDS AS PRESIDENT; 
BOARD OF DIRECTORS INCREASED TO 60 


THE LUMBERMEN’S ASSN. of 
Texas played a return engagement 
with their annual convention and 
exposition at the Will Rogers Coli- 
seum in Fort Worth, April 3-5, and 
chalked up a new high in attend 
ance—4,900 persons—with the accent 
on merchandising. 

In his visual and verbal report to 
LAT members, Executive Vice- 
President Gene Ebersole pointed out 
that the dealer organization has 
enjoyed its best year yet “under 
President Harvy Richards—the man 
with a plan.” Ebersole said that all 
three objectives for the year had 
been met — to move association 
offices to Austin, the state capital; 
to create the Lumbermen’s Invest- 
ment Corp. as a mortgage-funds 
reservoir, and to become better 
merchants. 

With charts, Ebersole detailed the 
many services provided the 1,230 
dealer members and 133 associates 
by the Lumbermen’s Assn. of Texas 
and NRLDA for “about 10 cents a 
day per member.” He announced 
increases in the sizes of the board 
of directors from 45 to 60 members, 
in addition to the past-presidents 
who are honorary life members, 
and of the executive committee 
from 15 to 24 members. 

In his presidential report, New 
Braunfel’s Harvy Richards express- 
ed gratitude for teamwork by all. 
Then he stressed the need for better 
training and selection of personnel 
if dealers are to “give real, honest, 
efficient service to our customers. 

“We are a highly respected in- 
dustry and we must recognize our 
individual responsibility,” he said. 


“Sometime ago I heard a good lum- 
ber dealer give his idea of the 
difference between a lumber dealer 
and a homebuilder. It was a real 
challenge to me when he said the 
difference was that a homebuilder 
was looking for new ideas and that 
lumber dealers were afraid of them.” 

Richards recommended that deal- 
ers use aptitude tests in selecting 
and promoting yard personnel, and 
plan practical training for salesmen. 

J. Lee Johnson III, president of 
the Cicero Smith Lumber Company 
line yards, described how “The 
Industry Picture Has Changed.” He 
said building material dealers must 
sell the new products of manufac- 
turers or they will be sold in some 
other way. He pointed to the mer- 
chandising of building specialties by 
department stores and the installa- 
tion services of specialty and appli- 
ance dealers as vital competition. 

“We must stop confusing our cus- 
tomers on our costs and the way 
we price lumber and other mate- 
rials in meaningless terms,” he 
continued. “We have got to perform 
more services—build homes, repair 
and improve them—and we can 
and must charge a profit on the 
labor we sell. 

“Packaged selling is service sell- 
ing. Credit is a commodity we have 
for sale. Advertising must be al- 
lowed 18 to 24 months to show full, 
accumulative effect. 

“We must control our inventories 
and concentrate on most popular 
items, This all calls for employee 
education at 30-day courses and 
other training programs provided 
by associations and universities.” 





Jack Parshall, executive editor of 
Building Supply News, Chicago, 
declared that despite the construc- 
tion boom this year it could all 
prove to be “profitless prosperity” 
unless dealers are more alert to the 
need for efficient promotion of 
packaged seliing. 

“You can do unit or package sell- 
ing in six ways: related items for 
jobs, scraps in bundles, fix-up jobs, 
Assemble-It-Yourself jobs like cof- 
fee tables, contractors’ packages of 
trusses or Lu-Re-Co panels, or a 
complete byilding service.” 

Watson Malone III, of Philadel- 
phia, president of the National Retail 
Lumber Dealers Assn., evaluated the 
National Retail Lumber Dealer Ex- 
position at New York last fall and 
explained improvements being plan- 
ned for the second one, to be held 
in Cleveland, Ohio, in October. 

After an explanation and visual 
presentation of the Lu-Re-Co sys- 
tem of panel construction by Ray- 
mon Harrell and George Messner, 
Texas dealers watched the erection 
of a Lu-Re-Co house section on the 
ground outside. 

The auditorium of exhibits, rep- 





Next to the quaint beverage “garden 
cafe” of the Monecrief-Lenoir Manu- 
facturing Co., this exhibit of the Jones- 
Blair Paint Co. was the most popular 
at the Texas dealer convention in Fort 
Worth last month. It featured “Bert” 
continually painting crayon caricatures 
of Texas lumbermen. Among his sub- 
jects—and a fair sample of his artistry 
—~is this caricature of Vince Ogletree, 
traveling secretary of the Lumber- 
men’s Assn. of Texas. 
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These nine men will lead members of the Lumbermen’s 


Assn. of Texas through another active year in 1955. They Standing aré 
Third Vice-President W. B. Carssow, Sergeant-at-Arms A, B. 


were elected or re-elected by the board of directors at the 


Fort Worth convention last month. 


Seated, from left, are Harvy L. Richards, New Braunfels, Gene Ebersole 
retiring president and new board life member; W. H. who lives at 
Curry, Waco, president; P. J. Goodnight, Dallas, first vice- fill enlarged board 
resenting more than 150 manufac- Continuing Convention Chairn 
turers and suppliers of dealer prod- W. B. Henderson, of Fort Wort! 
ucts and services, included 36 show announced that San Antonio ha 
ing in Texas for the first time. been selected as the convention 

Ten carefully-selected lumbermen for 1956, and Dallas for 1957 


were initiated into Hoo-Hoo, the 
lumbermen’s fraternity, at a model 
concatenation put on by Houston 
Hoo-Hoo Club No. 23 Tuesday after- NRLDA Committees 
noon. The grand snark of the 


universe, John H. Dolcater, a native to Hold May Meetings 


of Texas now of Tampa, Fla., was 


the visiting officer. Other dealers The National Retail Lumber Dea 
and suppliers joined the fraternity ers Assn. has issued a tentati 
members for the stag party that schedule of meetings of vario 
followed, packing the exhibit room meetings May 15-19, at the Shore 
of the Biltmore garage. ham Hotel in Washington, D. C 
Cayce Moore, an ex-barber from On Sunday, May 15, the Execut 
Hearne, Texas, kept the Monday Committee will meet. In the aft 
evening banquet crowd of some 400 noon the committee on marketir 
chuckling at his jokes and back will meet 
woods’ humor at the Hotel Texas May 16 will feature district meet 
Dancing followed Monday evening ings of executive committeemen 
and again Tuesday evening in the the morning. The NRLDA board 
Crystal Ball Room. directors will meet in the afternoo! 
Elected new members of the LAT On the morning of May 17 
board of directors were J. H. committees on Merchandising 
Tampke, Houston; Quincy Farris, Public Relations, Education, Lal 
Mercedes; J. M. Richenstein Jr., Relations, Statistics, and Retire: 
Dallas; Phil R. Magee, Robstown; will meet 
Ber! Alexander, Fort Worth; Marion Director will hold an all-d 
Pugh, College Station; W. D. Wat- board meeting May 18 
son, Waco; Carl McCaslin, Hereford, The Exposition Committee 


meet on the morning of May 19 
Members of the various NRI 
committees are 


and George Staten, E] Paso. They 
joined old and new directors at the 
Monday luncheon meeting and elect- 
ed the new officers shown on the Budget. W. W. Anderson, ch 
first page of this report. man, Ogden, Utah; Winfield B. O 
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president; and Louis Gloor, MeAllen, second vice-president. 


Secretary Vincent Ogletree, Counsel and 


Cover, Treasurer Len C. Dure, and Executive Vice-Presidem 
are from Austin except Dealer Cover, 


Nine new directors were elected to 


ham, Dallas, Tex.; J. H. Kirk, Santa 
Maria, Calif.; R. Needham Ball, 
Baton Rouge, La.; Paul R. Ely, North 
Platte, Neb.; J. Harold Stacey, Wind 
or, Vt 

By-Laws. W. A. Barksdale, chair 
man, Charlottesville, Va.; Lynn 
Boyd, Pampa, Tex.; E. Donald 
Sterner, Belmar, N. J 

Education. W. C. Bell, chairman, 
Seattle, Wash.; Paul S. Collier, 
Rochester, N. Y.; Elias Nuttle, Den 
ton, Md.; P. J. Goodnight, Dallas, 
lex Forrest Steinman, Bluffton 
Ohio 

Exposition, Phil Creden, general 
chairman, Chicago, Ill.; Findley M 
rorrence, Xenia, Ohio; Watson Ma 
lone III, Philadelphia, Pa; R. A 
Schaub, Whiting, Ind.; J. D. Me 
Carthy, Springfield, Ill; Paul De 
Ville, Canton, Ohio; Martin Dwyer, 
Washington, D. C 

Industry Coordination. Paul R 
Ely, North Platte, Neb.; W. C. Bell 
Seattle, Wash.; Russell Nowels, 
Rochester, Mich.; R. A. Schaub, 
Whiting, Ind.; Phil Creden, Chicago; 
Donald A, Campbell, Lebanon, Ky 


Labor Relations. John Alexander 
Jr., chairman, Aurora, IIL; Oertell 
Collins, Savannah, Ga.; Howard Has 
brook, Chicago, Ill.; Whitney F. Har 
ris, New York, N. Y.; H. W. Blastock, 
seattle 6, Wash 

Marketing. Pau! R. Ely, chairman, 
North Platte, Neb.; Clyde A. Fulton, 





dianapolis, Ind.; E. Donald Sterner, 
Belmar, N. J.; Craige Ruffin, Rich- 
mond, Va.; John Alexander Jr., 
Aurora, IL; John Holmstrom, Rock- 
ford, Ill.; H. Park Arnold, Glendale, 
Calif.; L. R. Aldrich Jr., Billings, 
Mont, 

Merchandising and Public Rela- 
tions. Russell Nowels, chairman, 
Rochester, Mich.; Phil Creden, Chi- 
cago, Ill; Fred S, Stephenson, Chick- 
asha, Okla.; Harry Balcom, Bossier 
City, La.; Horace Scott, Amarillo, 
Tex.; Thomas Hope, Kansas City, 
Mo.; Maurice R, Large, Farmville, 
Va.; T. Merritt Ludwig, Reading, Pa.; 
Thomas Gamble, Spokane, Wash. 


Retirement. J. Hammond Geis, 
Baltimore, Md.; W. Albie Barksdale, 
Charlottesville, Va.; Henry J. Mun- 
nerlyn, Bennettsville, S. C. 

Standards. Donald A. Campbell, 
chairman, Lebanon, Ky.; Ray W. 
Beil, Spokane, Wash.; Homer Prakel, 
Versailles, Ohio; Chester T, Hubbell, 
Albany, N. Y.; Leslie G. Everitt, 
Kansas City, Mo.; Paul Howard 
Leach, Joliet, Il. 

Statistics. Findley M. Torrence, 
chairman, Xenia, Ohio; Donald A. 
Campbell, Lebanon, Ky.; Paul S. 
Collier, Rochester, N. Y.; Hugh 
Peter, Pleasantville, N. J.; A. H. 
Steinman Jr., Milwaukee, Wis. 


“All Sides” of Distribution Problem 
Aired at Georgia Dealer Convention 


DEALERS and suppliers—over 100 
—heard “all sides” of the distribu- 
tion problem explained at the 30th 
annual meeting of the Building 
Material Merchants of Georgia at 
Radium Springs, near Albany, 
March 28-30, More than 250 men and 
women attended the various busi- 
ness and social sessions. 
Contributing to the workshop on 
“Marketing Practices of Suppliers 
and Purchasing Practices of Mer- 
chants” were J. R. Williams, whole- 
sale division manager, Campbell 
Coal Co.; R, T. Edwards, vice-presi- 
dent, Central Woodwork, Inc.; 
George A. Petters, district manager, 
Johns-Manville Sales Corp.; Russell 
F, Snyder, Southeastern sales pro- 


motion manager, Libbey-Owens- 
Ford Glass Co., and C. E. Smith, 
president, Decatur Lumber and 
Supply Co. All the men except 
Smith have offices in Atlanta. 

Williams and Edwards both enum- 
erated the services wholesalers per- 
form in building-material distribu- 
tion. They explained how carefully 
ethical wholesalers endeavor to sell 
only to firms which perform the 
functions of retailing. Edwards il- 
lustrated how his firm politely turns 
down orders from contractors by 
steering them through dealer cus- 
tomers. 

Petters and Snyder, speaking from 
the viewpoint of manufacturers, 
made clear the necessity for their 





companies to have good and non- 
exclusive outlets for their products. 
Petters differentiated between the 
classes of customers a manufacturer 
of a variety of materials must 
economically supply. 

Dealer Smith listed cost, source 
of supply, delivery date, and quality 
as factors involved in his purchase 
of building materials for retailing. 
“Located as we are in a suburban 
community, we prefer to place our 
orders with stocking wholesale dis- 
tributors,” he explained. 

Smith said his firm places orders 
for West Coast lumber and plywood 
with wholesalers for direct carload 
shipment. “Then, when we run short 
of an item we feel no hesitancy 
about filling in our shortage from 
the wholesaler’s inventory.” 

A workshop the previous after- 
noon was devoted to “Your Prob- 
lems,” with C. T. Parsons, Southern 
Lumber Journal editor, as modera- 
tor. An on-the-spot poll showed 
the most prevalent problems to in- 
volve credits and collections, cost 
accounting, advertising, employee 
compensation, and meeting competi- 
tion. 

Dealer testimony pointed to the 
fact that it doesn’t pay to cut prices 
“because you're giving away your 
needed profits.” It underscored the 
keynote speech of Charles Girard- 
eau, Atlanta dealer and past-presi- 
dent of the group. He predicted that 
many careless dealers would soon 
price-cut themselves out of busi- 
ness because they did not know 
their costs of doing business. He said 
overhead was climbing because of 
increased taxes and less efficient 
personnel. 

(Continued on page 89) 





Following their election at the Albany convention, officers 
and directors of the Building Material Merchants of Georgia 
posed for this picture. Except otherwise noted, those listed 


are members of the board of directors, 


Front row, from left: President Charles W. Peek Jr., 
Cedartown; Vice-President E. H. Chambers, Gainesville; 
Treasurer J. H. Flowers, College Park; NRLDA Dealer 
Director Ocrtell Collins, Savannah; J. P. Short, Tifton; 
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Steve Tumlin, 


Rowell, Atlanta. 


Marietta; Past-President F. E. Adams, 
Milledgeville; Eugene Cook, Dublin, and Counselor J. G. 


Second row: H. W. Lang, Brunswick; Cleon Smith, De- 


eatur; John Bondurant, Athens; Charles B. Mikell, Savan- 
nah; Past-President R. P. Campbell, Covington; Charles 
Culbreth, Albany; Hugh Campbell, Montezuma; and Past- 
President W. O. McNair, Macon. 
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5-1. Flush Doors. Full-color brochure 
shows why there is more value in 
Atlas plywood flush doors. They are 


made in three grades — Estate, 
with faces of selected book-matched 
veneers; Suburban, with veneers 


matched for pleasing effect, and 
Metropolitan, an all-purpose, econ- 
omy-quality, stain door. Atlas Ply- 
wood Corp., Dept. SBS, Statler 
Building, Boston 16, Mass. 


5-2. Light Fixtures. Full-color cata- 
log shows the complete line of Moe 
electric light fixtures. Various models 
are suggested as appropriate for 
different spots in the home. Moe 
Light, Dept. SBS, Fort Atkinson, Wis. 


4-1. Metal Attic Stair. Huntington 
Metal Fold attic stairways are shown 
in a brochure. It explains such fea- 
tures as finger-tip control, safety 
treads on stairs, guarantee protected 
by $100,000 liability insurance, and 
light weight. The metal stairs are 
made in five lengths and two widths. 
Huntington Industries, Inc., Dept. 
SBS, 2368 Prospect Street, Memphis, 
Tenn. 


4-2. Stamped Metal Shapes. Booklet 
describes Campco’s complete metal 
stamping service, showing all types 
of metal products produced. Proc- 
esses include shearing, drawing, 
blanking, finishing, forming, and 
assembly. Carolina Metal Products 
Co., P. O. Box 3636, Charlotte, N. C. 


4-3. Aluminum Roll Roofing. Quaker 
State cross-corrugated roofing and 
siding is explained in a new catalog 
sheet. Photographs show how easily 
and quickly this roll roofing is ap- 
plied, eliminating side laps and 
leaks. Quaker State Metals Co., Dept. 
SBS, Lancaster, Pa. 


3-1. Masonry Wall Reinforcement. 
Bulletin shows Dur-O-WaL masonry 
wall reinforcement with cavity, 
bonded, coursed, or stacked course 
masonry wall and wall with plaster. 
It includes joint reinforcement speci- 
fications. Dur-O-WaL Products of 
Alabama, Inc., Dept. SBS, P. O. Box 
5446, Birmingham 7, Ala. 


3-2. Plastic-Finished Panels. Full- 
color catalog shows complete line of 
Marlite plastic-finished wall and 
ceiling panels. Shown are eight 
Woodpanel patterns, five marble 
panel patterns, and 11 Hi-Gloss 
colors. Marsh Wall Products, Inc., 
Dept. SBS, Dover, Ohio. 


3-3. Garage Doors. Fully-illustrated 
catalog describes Calder Wedge 
Tight residential and commercial 
overhead sectional garage doors. It 
includes complete installation details 
and electric operator data. Calder 
Manufacturing Co., Dept. SBS, 
Lancaster, Pa. 


3-4. Locksets, Hardware. “Matching 
Beauty” is a colorful brochure show 
ing the Weslock 500 series of lock 
sets, concave cabinet hardware, and 
matching exterior door tiers. Western 
Lock Manufacturing Co., Dept. SBS 
211 N. Madison Avenue, Los Angeles 
4, Calif. 


2-1. “Standardized Casing and Base 
Patterns of Western Pine and Asso 
ciated Woods” shows full-size details 
of 114 newly-standardized patterns 
This 16-page folder is punched for 
insertion in 3-ring binders. Western 
Pine Assn., Dept. SBS, Yeon Build 
ing, Portland 4, Ore. 


2-2. Window Sales Aids. Ware Labo 
ratories, Inc., Dept. SBS, P. O. Box 
37, Riverside Station, Miami, Fla., 
offers to dealers free colorful mailing 
stuffers and technical catalogs. They 
cover Econ-O-Ware, Econ-O-Wal! 
and Ware weatherstripped awning 
windows; WareTite jalousies; case 
ments and projected windows 


2-3. Built-Up Roofs. A new 80-page 
manual gives all information for 
designing and erecting long-lasting, 
quality built-up roofs. It is produced 
especially for contractors, builders, 
architects, and engineers. Philip 
Carey Manufacturing Co., Dept. SBS, 
Cincinnati 15, Ohio. 


2-4. Exterior Plywood. “Catalog of 
Douglas Fir Plywood Farm Plans” 
offers a selection of 33 plans for use 
of exterior plywood in farm build 
ings and equipment, made available 
by leading state agricultural schools, 
the Midwest Plan Service, and ply 
wood manufacturers. Douglas Fi: 
Plywood Assn., Dept. SBS, Tacoma 
2, Wash. 


2-5. Prime Aluminum Windows. We!! 
illustrated brochure shows complete 
Alda line of aluminum windows. It 
lists specifications of horizontal, pi« 

ture, vertical sliding aluminum win 
dows; gives details of basement 
utility, screen, and storm sash. Alda 
Manufacturing Co. Dept. SBS 
Cherry and James Streets, East Hart 
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ford, Conn. 


2-6. Steel Door Frames. Colorful 
folder gives specifications and stand 
ird sizes available for Standard all- 
teel door frames. Construction 
points are explained and sketched 
to show why Standard is sturdier. 
Southern States Iron Roofing Co., 
Dept. SBS, Savannah, Ga. 


2-7. Sash Balance, Weatherstrip. 
Master-Matic combination sash bal 
ance and weatherstrip is described 
in a new folder. It tells how this unit 
is designed especially for pre-fit win 
dow manufacturers and describes 
installation details. Another folder 
describes Master-Matic removable 
sash hardware for use with the one- 
piece sash balance and weatherstrip 
unit. Master Metal Strip Service, 
Inc., Dept. SBS, 1720 N Kilbourn 
Avenue, Chicago 39, Ill. 


3. The New Guide for Home Decora- 
tion. Showing latest Decor-matic 
Colors. Easy to choose, easy to use 

. a wide variety of modern deco 
rator-approved color schemes. The 
Decor-matic Dial makes it simple to 
find matching, contrasting or com 
plementary colors in flat, semi-gloss 
or gloss enamels for walls and trim 
The Peaslee-Gaulbert Paint & Var 
nish Company, Louisville, Ky. 


15. Plastic Tileboard. New color chart 
shows three patterns and 10 colors of 
AFCO Prefinished Wallpanels. An 
other booklet pictures various metal 
trims and mouldings. A new “How 
to Install” booklet, as well as a con 
sumer product folder is also avail 
able. The A&F Tileboard Co., Inc., 
Box 4085, Alexandria, La. 


19. Metal Moldings. A 20-page il 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless steel] moldings and trims. It 
gives their uses, application, and di- 
mensions, A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


23. Heatilator Fireplaces. I|lustrated 
booklet gives complete information 
on famous Heatilator unit, Describes 
the many advantages of the steel fire- 
place form including smokeless op- 
eration, heat circulating feature. 
Builders are assured of perfect op- 
eration—never plagued with com- 
pane. In many areas Heatilator 
‘ireplace is the only source of heat 
needed in the home. Heatilator, Inc., 
Syracuse, N. Y. 


47. Flexboard. A new handbook con- 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica 
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Try this for servive aved supply 


the new SOUTHERN STATES IRON ROOFING CO. 


ATLANTA WAREHOUSE, NOW AT 
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DISTRIBUTED PRODUCTS REYNOLDS ALUMINUM 


MILL PRODUCTS 


REYNOLDS ALUMINUM The most complete line in the South, flat and coiled 
BUILDING PRODUCTS sheet, angles, rods, tubing, architectural shapes, struc- 


turals, screw machine stock, wire, pipe. 


MANUFACTURED PRODUCTS 











A complete line of Reynolds products, including 
.032” industrial corrugated roofing and siding, 
standard corrugated roofing and siding, weather- 
board siding, rain-carrying equipment, reflective 
insulation, and others. 















Built by SSIRCO to bear the most respected name in 
hardware, Stanley Steel Garage Doors combine top 
quality with the new look architecturally. Zinc-coated, 
Bonderized and _ prime- 
painted, they're weather- 
stripped at the top, bot- 
tom and sides — all 
around. Each is indivi- 
dually cartoned for re- 
shipment and damage- 






BUILDING MATERIALS 







Plywood, flush doors, insulation, cedar shingles, 
louvers and ventilators, tension screens, plastic- 
coated panels, translucent glass fiber panels .. . 
made by the finest names in the industry. 







free storage. 
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1530 ELLSWORTH DRIVE, N.W. 





This tremendous building, the largest of its kind in 
the South, houses all of the building products dis- 
tribuied and manufactured by our company. Our 
complete facilities, larger than several football fields, 
offer you immediate shipment in any quantity of 
building materials and mill products which we stock. 








Both door and window frames in 
an exclusive classic moulded trim 
are available from our Atlanta 
warehouse. These 18 gauge cold- 
rolled steel frames are Bonderized 
and prime painted, ready to be 
slipped into rough openings, at 
installation savings of over $4.00 
per opening. 


















Roller-cnameled metal, in aluminum, cold- 
rolled steel, or other metals, is manufactured 
in our new Atlanta plant. Colorweld Coil is 
available in widths ranging from 2” to 36”, 
in thicknesses from .016 to .040, in a variety 
of standard colors. With our extensive facili- 
ties, including large inventories of bare coil 
in most gauges and alloys, we can offer a 
practical, economical way to fabricate many 
products. 


‘STEEL CLOSET | 





wa 





Here is your one-stop, one-source supply house. 

Visit or call us at our new Atlanta home. We 
think you will be amazed and pleased with our facili- 
ties, with our ability to give you immediate shipment 
on your needs, You can expect rapid service and 


delivery from SSIRCO 


STANDARD 





The 20-gauge steel 
doors and the 18 
gauge cold - rolled 
steel closet door 
frames are Bonder 
ized in a five-stage 
process and zinc 
chromate primed 
for long-lasting rust 





resistance in storage 
or on the job. Nylon rollers on door hangers glide 
door smoothly, quietly on extruded aluminum track. 
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tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y. 


55. Wallboards. Samples and descrip- 
tive literature available on Plaster- 
on Duo-Tone and Perfect-O-Cell 
bre wall boards, along with Lock- 
aire decorative and sheathing insula- 
tion boards. The Plastergon Wall 
pow Co., Philadelphia Ave., Buffalo 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and specifica- 
tions are included, Insulite, 500 Ba- 
Led Arcade Building, Minneapolis 2, 
inn. 


85. Farm Book. New 16-page book 
showing uses of Celotex products in 
service buildings and the home. 
Fully illustrated. Includes detail 
drawings of application. For selec- 
tive distribution to farm building or 
remodeling prospects. The Celotex 
a 120 S. LaSalle St., Chicago 3, 


87. Outdoor F laces. A wide va- 
riety of outdoor fireplaces and grilles 
with descriptions and directions for 
building them are contained in the 
attractive booklet, “Donley Outdoor 
Fireplaces.” It gives selling points of 
Donley fireplace forms. Copy free if 
requested on company letterhead. 
The Donley Brothers Company, 13905 
Miles Avenue, Cleveland, Ohio. 


95. Paint Thinner. Tandrotine — a 
pleasant - —. non-toxic paint 
thinner—-is described in a new two- 
color folder. It is said to be excellent 
for cleaning brushes, pemovang paint 
and grease, dissolving wax, and other 
household uses. urpentine and 
Rosin Factors, Inc., Dept. SBS, 793 
St. Juluin St., Savannah, Ga. 


107. Red Cedar Shingles. A ae! 
handbook describes proper me s 
of applying’ Certigrade shingles on 
roofs and exterior walls. This illus- 
trated “shingle encyclopedia” is de- 
signed for dealers, architects, and 
builders. The Red Cedar Shingle Bu- 
reau, Dept. SBS, 5510 White Build- 
ing, Seattle 1, Wash. 


141, Steel Casement Windows. Folder 
102s with illustrations, details, dia- 
rams and sizes describes Hope’s 

sidence (Holford) Casements and 


Picture Windows, Hope’s Basement 
and Utility Windows are Hope’s type 
“H” Standard Doors. Hope’s Win- 
dows, Inc., Jamestown, N. Y. 


143. “How-ell-dor” Sectional Doors. 
Attractive new 8-page catalog illus- 
trates and describes styles and sizes 
of “How-ell-dor” sectional uplift 
residential and commercial garage 
doors. Technical data also supplied 
for “How-ell-dor” accessories and 
electric operators. The Howell Mfg. 
Co,, 7206 Hasbrook Ave., Philadel- 
phia 11, Pa. 


163. Perimeter Heating. Informative 
folder describes correct method of 
laying clay pipe for warm air heating 
ducts. Gives sizes and specifications 
of pipe required as well as plan for 
model system. To obtain, write: W. S. 
Dickey Clay Mfg. Co., 922 Walnut 
Street, Kansas City 6, Missouri. 


165. Window Sash Balance. Catalog 
pages describe spiral balance in 
detail and list correct balance for 
various size and weight windows. 
Caldwell Manufacturing Co., Dept. 
SBS, 63 Commercial St., Rochester 
14, N. Y. 


201. Laminated Panels. Novoply, an 
unusually stable, mosaic-textured all 
wood panel of many uses, and Plank- 
weld, prefinished hardwood plywood 
panels edge-grooved for easy wall 
installation, are described in two 
folders issued by United States r. 
weed ia 55 West 44th St., N. Y. 


203 Fiber Glass Insulation. A new 
booklet, “Fiberglas Insulations for 
Light Construction,” includes design 
and application data on Fiberglas 
roll blankets, batt blankets, pouring 
wool, perimeter insulation, and util- 
ity batts. It also gives information 
on condensation, ventilation, and 
other insulation design considera- 
tions. Owens-Corning Fiberglas 
Corp., Toledo 1, Ohio. 


239. Aluminum Tension Screens. A 
descriptive catalog sheet and an en- 
velope-size folder tell how new 
Burns screens offer the advantages 
of both aluminum and tension-type 
design. Sketches show how easily 
the screens are installed, stored, and 
how they maintain tension through 
the years. Burns Manufacturing Co., 
Louisville, Ga. 
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285. Panel Windows. A new folder 
shows models and sizes of National 
Woodworks panel windows. Unit di- 
mensions = rough wee openin Ss 
are given for group, single, and rib- 
bon units. National. Woodworks, Box 
5416, Birmingham 7, Ala. 


287. Rosboro Lumber. “The Story of 
Rosboro” is a new booklet that tells 
the history and aims of this producer 
of Western woods. Photographs show 
logging operations, aerial view of 
the plant, and other steps involved 
in producing Rosboro kiln-dried 
lumber. Rosboro Lumber Co., Spring- 
field, Ore. 


289. Folding Doors. A new presenta- 
tion booklet covers advantages of 
an advertising material for Veni- 
flex folding doors. Color chips show 
finishes available. A chart lists prices 
and shipping weight for various 
models and sizes. Consolidated Gen- 
eral Products, Inc., Dept. SBS, P. O. 
Box 7425, Houston 8, Tex. 


303. Wood Preserving Process. TaCo- 
Wood and the new process by which 
it is preserved is explained in a deal- 
er folder. Actual photographs of 
TaConized and non-preserved wood 
are shown for comparison. Longleaf 
Lumber Co., Inc., 1094 Huff Road 
N. W., Atlanta, Ga. 


305. Metal Lath, Accessories. Catalog 
shows photographs and gives descrip- 
tions of Alabama metal Jath and ac- 
cessories. Two other brochures are 
offered to dealers—one giving spec- 
ifications on hollow wall steel studs 
and the other on casing beads. Ala- 
bama Metal Lath Co., Inc., Dept. 
SBS, P. O. Box 992, Birmingham, 
Ala. 


307. Clear Wood Preservative. New 
brochure explains how Coppo zinc 
naphthenate and copper naphthenate 
wood preservatives are brushed, 
sprayed, or applied by dipping to 
make wood last longer. It is used on 
the job to protect outside door 
frames, stairs, cellar doors, exposed 
rafter ends, and a long list of other 
“danger spots.” Catalog and price 
sheet also offered. King Chemical 
Co., Inc., 2342 S. Lauderdale, Mem- 
phis, Tenn. 
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Double Merchandiser Sells 
HANDY-HOOK FIXTURES 


Ll aly every tay 


FREE! A beautiful display stand, holding Merchandisers No. 1 
and No. 2—containing the 40 fastest selling Handy-Hooks! 



























Has ample storage space for cartoned hook stock, special 
home kits, and assorted sizes of perforated board. 


This beautiful display stand, assembled without the use of 
tools in a few minutes, allows you to concentrate hooks and 
perforated hardboard in one “easy to sell from” display. 





NEW LOW PRICES ON HANDY-HOOKS! 

CONSULT YOUR JOBBER! 
THE FLOOR STAND will be free to all Dealers who have pur- 
chased MERCHANDISERS No. | and No. 2. The green Redemp- 
tion Certificate in MERCHANDISER No. 1 and the yellow 
Certificate in MERCHANDISER No. 2 are each good for one 
free carton of HANDY-HOOKS. Dealer indicates choice of 
hooks on certificate and mails them to factory. 





@ Storage spa date board anels 24” wide of 
ye 55 p 


any length i display. Special bracket to accom 
modate 36 - i of any length is available to 
dealers upon 1 


HANDY-HOOK HOLDER 


You con put up any Handy-Hook Fixture in out-of-the-way spots by 
uw use of thes « simple holders, which ore 1" « %&", where perforated 
hardb« 1 nnot be used. PART No. HHH. Retall $.04 each with 

o #8 round ght finish serew. (125 complete, to the carton.) 






ADDED VISIBILITY 
Pertorated hardboord panels moy 
be mounted on either side of floor 









stand to display Handy-Hook fix- 
tures ond literature. DIVISION OF V 

ADCO PRODUCTS, INC, 
*Copyright by V. P. inc, 13271 Mt. Elliott, Corner of Luce 


Detroit 12, Michigan 
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LOW-COST BUTT HINGE 


C. Hager and Sons Hinge Manu- 
facturing Co., Dept. SBS, St, Louis 
4, Mo., announces a new butt hinge, 
minus a few ornamental elements 
found on conventional hinges, to sell 
at a lower price. 


Three sizes are available: 3”x3”, 
3%"x3%”", and 4”x4” 


Designed to sell for about 20 per 
cent less than the next lowest priced 
Hager hinge, this “All-American” 
model is made in both round and 
square designs, Dull brass finish or 
primecoated, it retains the basic 
quality Hager construction. 

Write for P156. Use coupon page 56. 


SHINGLE CUTTER 


Tex-Cutter is an asbestos shingle 
cutter precision engineered to make 
a square, straight cut every time. It 
is made by Texas Foundries, Inc., 
Dept. SBS, Box 180, Lufkin, Tex 

Light in weight and not top heavy, 
the Tex-Cutter has case-hardened 
blades and a rigid body casting of 
alloy iron, A small separate handle 
operates the front-end punch and 
notcher, This feature permits notch- 
ing and punching with the shingle 
or siding in a fixed position, result 
ing in less breakage and easier 
handling. 

Write for P157. Use coupon page 56. 
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FLOOR TILE ADHESIVE 


Terraflex adhesive, developed for 
use with Terraflex vinyl-asbestos 
tile, is announced by Johns-Manville, 
Dept. SBS, 22 East 40th Street, New 
York 16, N. Y. 

It is said to be the first brush-on 
adhesive for installing floor tile. 
Using an ordinary paint brush, 
home-owners can apply this color- 
less adhesive in a thin film. Trowel 
ing and similar complications are 
eliminated so that even the novice 
can do a good job. 

This rubber resin solvent type 
adhesive is furnished in 1-quart or 
l-gallon cans. 

Write for P158. Use coupon page 56. 


METAL SLIDING WINDOWS 


Ualco sliding windows of heavy 
extruded aluminum can be installed 
in horizontal ribbons at eye-level 
to provide more privacy and wall- 
space, They are distributed by the 
Southern Sash Sales and Supply 
Co., Dept. SBS, 818 20th Street, 
Sheffield, Ala, 








A top selling point is the fact that 
they never need refinishing. A spe- 
cial finishing process preserves their 
satin-smooth finish. 

The windows lock tightly for pro- 
tection and are weatherstripped with 
stainless steel. 

Write for P159. Use coupon page 56. 


STEEL DOOR FRAME 


The Kewanee Manufacturing Co., 
Dept. SBS, Kewanee, IIl., announces 
a new method of framing door open 
ings. The firm’s Kwik-Fit steel door 
frame is quickly installed over dry- 








*"y 
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wall edges in less than three minutes 
and with only four nails. 

This system also eliminates taping 
or finishing drywall edges around 
the door opening. Mitered corners 
in the frame can not open or over- 
lap. There is no need to plane the 
door after wall settling. Three rubber 
bumpers assure that the door closes 
quietly. 

Write for P160. Use coupon page 56. 


SAWHORSE CLAMPS 


Sawhorses are assembled in a matter 
of seconds with the Chesney “Speed 
Clamps.” They are made by Chesney, 
Inc., Dept. SBS, Los Angeles, Calif. 

Made from 16-gauge zinc-coated 
steel, a pair of Speed Clamps and 





SOUTHERN BUILDING SUPPLIES for MAY, 1955 


Sn aneaninenameneeaeeaeeaniae 


novgimmnmne 2 nce 






















Let us relieve you of the problem of locating MIXED ORDERS 
of hardwood and fir plywoods, doors, hardboards and other 
items. We stock fir plywoods in thicknesses from 4" to 1”, width 
from 24” to 60”, lengths from 48” to 192”. We can fulfill all your 
requirements with one order and deliver immediately with our 
own KOCHTON PLYWOOD trucks from a modern, well-stocked 
warehouse. Choose from the KOCHTON products shown below: 


BIRCH—White or pea AROMATIC CEDAR a ne 
OAK—Rift, Sliced = REGLUING STOCK : EXTUR 
rman coma soon Mock ——‘SLUTTWARTE ee 


AFRICAN MAHOGANY PLASTIC-FACED PLYWOODS 


WALNUT—Plain Sliced EVERSIDE BEVELED SIDING 


GUM—AIl Grades COMBINATION DOORS HOMASOTE PRODUCTS 
ASH—Rotary PINE—Knotty and White PLYWEAVE 

LIMBA—Retery or Sliced SPRUCE—Ext. or Int, paayytin tyr sg Edging 
BEAUTIWALi—V-GROOVED WESTERN POPLAR BEV-L-EDGE 

GRAMWOOD WESTERN CEDAR—Sliced HARDBOARD—All Grades 
BEAUTIWALL PEGGED OAK FIR—Ext. of Int. PERFORATED HARDBOARDS 
REDWOOD SHADOWOOD PLASTIC LAMINATES 


of our stock; we welcome your ine 


This is not a a 
items. Call us TODAY! 


quiries on 


Contact us on LUMBER 
in Carload Shipments 


DECATUR, ILLINOIS SOUTH BEND, INDIANA COLUMBUS, 10 an 
North 22nd Street 1013 S. Main St. 1273 Edgehill Rd 
paveali Gecmean Atlantic 7-7715 Klondike 3507 
i tlonstt fue. INDIANAPOLIS, IND. MILWAUKEE, WIS 
Tyler 8-2000 777 WN. Tibbs 500 S. Eleventh St 
LOS ANGELES, CALIF. Melrose 6-3485. Orchard 2-6730 
6459 E. Fleet St. MINNEAPOLIS, MINN. GREEN BAY. WIS 


* 


j in direct mill shipments by L.C.L. or CA. 






Raymond 3-3651 601 Taft St., W.E. 1455 S$. Broadway 
SAGINAW, MICHIGAN ; 

1234 Rust St.-3-5493 __Sranville 2444 pangenchalineated PLYWOOD AND V E N E E R CO.. INC. 
GRAND RAPIDS, MICH. CINCINNATI, OHIO FORT WORTH. TEXAS 

224 Graham, $.W. 3250 Fredonia Ave. 2505 N. E. 33rd St. 


Glendale 6-5466 Capital 1259 Vinewood 2878 
GENERAL OFFICES & WAREHOUSE - 509 West Roosevelt Road - Chicago 7, Illinois - Phone: TAylor 9-0800 
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five pieces of rough or finished 2x4 
lumber give a sawhorse of any 
desired size. It is also easily dis- 
assembled. ' 

Speed Clamps also are used for 
scaffolding, barricades, winch sup- 
ports, display-stand supports, and 
work benches, They retail for $3.95 
a pair, 

Write for P161. Use coupon page 56. 


LADDER OFFSET 


An aluminum offset, adjustable to fit 
any ladder, is now made by Ladder 
Products, Inc., Dept. SBS, 31 Smith 
Place, Cambridge, Mass. 





Originally designed by an installer 
of storm windows, the ladder has an 
extra-long spreader that easily spans 
most windows, The offset makes it 
possible for workmen to be at eye 
level with the work, and to place 
paint, tools, and other equipment on 
the offset tray, protected at the sides. 

The offset is installed in two min- 
utes, 

Write for P162. Use coupon page 56. 


LONGER LAP SIDING 


The Upson Co., Dept. SBS, Lock- 
port, N. Y., announces Upson Primed 
Siding in 16’ standard lengths and 
lengths up to 20’ for special pur- 
poses. 

Waterproofed throughout every 
fiber, this siding also is toxic treated 
to resist mold, fungi, and termites. 

Upson Primed Siding can _ be 
applied directly to studs or any 
regular sheathing, wood boards, or 
panel type. Free sample offered by 
manufacturer. 

Write for P163. Use coupon page 56. 


OVERHEAD GARAGE DOOR 


The newest addition to the How- 
ell-dor line of garage doors is the 
El Dorette, just announced by the 
Howell Manufacturing Co., Dept. 
SBS, Paoli, Pa, 
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This five - section, three - panel 
garage door fills the need for an all- 
purpose door to blend with either 
modern or traditional architecture. 

Surface interest is created by rich 
paneling with molded borders. Oper- 
ation is by the How-ell-tite track. 
Graduated hinges provide weather- 
tightness, yet allow free, smooth 
operation. 

The El Dorette door’s width is 
8’ and height is either 6’6” or 7'0”. 

Write for P164. Use coupon page 56. 


ECONOMY GLASS AWNING 


An economy model fiberglass awning 
has been introduced by the Beauti- 
lite Co., Dept. SBS, P. O. Box 2, 
Bellaire, Tex. 

Translucent fiberglass top sheets, 
in one of four colors, are used to 
provide shade without dark shadows. 
Aluminum parts are fluted for added 
decoration, 

These economy models can be 
easily fabricated by dealers without 
special equipment. Beautilite fiber- 
glass sheets come in 12’ lengths and 
in 30”, 36”, and 44” widths. 

End channels and scroll braces are 
furnished in proper lengths. 

Write for P165. Use coupon page 56. 


STURDIER VARNISH 


Buccaneer spar varnish, a product of 
Bruning Brothers, Inc., Dept. SBS, 
Boca Raton, Fla. has eliminated 
most weaknesses of previous spar 
varnishes, 





A 24-hour test for cold water re- 
sistance showed none of the usual 
bloom and whitening. There was no 
blistering or cracking after a two- 
hour boiling water test. After 24 
hours of attack by 44-proof alcohol, 
Buccaneer spar varnish showed no 
yellowing or blistering. A 48-hour 
test showed excellent resistance to 
salt spray and household acids and 
alkalis. 

Write for P166. Use coupon page 56. 


ROOF VENTILATORS 


An improved roof ventilator, featur- 
ing a top formed from a single piece 
of metal, is offered by the Leigh 
Building Products Division, Air Con- 
Dept. 


trol Products, Inc., SBS, 


Coopersville, Mich. 





A one-piece base without joints 
prevents leakage and makes installa 
tion sure and simple. Greater free 
area also is possible, providing more 
ventilation at lower cost. 

Write for P167. Use coupon page 56. 


VENTILATED AWNINGS 


The Weather-Whipper is a “pack 
aged” ventilated awning of alumi- 
num, It is announced by the Cool 
Temp Ventilated Awning Co., Inc., 
Dept. SBS, 11 Southwest 11th, Okla 
homa City, Okla. 

Each awning and door hood is 
constructed with a double layer of 
staggered mouldings to _ provide 
thorough ventilation, They are easi- 
ly installed by attaching two side 
pieces to the top. 

A complete range of styles and 
sizes are available to fit nearly every 
window and door 

Write for P168. Use coupon page 56. 


TRANSLUCENT PANELS 


The Filon Plastics Corp., Dept. SBS, 
2051 E. Maple Avenue, El] Segundo, 
Calif., announces an improvement 
in its translucent building panels. 
Now reinforced with fiberglass and 
nylon, they are called “Filon.” 
The parallel nylon strands give 
more rigidity and greater resistance 
to heavy loads and impacts. Tests 
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INDIVIDUAL CARTONS 





TEND ~— CREENS 


Fast Service Sales Information 
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on end. Protects tite screens, and jobber to show sales 
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G | Available ! < to Insta : | Now in Use 
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show that an 8-ounce-per-square- 
foot Filon panel can support a load 
of over 200 pounds per square foot. 

Filon is made in 20 colors, in 
crinkled and smooth finishes, It 
comes in 6- and 8-ounce weights. 

Write for P169, Use coupon below. 


ACCORDION DOOR 


The Curtition Co., Dept. SBS, 2227 
Sawtelle Boulevard, Los Angeles 64, 
Calif.,, has announced many refine- 
ments and improvements in its ac- 
cordion door. 

A new post carrier of special de- 
sign guarantees easy working under 
the most adverse conditions. The 
four nylon wheels stay in perfect 
alignment, Positive control on the 
lead-post allows fast, easy adjust- 
ment, 





Brackets are recessed to allow the 
first folds to start at both ends, 


-—- 


P156 P157 P158 P159 
P169 P170 P17) P172 
P182 P183 P184 P185 


Fill in this coupon, 


cut it owt and mail to 


806 Peachtree St., N. E. 
Atlanta 5, Ga. 








eliminating any bulges in the fabric. 
New fabrics, rich in color and tex- 
ture, are now available. No exposed 
stitching mars the appearance, The 
finish molding is of extruded alu- 
minum, A vinyl bumper assures 
positive seal, even when latch is not 
used, 

Write for P170. Use coupon below. 


SLIDING-DOOR LOCK 


The Donner model No, 1151P sliding- 
door lock is used with any make of 
standard cylinder. It is made by the 
Donner Manufacturing Co., Dept. 
SBS, 12959 Sherman Way, North 
Hollywood, Calif. 

Like others in the 1100 series, this 
model is adjustable for 1%” to 1%” 
doors, The lock is fully reversible, 
eliminating need for carrying hand- 
ed locks in stock. Free catalog sent 
on request, 

Write for P171, Use coupon below. 


INDUSTRIAL INSULATION 


Fiberglas industrial building in- 
sulation is announced by the Owens- 
Corning Fiberglas Corp., Dept. SBS, 
Toledo 1, Ohio. It provides thermal 
and acoustical insulation for roofs 
and walls, as well as an attractive 
interior finish, 

The product is designed for use 
with protected metal, cement asbes- 
tos board, aluminum, or painted 
galvanized sheets for such permanent 
buildings as warehouses, foundries, 
low-cost gymnasiums, and manu- 
facturing plants. 

Faced on one side with Fiberglas 
mat, it is strong enough to span 
spaces between tee bars and purlins 
without deflection. It is made in 24” 
widths, 96” lengths, and thicknesses 
of from 1” to 2%”. 

Write for P172. Use coupon below. 
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P160 P16] P 162 P163 P164 
P173 P174 P175 P176 P177 
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Name__ 
(Print Plainly) 


Company__ 





Address___ 


HOME MUSIC SYSTEM 


Home Music Systems, Inc., Dept. 
SBS, 646 Madison Avenue, Memphis, 
Tenn., offers a combination music- 
radio-intercommunication system for 
homes at a cost to builders of $155.97. 

This Musi-Kom system includes 
one master unit—a standard AM ra- 





dio receiver, speaker, controls, and 
push-to-talk button; five speaker 
sub-station units with individual vol- 
ume control and push-to-talk button, 
and rough-in kit and necessary wire. 

Write for P173. Use coupon below. 





AWNING WINDOW HINGE 


A chain which becomes rigid when 
extended to open an awning-type 
wood window brings a new principle 
to operator design. It was developed 


MAY, 1955 


P165 P166 P167 P168 
P178 P179 P180 P18) 
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Fiberglas and Nylon reinforced 





plastic panels ever produced 





MORE COLORS FILON offers 20 
beautiful colors to meet all require- 
ments. Leading architects acclaim 
FILON'’S colors the best in the field. 


STRONGER, MORE UNIFORM By 
adding nylon strands FILON is by far 
superior in strength and uniformity to 
any comparable material. 


MORE SALES Aggressive national 
and local advertising plus effective 
point-of-sale” materials create more 
sales for each dealer in his own area. 


UNIQUE PRODUCTION METHOD 
FILON is produced by a fully automatic 
electronically controlled process, in the 
world’s largest and most modern plant 


in its field. 
Write or wire today for name of dis- 
tributor located near you with complete 
stock and prompt service. 


FILON PLASTICS CORPORATION 
Formerly PLEXOLITE CORP 


The world’s largest plant in its field 


CONTINUOUS LENGTHS FILON 
is produced in all standard sizes as well as 
any length panels, limited only by con- 
venience of handling. 


LOWER PRICES Every FILON dealer 
is in a position to meet all competition, 
attract volume sales at greater profits, 


2051 £. Maple Ave., Ei Segundo, California 
270 Park Ave., New York 17, New York 
228 N. LoSelle St., Chicago 1, Iiinois 





(C) 


Unlimited Uses 
OM Ul 
Do-It-Yourself, 


Residential 
and Industrial 


For patios, r carports 
FLAS porches, lanais canopies, partitions nce skylights & sidelights 


For awnings, For industrial 
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Standardized drying schedules are 
maintained in C. D. Johnson's 26 
dry kilns by means of the most 
accurate of temperature and 
humidity recorder-controller instru- 
ments, Thus the final moisture 
content of your lumber will be 
exactly what you specify... 





another reason why it pays to place 
your order with C, D. Johnson. 


Manutacturer: WEST COAST LUMBER 
Mills; TOLEDO, ORE. Shipments: RAIL AND WATER 


Sales Offices: EQUITABLE BUILDING 
PORTLAND 5, OREGON 


/ TRADEMARK OF QUALITY LUMBER 


“i GP) WGEORGIA—PALIBIC vivwoo0 courant 








by H. S. Getty and Co., Inc., Dept. 
SBS, Philadelphia, Pa. 

This device is of the angle drive 
worm-and-gear type which extends 
the chain out from the sill, opening 
the window and holding it at any 
degree of opening as rigidly as 
though permanently fastened. 

Because the chain is anchored to 
the window, the extended section 
can not move in any direction ex- 
cept in or out when the crank is 
turned, eliminating all possible 
chatter. 

Write for P174. Use coupon page 56. 


FIREPLACE DAMPER 


A top-quality steel damper at prices 
competitive with cheaper types is 
offered by Carolina Metal Products, 
Inc., Dept. SBS, 2222 South Boule- 
vard, Charlotte, N. C. 

Called Campco, the damper has a 
body that easily adjusts to three 
standard sizes. Body “A” adjusts 
from 24” to 30” or 33”. Body “B” 
adjusts from 36” to 39” or 42”. Body 
“C” adjusts from 48” to 54” or 60”. 


r | 





Campco dampers are made of 
heavy steel. Temperatures as high 
as 1,000 degrees F will not adversely 
affect the damper. Built-in expansion 
bars allow them to “telescope,” pre- 
venting damage to masonry from 
expansion or contraction. 

Write for P175. Use coupon page 56. 


IMPROVED MIXER 





fas 


The Muller Machinery Co., Inc., 
Dept. SBS, Metuchen, N. J., has an- 
nounced a major improvement in its 
line of plaster and mortar mixers. 

The mixing drums now are made 
entirely of “Mayari” abrasion-re- 
sistant steel. This is the type of steel 
used in large truck mixers for many 
years. It has proved unusual wear- 
ability under toughest usage. 

Write for P176. Use coupon page 56. 
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The beautiful, ultra-modern OCALA 
Model of FLORIDA BUILDERS, INC. 

-. featuring Flintkote SKYLINE Roofing and 
Flintkote Weathered Brown Asbestos 
Sidings. The economical, handsome and 
long-lasting roofing is one reason why these 
houses are selling as fast as they are built. 


with the modern stylir 





Florida Builders, Inc. 


speed construction and sales 


of Low Cost, Low Roof Line Homes 


g of a Flintkote SKYLINE Roof. 





Meadow Lawn, 3000-home project of Florida Builders, Inc. | 
at St. Petersburg, Florida. Every house in this great | 
new development offers amazing value... topped off 





Shingle tabs are quickly ce- 
mented down with Flintkote’s 
Stik-tab Cement. 


_..with Flintkote SKYLINE Roofing 


You ought to see the sensational, new, 
fast-selling, pre-fabricated houses... 
of exceptional value ... that Florida 
Builders are now offering. 


These attractive homes have ultra- 
modern roof lines . .. made possible by 
the Flintkote SKYLINE Roofing System. 


The newly-designed OCALA Model, 
illustrated above, will constitute ap- 
proximately 20 per cent of the 3000 
homes to be built in this development. 


It features the Custom SKYTAB speci- 
fications of Flintkote SKYLINE Roofing 
... using white and pastel 12’ Tapered 
Strip Shingles on 244” slopes. It also 
features Flintkote 70X Asbestos 
Sidings. 

You will find SkyTAB ideal for ranch 
houses and other types of contem- 
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porary structures where roof slopes are 
within a range of 2” to 4” per foot. 


Other houses planned for this project 
include several two and three bedroom 
plans, and feature built-up SkyTex 
Roofing . . . another specification of 
Flintkote SKYLINE Roofing. 


You’ll find SkyrTex just right for your 
decorative, low-sloped built-up roofing 
... either residential or commercial . 
where incline is from %” to 2” per 
foot. You give these roofs decorative 
beauty by using protective Mineral 
Surfaced Roofing. And this beauty can 
be even further enhanced with Sky 
KOTE color. 


Use SKYKOTE .. . the third specifica- 
tion of the SKYLINE Roofing System 

. to recoat or color existing roofs or 
to redecorate built-up roofs. SKYKOTE 
really dresses up a roof and is easily 
applied by either brush or spray. 
Comes in white, green, coral and buff. 


Follow the trend in modern roof styl- 
ing. Use SKYLINE... Flintkote’s 
flexible and economical 3-in-1 roofing 
system. We’ll rush you detailed speci- 
fications. Write today. 


THE FLINTKOTE COMPANY, 
Building Materials Division, 
30 Rockefeller Plaza, New 
York 20, N. Y. 





FLINTKOTE ... cud Cole Leadon 
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New items dealers may find 


profitable to sell — or use 
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CELLAR DRAINER. The automatic 
electric Pen-Pride combines the nor- 
mal protection of an automatic elec- 
tric Penberthy pump with a water- 
pressure-operated cellar drainer, By 
taking over automatically in case of 
power failure, this unit overcomes 
the hazard of flooded basements dur- 
ing hurricanes and other storms 
when lines are down. Penberthy In- 
jector Co., Dept. SBS, 1242 Holden 
Avenue, Detroit, Mich, 

Write for P177. Use coupon page 56. 


PLASTIC SURFACING. The Gen- 
eral Electric line of Textolite and 
Monotop wall and counter laminated 
plastic surfacing has been expanded 
by 14 new color-pattern combina- 
tions. All are available in satin and 
gloss finish except solid colors. Gen- 
eral Electric Co., Dept. SBS, Pitts- 
field, Mass. 

Write for P178, Use coupon page 56. 


SELF-SPRAY FINISH. Plasti-Kote 
now makes a complete line of self- 
spray lacquers and enamels, sold in 
aerosol containers, These containers 
eliminate muss and clean-up us- 
ually necessary with brushers and 
rollers, The enamel is said to dry 
dust-free in 20 minutes, Plasti-Kote, 
Ine,, Dept. SBS, 425 Lakeside Ave- 
nue N, W., Cleveland 13, Ohio, 
Write for P179. Use coupon page 56. 


BATH ENCLOSURE, The Daycor is 
a new-type fiberglass bath enclosure 
with sliding, lift-out doors. Doors 
are framed in polished, extruded 
aluminum with chrome-like finish. 
Strick Plastics Corp., Dept. SBS, 
31-06 38th Avenue, Long Island City 
1 RF, 

Write for P180. Use coupon page 56. 


CHAIN DOOR FASTENER. The 
Slaymaker chain door fastener, made 
of solid cast brass, retails for 98 
cents. Each fastener is individually 
boxed, Six boxes are packed to each 
carton, which opens up to become a 
display. Slaymaker Lock Co., Dept. 
SBS, Lancaster, Pa. 

Write for P181. Use coupon page 56. 


QUIET ATTIC FAN, The Ilg mode! 
Q 30” blade attic fan is said to move 
more air than a typical 42” diameter 
belt-driven fan. It is copied after 
the popular Ilg industrial ventilat- 
ing fans and air-circulators. Opera- 
tion is said to be “super quiet” so 
that it can be located directly over 
a bedroom when necessary. Ilg 
Electric Ventilating Co., Dept. SBS, 
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2850 N. Pulaski Road, Chicago 41, 
Il. 
Write for P182. Use coupon page 56. 


BONDS WITHOUT CLAMPS. Rol- 
tite utility adhesive bonds alumi- 
num and many other metals without 
use of clamps or presses. This con- 
tact-type adhesive was developed 
especially for home-owner use, to 
simplify handyman projects. Mid- 
continent Adhesive Co., Dept. SBS, 
Grove City, Ohio. 

Write for P183. Use coupon page 56. 


FULL-OVEN RANGE. The Dixie- 
master line of 30” ranges now in- 
cludes model 720-7L. It features a 
full-width oven with room to bake 
two 25-pound turkeys at once, Re- 
tailing for $179.50, this deluxe model 
has automatic oven-lighting controls, 
safety valve, and interior oven light. 
Dixie Products, Inc., Dept. SBS, 
Cleveland, Tenn. 

Write for P184. Use coupon page 56. 





DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 56 
after circling the product 
number shown with item. 











PORTABLE BENDER. The Elgen 
Wonder Bender is said to be a 
“junior press brake” for all practical 
purposes. Weighing 12 pounds and 
measuring 23” long, it is carried in 
regular work kits. It bends steel, 
iron, aluminum, brass, copper, and 
other metals to any desired shape. 
Elgen Manufacturing Corp., Dept. 
SBS, 41-34 39th Street, Long Island 
City 4, N. Y. 

Write for P185. Use coupon page 56. 


GARBAGE DISPOSER. The In-Sink- 
Erator food waste disposer has been 
re-designed for quicker installation 
and maintenance. It features auto- 
matic reversing action, continuous 
feeding, and silent operation. Write 
the In-Sink-Erator Manufacturing 
Co., Dept. SBS, Racine, Wis. 

Write for P186. Use coupon page 56. 


WATER HEATER. A new Duo- 
Therm automatic electric water heat- 
er, model E-12, has a 12-gallon ca- 
pacity and weighs only 61 pounds. 
It features fiber-glass insulation and 


operates on 115-volt systems. Ideal 
for mobile homes, summer cottages, 
offices, apartments. Write Duo-Therm 
Division, Motor Wheel Corp., Dept. 
SBS, Lansing, Mich. 

Write for P187. Use coupon page 56. 


STORM-SCREEN-AWNING. Storm- 
Awn is a new window unit that com- 
bines storm screens and awnings in 
one aluminum frame for easy self- 
storing. The awnings are made of 
tinted translucent fiberglass. When 
the lower inside sash is raised, a 
screen unrolls to protect from insects. 
Lite-Thru Products Corp., Dept. 
SBS, Plymouth, Mich. 

Write for P188. Use coupon page 56. 


ALUMINUM SCREEN “HOUSE.” 
For use as an enclosed patio, camp- 
ing trip shelter, or playhouse for 
children, the Grand patio house is 
made of aluminum screen. It is 
easily assembled or disassembled. 
The top is of colorful vinyl-coated 
mildew-proof heavy canvas. Light in 
weight, it fits car-top carriers. Grand 
Sheet Metal Products Co., Dept. 
SBS, Merchandise Mart, Chicago 54, 
Ill. 

Write for P189. Use coupon page 56. 


HEATING, COOLING UNIT. The 
improved model of the Penn Air-rad 
forced - water heating - cooling unit 
offers the advantages of hot water 
heat, plus summer air-conditioning 
from the same radiator unit. It 
operates equally well on one- or two- 
pipe systems. A chilling unit can be 
added later to the heating unit. 
Several sizes provide for various 
needs. Penn Boiler and Burner 
Manufacturing Corp., Dept. SBS, 
Lancaster, Pa. 

Write for P190. Use coupon page 56. 


PREVENTS LOCK-OUTS. Acciden- 
tal lock-outs are eliminated by the 
ShurLok key set with fixed interior 
knob. The turnbutton must be 
manually released before t'.e interior 
knob can be turned to release the 
latch. Metallon Products, Inc., Dept. 
SBS, 2050 East 48th Street, Los 
Angeles 57, Calif. 

Write for P191. Use coupon page 56. 


ALUMINUM CAULK. Aluminum 
Handi-caulk is a new caulking com- 
pound which contains a high pro- 
portion of aluminum flakes, in addi- 
tion to the oils, pigments, and 
asbestos fiber. It is offered in handy 
cartridges for caulking guns. Gibson- 
Homans Co., Dept. SBS, 2366 Wood- 
hill Road, Cleveland 6, Ohio. 

Write for P192. Use coupon page 56. 
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The Genuine Waterproof, Reenforced 
Paper — First Choice for 1001 uses by 
Builders ... Farmers... Home Owners. 


You'll find Sisalkraft not only returns a hand- 
some profit, but also shows your customers that 
you handle nationally advertised, first quality 


merchandise. You'll want to stock all three: 
SISALKRAFT 


. COPPER 4 9 


SISALATION . 








America’s Builders 
Have Spoken... 






Dur-O-wal’s plant 









locations now 


nation-wide 
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Butt-Weld e Trussed Design 


Dun: ‘D-wal 














» 
ARMORED SISALKRAFT. ¢* 2 
“TAKE HOME’’ 
DILAY CARTON for EVERY masonry wall 
Hard selling, attractive 
display carton includes Across the nat Dur-O-waL wins friends everywhere 
12 rolls, 36 inches wide It puts more ste the a every inch effective 
— 100 sq, ff. each. . to do the etter. Dur-O-waL works fast, lays 
Order from your veval flat to combat n all types of masonry construc- 
seen OF PEN tion. Electri ed in a single plane, Dur-O-waL 
assures tight tar joints. Opportunity is knock- 
ing ... find t Dur-O-waL today 
YOUR CUSTOMERS 
feve 
ARE BEST oN 
} te 
SERVED WITH GENUINE 
SYRACUSE |, N.Y wal Products, Incorporated, Box 628 
S SALK & A TOLEDO 5, OHIO wal, Incorporated, 165 Utah Street 
BIRMINGHAM 7, ALA ).wol Products of Ala. Inc., Bow 5446 
AMERICAN SISALKRAFT CORPORATION 
Dept. SB-5, Attleboro, Massachusetts PHOENIX, ARIZ. wal Div., Frontier Mfg. Co., Box 4 
CHICAGO 6 « NEW YORK 17 « SAN FRANCISCO 5 
CEDAR RAPIDS, IA wal Div., Dept, 1-B, Cedar Rapids Block Co 
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VIRGINIA 


LEE HALL: The ready-mix con- 
crete distribution branch here of the 
County-City Supply Co. has been 
sold to the Southern Materials Co., 
whose headquarters are in Norfolk. 


MISSOURI 


William, and James 


struct a lumber yard. The Birts 


LIBERTY: Three brothers—Ocel, 
Birt—have 
bought two acres here at the junc- 
tion of highways 10 and 71 to con- 

































HIGHER 
PROFITS IS THE.& caldér 


TRACK 


Widely acclaimed as the 


by! Ted 


To anyone who can read a 
blueprint, Calder's exclusive 
design indicates the way to 
faster, easier sales and higher 
profits. That's because Calder 
overhead sectional garage 
doors feature the famous 
“Wedge Tight" action for built- 
in sales appeal to open and 
shut easier, fit tighter, last 
longer. 


easiest, fastest installing 


sectional door on the 
market. Backed by exten 
sive national advertising 


in consumer magazines 


in addition... a 
a FULL 

et offers 
A 


...and commercial doors in varied 
styles to meet all door prob- 
lems. And Calder's engineering 
department is always available 
to help you with special door 
applications. 

SOLD DIRECT TO DEALERS 


WAREHOUSES IN: Lancaster, Pa.; 
Chicago, Hil.; St, Paul, Minn, 


PARALINE 
FLUSH 
TRILINE 


ALL CALDER DOORS 
MAY BE ELECTRICALLY 
OPERATED BY REMOTE 
CONTROL 


, lider MANUFACTURING co 
A 
ca er LANCASTER 3, PA. 
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dealer NEWS 


now are engaged in the lumber 
business in Kansas and south Mis- 
souri., 


VARONA: A change in the opera- 
tion of the Wilks Lumber Co. be- 
came effective April 1. Ralph 
Browning, who has been with the 
firm for the last 10 years and served 
as manager for the last four, has 
bought the firm’s pump, plumbing, 
and hardware business. He will 
operate these departments at the 
Wilks location as the Browning 
Hardware and Plumbing Co. Man- 
ager J. M. Guthrie announced the 
other Wilks materials would be 
moved to the Monett yard. 


JOPLIN: Joe Christy is new man- 
ager of the Joplin Lumber Co. For 
merly he was associated with the 
Herman Lumber Co, of Springfield. 


ALBANY: The Nance Lumber Co 
has opened its second yard here, 
the main plant being in Stanberry. 
Bill Nance will manage the new 
branch. Richard A. Maple is now 
manager of the Stanberry plant, 
and Nance’s father, W. E. Nance, 
will supervise both operations 


SIKESTON: R. W. Blom has been 
elected president of the New Madrid 
Rotary Club. He is vice-president of 
the Ralph Anderson Lumber Co. 


KENTUCKY 


HENDERSON: James Bethel and 
Robert Richardson are partners in 
the operation of a new lumber firm 
here. Bethel formerly was with the 
Shannon Lumber Co. 


MADISONVILLE: Adolph M. Le- 
win has been re-elected president 
for a second term of Our Lady of 
Mercy Hospital Festival Board. He 


is president of the Eastern Hills 
Lumber Co 

FLORIDA 
MIAMI: New building supply 


stores at Islamorado and North Mi- 
ami will be opened shortly by 
Bailey’s Lumber Yards, Inc. This 
firm now operates yards in Miami 
and South Miami. G. Tom Bailey 
Jr., son of the 1926 founder, is presi- 
dent and general manager. Harry L 
Lawson is secretary-treasurer. W. D. 
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NOT a jalousie hung in 
an ordinary door, but 
a completely new door. 
with special Aluminum 


PRICED TO SELL! i Ree 
. Jalousie Unit 
Pittsburgh Tested 
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dea BIS ee The advanced structural improve- 
ments and advantages built into 


this door are an achievement of 
which the Anderson engineers 
are justly proud. We invite ie : 
your inquiries. Descriptive liter- “Kz . od 
ature will be forwarded promptly = / got? 

- mre ise 
at your request tit 
















Vv. E. ANDERSON MFG. CO., INC. OWENSBORO 2, KENTUCKY 


Please send Free Literature on New Aluminum Jalousie Combination Door 








PRODUCT 


Name 


INC. | Firm 
Address 


Leader in the manufacture of 


q Combination Windows and Doors Since 1930 ity Zone State oo 
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Long is general sales manager and 
purchasing agent. 


GOULDS: L. P. Bailey, formerly 
associated with Bailey’s Lumber 
Yards in Miami, plans to open a 
building supply business here 


BARTOW: Richard B. Craney, 
president, has announced the forma- 
tion of the Imperial Lumber Co., 
with main office in Bartow, Other 
officers include Robert W. McElroy, 
secretary and treasurer; R. Barnwell 
Fuller Jr., vice-president and man 
ager, and John G. Interlandi, vice 
president 


WEST VIRGINIA 


WEBSTER SPRINGS: After 53 
years in the lumber business, H. B 
Nichols Sr. has resigned as secre- 
tary-treasurer of the Webster Hard 
wood Lumber Co. He helped organize 
this firm in 1932 


TENNESSEE 


KNOXVILLE: An employee of the 
Farragut Lumber Co. recently suf- 
fered chest and stomach injuries 
when a stack of lumber fell on him. 
A stacker, the man was working on 
a 10’ stack when the foundation of 
a nearby stack gave way and the 
lumber fell... . Fred R. Stair, presi- 
dent of the Farragut Lumber Co., 
has been appointed acting state 
director of the Federal Housing 
Administration 


KANSAS 


SABETHA: George Seaten and 
C, E, (Lefty) Jarden of Kansas City 
have leased the Spalding Lumber 


NATIONAL PLAN’S 
NEW S. E. SALESMAN 


At the recent Georgia dealer conven- 
tion in Albany, the new sales repre- 
sentative of the National Plan Service 
for the Southeast got a warm welcome 
from President Charles Peek and 
Counselor J. G. Rowell, The new NPS 
man for the states of Georgia, Florida, 
Alabama, Mississippi, and Tennessee 
is mustached Charles H. Hornbrook, 
center. He formerly was a salesman 
for the Wheeling Steel Corp. in De- 
troit. He took over the Georgia terri- 
tory from Robert J, Schnell and other 
states from P. M. Dormeyer, to permit 
these veteran NPS salesmen to serve 
dealers better elsewhere. 


64 


Co. yard at Sabetha, Powhatan, and 
Baileyville, with an option to buy. 
Spalding has announced plans to 
retire. The three firms will be op- 
erated under the name of the Tri- 
City Lumber Co. 


WICHITA: Lumberman Henry 
Amsden has been appointed to the 
board of regents of Wichita Univer 
sity 


SYLVAN GROVE: Leland Boyer 
has moved here from Delphos to 
manage the Leidigh and Havens 
Lumber Co. yard. The yard at Del- 
phos was sold recently. 


HARDTNER: New manager of the 
Antrim Lumber Co, is Godfrey C. 
Miller. He replaced Dale Hood, who 
is now manager of the Kiowa yard. 


MADISON: Paul McVey is new 
manager of the Houston-Doughty 
Lumber Co., having moved here 
from Mulvane. Former Manager 
Harold Jenkins has moved to 
Wichita to work for a wholesale 
firm. 

LA CYGNE: Manager O. B. Wil- 
hoit has announced his firm’s plans 
to remodel and enlarge its facilities 


SOUTH CAROLINA 


CHESTER: The Chester Concrete 
Products Co. has been sold at public 
auction to R. D. Wilson. For the 
last several years Wilson has acted 
as general superintendent of the 
plant. 


GEORGIA 


CANTON: A recent fire destroyed 
the stock and building of the Canton 
Builders Supply Co. Exploding cans 
of paint spread the fire so quickly 
there was little the fire department 
could do, 


i> 





Wm. Cameron Starts 
Sales Training Program 


Wm. Cameron & Co. recently in 
augurated a sales training program 
for some 500 persons in its retail 
division, which operates lumber 
yards in Texas, Oklahoma, and New 
Mexico. 

Regularly scheduled meetings will 
be conducted at six points through 
out the Cameron territory. Principal 
subjects of the program will be sales 
training, marketing, merchandising, 
and display. 

Specialized employee subjects will 
include financing, credit, legal mat 
ters, estimating, and plan reading 

This 78-year-old company has 
been conducting training programs 
for more than 15 years but never 
before one so elaborate, or on a 
continuing, permanent basis 

The program has been set up 
under the direction of Jim Cawood, 
former educator and school principal 
who recently joined the Cameron 
company staff. 

Enrollment in the program is 
voluntary. “What we are trying to 
do is help our employees help them 
selves and help us,” said W. D 
Watson, retail division manager. 

Visual aids such as films, slides, 
charts and diagrams are being used 
extensively by Cawood. A great deal 
of time is devoted to group dis 
cussion to permit an exchange of 
employee-employer ideas. 


TEXAS 


ROBSTOWN: The Robstown Lum- 
ber Co. is now the representative 
in this territory for the Terminix 
division of the E. L. Bruce Co 


MARSHALL: Mrs. Warren F. 
Keys, wife of a past president of the 
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H ) t it exterior surface | e painted—from brick to asbestos 
ere S your Oppor U nl y shingles. Yes, asbestos shingles! Those are things to remem- 
ber about Lowe Brothers Shingle n' Shake . . . it's not just 


. . 
of d lifetiy le for another outside t, but one made especially to meet 


the particular nee f a tremendous untapped market! 


And that y dealers everywhere say Shingle n’ 
EXTRA PAl NT PROFITS ] Shake has prov them with the biggest exterior paint- 
. selling opportunity nany years. But it's only the begin- 


ning—the market jrowing bigger every day! 


: > Put Lowe Brothe shingle n' Shake on your shelves now 
Dealers everywhere are making this statement: ‘‘Man, how 


+ tele , rake the most of this sat opportunity for extra paint 
Shingle n' Shake is selling!" It's being used in volume on . fies on PP y P 


: ee profits in your ar Write for complete information today! 
mass housing developments, individual homes, commercial 


buildings, institutions—wherever there's any kind of rough The Lowe Brothers Company 9 Dayton, Ohio 
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Lumbermen’s Assn, of Texas, has 
been named the outstanding club 
woman of Marshall for 1954. She 
won acclaim by leading women of 
Marshall through their successful 
campaign of raising $15,000 for the 
city library. 

DALLAS: Samson Wiener, vice- 
president and general manager of 
the Wiener Lumber Co., has been 
named a vice-president of the Clay 
Building Materials Co. This firm op- 
erates nine yards, with headquarters 
in Stephenville. 

NIXON: A new firm, the Otis 
Lumber Co., recently opened here. 


AUSTIN: James F. Scanlon has 
joined the Texas Lumber Co. as a 
home-planning consultant. He has 
had 25 years of experience in the 
lumber business ranging from sales- 
man to yard manager. 

ARCHER CITY: The Shanfburger 
Lumber Co, has remodeled its offices 
and sales, under direction of Man 
ager Boyce Leath. 


ARKANSAS 


WARREN: Jack Chenault, of the 
Warren Lumber Co., heads the 1955 
cancer fund drive in Bradley county. 


GREENWOOD: The S. V. Stroud 
Lumber Co. warehouse, truck and 
trailer, and 200,000 feet of lumber 
were destroyed by fire on April 8. 
Fire departments from three com- 
munities kept the fire from spread- 
ing. The owner and another man 
were charged with arson by state 
officials. 


Ads Tell History 


Raymond McConnell, of the Bour- 
bon Lumber Co,, Paris, Ky., has 
has started a series of advertisements 
in a local newspaper that is calcu- 
lated to rouse the interest of readers 
about the county. 

The initial ad dealt with how 
Bourbon county and Paris were 
named, Many people say they are 
watching for subsequent weekly ads 
to really learn about their com- 
munity. 


MISSISSIPPI 


GREENWOOD: Woody L. Gill has 
joined the Greenwood Lumber Co. 
He will serve as a designer, estima- 
tor, and builder. Formerly Gill was 
with the Hyde Brothers Lumber Co. 
of Clarksdale. 


LOUISIANA 


CHARTERS OF INCORPORA- 
TION: Shelton Building Supply, 
Inc., Columbia; Acme-Anco Building 
Supply, Inc., Shreveport. 


JENNINGS: The Burgess Lumber 
Cc., Inc., has been formed to pur- 
chase the Griffith Lumber Co. from 
Fred T. Griffith. Charles Burgess is 
secretary-treasurer and manager. 


NORTH CAROLINA 


FAYETTEVILLE: The Wilson 
Barbour Lumber Co. was destroyed 
by fire recently. The loss in build- 
ings, lumber, and equipment was 
estimated at $60,000. 


CHAPEL HILL: Charles L. 
Brewer has been named manager 
of the Chapel Hill branch of the 
Coman Lumber Co. He was promot- 
ed from manager of the paint de- 
partment at the main store in 
Durham. 


MOREHEAD CITY: The Mansfield 
Lumber and Building Supply Co. 
near here was destroyed by fire 
April 4. Mel Mansfield, the owner, 
estimated damage at $100,000, none 
of which was insured, 
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This demonstration shows how 
Johns-Manville Shingles can make 


your selling job easier 
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In this actual photo- 
graph, notice that 

the water from the 
hose is spraying 
equally on both sides 
of the Colorbestos 
Siding Shingles. But 
what a difference! The 
side that is Silicone 
Sealed repels water. 
It doesn't darken or 
change color. 
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J-M Colorbestos Shingles are Silicone- Sealed 
to shed water, resist soiling and discoloration 


New Colorbestos Shingles have 
been developed by Johns-Man- 
ville to offer the ideal combination 
of function and beauty to meet 
today’s architectural designs. 

Made of Asbestos and cement, 
they are fireproof, rotproof, never 
need paint to preserve them. 
And, thanks to the new wonder 
chemical, Silicone, they are vir- 
tually self-cleaning. Water rolls 
right off, no dirt deposits are 
left behind. 

As for beauty, the random- 
ribbed, striated pattern and soft 
pastel colors of these shingles 


offer a distinctive new style. When 
applied with J-M Shingle Backer, 
they cast heavy shadow lines 
which 
add character to the house. 


accent each course and 


Because Colorbestos Shingles 
are 32"’ wide, they save time and 
money in application . . . there 
are fewer shingles to handle per 
square. 

Keep up with the times. Offer 
Silicone-Sealed Colorbestos 
Shingles for lasting beauty and 
economy. For more information, 
write Johns-Manville, Box 111, 
New York 16, N. Y. 


Johns- Manville sponsors “Meet the Press” alternate 
Sundays on NBC-TV. We invite you to tune in. 


Johns-Manville 


MAY, 1955 .. . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 67 














JM 





OBITUARIES 


P. W. GAY, 72, Chairman of board, 
Steel City Lumber Co., Birmingham, 
Ala. 

PAUL SIMMONS, Owner, Simmons 
Lumber Co., Houston, Tex. 

ALTH O. CARNEY, 68. Retired own- 
er, Dunbar Lumber Co., Dunbar, W. 
Va. 


PHILIP RAINEY ROPER SR, 70. 


President, Roper Brothers Lumber 
Co., Petersburg, Va. 


HENRY ALLEY TAYLOR, 69. Pres- 
ident, Sash, Door and Glass Corp., 
and director and _ vice-president, 
Miller Manufacturing Co., Rich- 
mond, Va. 


ELMER L. SANDUSKY. President, 
Savage Lumber Co., Lexington, Ky. 


HUBERT A. DAVIS, President, H. A. 
Davis Lumber Co., Slidell, La. 


EDWARD R. BOLTON, 78. Former 
president, Wm. Cameron & Co. Re- 





Recommend Marlite 


...for do-it-yourself customers. 
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Make the most of Marlite—the profitable paneling for every interior 


You make more profit because Marlite Plank and Block require less han- 
dling and selling time. This plastic-finished paneling is pre-packaged in 


handy “carry-out” cartons . . 


. pre-sold through extensive national adver- 


tising. Marlite Plank and Block reduce delivery costs—increase profitable 


across-the-counter sales. 


Your customers benefit from Marlite Plank and Block, too, The exclu- 
sive tongue and groove joint makes installation easy. Soilproof baked 
finish resists smudges and stains; wipes clean with a damp cloth, And 
Marlite’s “Companion Colors” styled by Raymond Loewy Associates, plus 
exciting wood and marble patterns, make it suitable for any room in the 
home. Marsh Wall Products, Ine., Dept. 597, Dover, Ohio, 


Marlite 










plastic finished 


walland ceiling paneling 


Marlite Plank and Block Patent Applied For 
Made With Genuine Mason:te® Tempered Dvelve® 





tiring in 1949, he operated the model 
Bolton farms between the Bosque 
and Brazos rivers. 


JOHN W. STONE, 46. President, 
Stone Lumber Co., Bristol, Va., and 
co-owner General Shelby Hotel. 


CRAIG R. CRESWELL, 36. Partner, 
Creswell Lumber Co., Milan, Tenn. 


TOM WRIGHT, 69. Veteran em- 
ployee of Long-Bell Lumber Co., 
Topeka, Kan. Killed in an automo- 
bile crash. 


YOU AND THE LAW 


(Continued from page 42) 


to the property owner for a lump 
sum itemization is not necessary.) 

“This is right and proper for. . . 
the land-owner is bound by his con- 
tract and should be familiar with 
the items required for a compliance 
therewith. BUT when a subcontrac- 
tor” (or materialman) asserts a lien 
the situation is quite different. There 
is no contractual relationship be- 
tween him and the land-owner. The 
land-owner has never agreed to pay 
the subcontractor “(or materialman) 
anything and is not personally in- 
debted to him. It is only by reason 
of the mechanic’s lien statute that 
the property may be subjected to 

. . the lien claim. In this situation 
the lien is not necessarily for the 
contract price but is only for the 
reasonable value of the labor and 
materials furnished.” (Of course, the 
contract price may be the reason- 
able value. So, the statement of lien 
claim should ordinarily specify that 
the materials furnished were of the 
“agreed price and reasonable value” 
of so much.) 

“. . . Even though the contract 
between the general contractor and 
subcontractor was for a lumv sum 
the subcontractor” (or material- 
man) “must nevertheless include in 
his lien account an itemized state- 
ment of the labor and materials 
furnished.” This “is so that the 
land-owner and others interested 
may learn from the lien statement 
what the lien claimant asserts he 
has furnished, thus permitting an 
investigation to be made to deter- 
mine whether the materials actually 
went into the building, were lien- 
able items, and that the amount 
charged is reasonable.” 

This article is mainly designed to 
serve as a warning. Because of dif- 
ferences in the laws and decisions 
in different states, readers in states 
other than Missouri should check 
with their local attorneys if in doubt 
as to whether the courts of their 
states have reached different con- 
clusions. 
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“Business Publications 
Are Vitally 
Important To Me...” 


says Mr. Fruchauf. “Frequently I find facts and 
ideas in business publications that help me to make 
important decisions. We know our customers and 
prospective customers read their business maga 
zines, too. We carry substantial advertising schedules 


in several different groups of business periodicals.” 


It is good thinking to judge an advertising med- 





ium by the value its editorial pages deliver to regu- 
Roy Fruehauf, President, Fruehauf Trailer Company 

lar readers. Business publications provide a direct 
sales route for any product or service of benefit to 


business or professional men. 





NATIONAL BUSINESS PUBLICATIONS, INC. 1001 ritteonth sivoer, w. w., Washington 5, D.€. + STerling 2.7595 








The national association of publishers of 171 technical, decisions in the bu industries, sciences and pro poms 
professional, scientific, industrial, merchandising and fessions... pin-poir sur audience in the market of anes 

P marketing magazines, having a combined circulation of your choice. Writ ist of NBP publications and i 
4,049,550...audited by either the Audit Bureau of the latest “Here's H hooklet, “How Well Will We — a 
Circulations or Business Publications Audit of Circula- Have to Sell Ton hy Ralston B. Reid, Adver 
tion, Inc....serving and promoting the Business Press tising & Sales Pr Manager, Apparatus Sales 
of America...bringing thousands of pages of special Division, General I ric Company, Schenectady, N.Y ob Bla 











ized know-how and advertising to the men who make 


MAY, 1955... . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 69 








evuwrv 


WHAT DEALERS DO 


(Continued from page 35) 


54: 15.7%, inventory homes; 
3.5%, prefabricated homes 

4. Selling and application of 
materials — roofing, 44.7%; siding, 
43.9%; insulation, 40.6%; paints, 
34.0%. Survey results in ’54: roof- 
ing, 48.4%; siding, 48.1%; insula 
tion, 43.4%; paints, 40.5%. 


Tua F&F 8 FF eae aw Reyer r- ~- TF” 


5. Selling and installing equip- 
ment — kitchen appliances, 13.0%; 
fans, 12.1%; bath fixtures, 15.4%. 
Survey results in ’54: kitchen ap- 
pliances, 19.2%; fans, 15.2%; bath 
fixtures, 20.1%. 

6. Arranging mortgage financing 

- homes, 41.5%; farm buildings, 
24.4%; other structures, 26.8%. 
Survey results in ’54: homes, 
47.2%; farm buildings, 34.7%; 
other structures, 35.3%. 

7. Financing installment sales 
through FHA Title I or straight 





: | 
Another good reason why it pays to be a | | Dickey Dealer 


Our 
dealers are 
keeping us 
young... 
even at 70! 


In 1885, the W. S. Dickey Clay Mfg. Co. began making vitrified 
clay pipe. Then, the company had only a few dealers. Today, 
there is hardly a city or town in the 15-state Dickey territory 
which does not have a Dickey Dealer. These men have helped 
to make the ever increasing market for Dickey Pipe. On this, 
our 70th Anniversary, we take this opportunity to thank these 
many fine friends. Our promise to them is that we shall con- 
tinue to supply them with newer and better products which will 
help capture still more of the steadily growing market for 
Dickey Pipe . . . and other fine Dickey Products. 


W.S. DICKEY 


CLAY MFG CO. 





It it's made of clay, it's good . . . if it's made by Dickey it’s better 
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of American Communities 


Dickey Sanitary 
Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 
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loans from national banks, 
34.0%; building and loan associa- 
tions, 32.5%; special finance com- 
pany, 30.1%; own capital, 20.3%. 
Survey results in ’54: national 
banks, 42.3%; building and loan 
associations, 35.3%; special finance 
company, 30.1%; own capital, 
16.6%. 

8. Giving discounts to customers 
— special contractor discount, 
51.2% of dealers; special applica- 
tor discount, 15.4%. Survey re- 
sults in °54: 46.9% and 21.3%, 
respectively. 

§. Furnishing delivery service 
free, 84.5%; no delivery service, 
4.1%. Results in '54: 89.2%, free 
delivery; 2.3%, no delivery. 

The increase in number of deal 
ers financing installment sales 
through own capital—up in year 
from 16.6% to 20.3%—is signifi 
cant. Also the percentage of deal 
ers who place installment sale 
paper through special finance com- 
pany. 

Activation of the Lumbermen’s 
Investment Corporation by the 
Lumbermen’s Association of Texas 
this year should mark a sharp 
trend in such installment and 
FHA-insured mortgage financing. 

Any swing by dealers to pack- 
aged selling should force all these 
business-bringing indexes upward. 


BARGAIN SHED 


(Continued from page 36) 


The company builds and _ sells 
about 70 of these units annually, 
mostly using odd pieces of lumber 
It also provides a means of getting 
the most out of labor, since yard 
men build feeders when business 
is slow, 

The company gets $75 for each 
feeder. 

The longest material utilized in 
construction of the feeders is 6 feet, 
since each feeder measures 6 feet 
by 6 feet. Scrap roofing covers the 
unit 

The base of the unit is on flat 
timbers so that it may be skidded 
or towed from one location to 
another without necessity of load 
ing onto a truck. 

The compartment for the feed 
is constructed of lumber placed 
horizontally and each side slopes 
inward to form a broad-bottomed 
ts 

A window at one end opens so 
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How can you be sure of fir plywood quality? 


LOOK FOR THE DFPA TRADEMARK! 





PlyPanel” for 
Interior finish 
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PlyScord” for 
structural uses 
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EXT-DFPA® for 
outdoor uses 


tesa 





Play it safe! Your reputation is on the liné with every panel you 
buy, sell or specify. Insist on genuine DFPA trademarked panels 
DFPA grade-trademarks are hallmarks of Quality used only on 
plywood manufactured under the industry's rigid quality control 
program. These marks are your very best assurance 
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*DFPA— Douglas Fir Plywood Association, Tacoma, Washington, 
is a non-profit industry organization devoted to product research, 
promotion and quality maintenance. 


PLYW 
x WT) 


Now is the time to check your inventory... because... « 

FIR PLYWOOD’S 50th BIRTHDAY PROMOTION PROGRAM 1905 1955 | 

Will Produce More Sales for You! o, | \' y 
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other grades for other uses 
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that feed may be loaded into the 
hopper. 

The sloping-in of the hopper 
area provides considerable space 
between the outside dimensions 
and the bottom of the hopper. The 
roof extends about two feet beyond 
the outside corners of the unit, 
providing shelter for calves and 
other small stock in bad weather 

Helms declared that selling 
these feeders is easy. He keeps one 
or two set up, ready to load, along 
the highway near the store and 
yard, Ranchers from as far as 350 
miles have passed by and stopped 
to buy. They load their feeders on 
cattle trucks and haul them home 

The Helms company delivers the 
feeders to customers within the 
usual trade area of the company. 
Although the company will sell 
the feeders on credit, most sales 
are for cash. 

An additional advantage, not 
planned at the inception of these 
two plans for saving scrap material 
waste, is the fact that both the 
Bargain Shed and the feeders are 
attracting more people into the 
store. 

People sometimes come just to 
see if they can find a bargain; and, 
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not finding just what they want, 
they go ahead and buy the material 
at regular prices 

The firm’s reputation for pro- 
ducing inexpensive feeders is 
spreading throughout the area and 
bringing in customers who might 
otherwise have bought farm 
improvement materials elsewhere 


FLOORING SALES 


(Continued from page 37) 


proper moisture is maintained. On 
dry, cool, windy days, warehouse 
doors are left open to _ utilize 
nature’s current of air. And on hot 
days, fans help control the tem 
perature and moisture. 

Before filling orders, flooring is 
again checked with moisture 
meters. Upon delivery of an order, 
the customer’s ticket indicates the 
species of wood, grade of flooring, 
and moisture content. 

Printed precautions are issued 
with each shipment, asking the 
customer not to deliver the wood 


flooring to a job or building until 
four or five days before it is to be 
laid. Instructions warn that it 
should be piled loosely inside to 
permit it to reach a moisture con- 
tent equivalent to that of the 
building atmosphere. No delivery 
should be made until the building 
has been closed with outside win- 
dows and doors—and until plaster- 
ing and other materials are thor- 
oughly dry. 

Winter construction requires that 
the building should be heated to 
70 degrees prior to delivery of 
flooring. Lane’s personnel also sug- 
gest that this 70 degrees be main- 
tained until the flooring has been 
laid, 

“If wood flooring is put into a 
house where plastering is being 
done, it will soak up moisture like 
a blotter,” Lane explained. 

As another precaution against 
unsatisfactory sales, the Lane 
Lumber Company’s driver indi- 
cates the job conditions he found, 
writing them on the delivery 
ticket. 

Upon completion of the ware- 
house and the beginning of inten- 
sive promotion of flooring, the 
Lane Lumber Company notified its 
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customers of the favorable condi- 
tions under which hardwood floor- 
ing hereafter would be stored. 
Monthly mailings keep customers 
informed of “specials” offered, and 
of new items added to the inven- 
tory. 

A weekly advertisement in the 
real-estate section of the after- 
noon newspaper invites both the 
retail and wholesale trade to con- 
sider the varieties of wood flooring 
offered by Lane. 

The new warehouse has a Ca- 
pacity of about 400,000 feet 
Among its stocks of finished and 
unfinished flooring are unfinished 
Northern hard maple, unfinished 
pine, prefinished red oak and white 
oak parquet blocks, prefinished 
maple and pine, ash, beech, walnut, 
as well as plywood, flooring paper, 
and nails 


AIR-CONDITIONING 
(Continued from page 41) 


our sincerity. He is so impressed, 
in fact, that generally he does a 
lot of talking about it to his rela 
tives and neighbors.” 

Air-conditioning prospects come 
from several sources, the best of 
which is the list of company custo- 
mers who are having their homes 
remodeled, repaired or enlarged 
under FHA Title I. When a man 
has his home remodeled or re- 
paired, it is cheaper then to install 
whatever insulation may be neces 
sary for efficient air-conditioning 
service. So he is an exceptional 
prospect for air-conditioning. 

The company starts consistent 
advertising, especially in the local 
daily paper, early in March. This 
is supplemented with some radio 
advertising and other forms of 
cooperative promotion with the 
manufacturer 

The company promotes interest 
in air-conditioning, particularly 
among women, with demonstration 
units hooked up and operating on 
the salesroom floor 

The Builders Lumber Company 
sells air-conditioners on easy 
terms, of course. Vaello estimates 
that 80 per cent of all sales are 
on time. The company collects a 
minimum of 15 per cent as the 
down-payment, or more if the cus 
tomer’s credit is a little shaky. The 
customer is allowed up to 24 
months to pay the balance, usually 
in monthly installments 


















IF GETTING 
MORE BUSINESS 
IS IMPORTANT 
TO YOU... 


YOU'LL HAVE THE NEW 
ABC TIME SALES PROGRAM 
EXPLAINED TO YOU 

RIGHT NOW! 


Yes, you can get more business immediately with the aid of 
the NEW ABC TIMES SALES PROGRAM. With this program, 
selling becomes easy. You will be able to merchandise your 
business THE WAY PEOPLE WANT TO BUY...ON EASY 
MONTHLY PAYMENTS. 

Sell by the complete package: materials and labor at NO 
MONEY DOWN; and you can give your customers as long as 
THREE YEARS TO PAY. And remember, you receive your cash 
from ABC at once. 

If you want to develop more business immediately, call your 
nearest ABC office. 


Specialists in Property Improvement 
WaTionwint SERVICE and Modernization Sales Financing 


INSTALMENT FINANCING 


aS ALLIED 
BUILDING CREDITS 








Your best sales tool—the ABC Time Sales Program. Ask us today. 


BRANCH OFFICES: BALTIMORE, BIRMINGHAM, BOSTON, BUFFALO, CHARLOTTE, CHICAGO, 
CINCINNATI, CLEVELAND, COLUMBUS, DA ENPORT, DENVER, DES MOINES, DETROIT, 
HOUSTON, INDIANAPOI KANSA Ty NGELE MILWAUKEE, MINNEAPOLIS, NEW 
ORLEANS, OKLAHOMA TY, OMAHA, PHILADE 4OENIX, PITTSBURGH, PORTLAND, ST. LOUIS, 
SALT LAKE CITY, SAN FRANCISCO, SEATTLE END, TAMPA, TOLEDO 


General Office: Box 3426 Terminal Annex, Los Angeles 54 





MAY, 1955... . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 73 











NEW HUTTIG OFFICER 


A. R. Ferguson, above, is a new re- 
gional vice-president of the Huttig 
Sash and Door Co. He continues in his 
position as manager of the St. Louis, 
Mo., wholesale division. After service 
as a retail lumber yard manager, 
Ferguson joined Huttig in 1927 as 
salesman in southeast 
Missouri. 


a territory 





STRICTLY 
wholesale 


PORTLAND, ORE.: Allan T. Flint, 
former secretary - manager of the 
Southwestern Lumbermen’s Assn. 
and former secretary-manager of the 
Mountain State Lumber Dealers 
Assn., has taken a sales position with 
the George E. Miller Lumber Co., 
one of the outstanding wholesale 
firms in the Pacific Northwest. In 
his new connection, Flint will work 
almost exclusively with lumber 
dealers in the seven-state territory. 


WISCONSIN RAPIDS, WIS.: The 
Consoweld Corp. has announced new 
distributor outlets for its decorative 
plastic surfacing. The Seaboard 
Paint and Supply Co. has been ap- 
pointed distributor for the Norfolk, 
Va., area; Mathis-Tichenor Co, for 
Dallas, Tex.; DuPre Distributors, 
Inc., for Attalla, Ala.; and Self’s, 
Inc., for Wichita, Kan. 


KNOXVILLE, TENN.: One of the 
nation’s oldest wholesalers, C. M. 
McClung Co., established in 1884, 
has been named a distributor for 
Republic Steel Kitchens. The appli- 


ance division of the McClung firm 
will promote the Republic line in 
eastern Tennessee and seven coun 
ties in southeastern Kentucky 


MEMPHIS, TENN.: The Harbin 
Mill and Lumber Co. has leased 
38,000 square feet of the Southern 
Mill and Lumber Co. plant in order 
to expand its lines. The Southern 
Mill and Lumber firm relinquished 
all but 10,000 square feet of its 
space because the firm has changed 
from a stocking to a brokerage and 
commission operation. 


RICHMOND, VA.: The Tower- 
Binford Electrical and Manufactur- 
ing Co., second oldest wholesaler of 
electrical supplies in the nation, has 
been appointed a Republic Steel 
Kitchens distributor. Its franchise 
covers central and eastern Virginia. 


BIRMINGHAM, ALA.: Now dis- 
tributing Republic Steel Kitchens in 
Alabama and northwestern Florida 
is Electric Constructors, Inc, Organ- 
ized in 1946, this firm handles a full 
line of kitchen appliances, air-con- 
ditioning, radio, and _ television 
equipment. 


KANSAS CITY, MO.: John F. Mil- 
ler Jr., assistant Western manager 
for the National-American Whole- 
sale Lumber Assn. for the past two 
years, has accepted a position with 








EYE APPEAL MEANS BUY APPEAL 
pot PAINT-ABLE KITCHENS 
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IDEAL Kitchen Cabinets are noted 
throughout the South for their beauty 
and convenience, Their superior fea 
tures have won the hearts of thou- 
sands of housewives——your customers 
and prospects 


Made of beautiful Western Pon 
derosa Pine, IDEAL Cabinets can be 
painted or finished natural to har 
monize with any color scheme 


They are made in a wide range 
of sizes and can easily be arranged 
to fit into any size or shape room 


Special units are available to solve 
storage problems and lighten kitchen 
work: Revolving Shelves, Service Bar, 
Mixer Cabinet, and a cabinet for 
built-in ovens. 


Go after your share of IDEAL Kitchen sales by featuring them in your displays, in your advertising, and in your 


sales presentations. 


Made by the makers of IDEAL All-Wethr Windows and IDEAL Panel Doors 


DISTRIBUTED BY BUILDING MATERIAL JOBBERS 
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the Lloyd St. Clair Lumber Co. in 
Kansas City. Before joining Nation 
al-American, Miller was assistant 
manager of the Southwestern Lum 
bermen’s Assn. He writes that he 
is “happy to be active in Hoo-Hoo 
again!” 


KANSAS CITY, MO.: The Grand- 
view Products Co. has added the 
new Martha Washington line of 
built-in ovens and Vanity Fair Vani- 
tory vanity-lavatories to its product 
lines. The firm distributes these and 
other products throughout Kansas 
and Missouri. 


PHILADELPHIA, PA.: The Hires- 
Turner Glass Co. has been named 
distributor of Soule Fiberglas 
screening in a territory that includes 
Delaware, District of Columbia, and 
surrounding area. It maintains 
offices in Philadelphia, Wilmington, 
Washington, Rochester, Elmira, and 
Trenton. 


OKLAHOMA CITY, OKLA.: The 
Loeffler-Greene Supply Co. now has 
the franchise to distribute Worth- 
ington air-conditioning equipment. 
The firm will handle this equipment 
and other plumbing and heating 
supplies in several nearby counties 


DALLAS, TEX.: The Texas Sash 
and Door Co. has announced plans 
to move into a new 26,000-square- 
foot, air-conditioned brick building 
in the Brook Hollow Industrial dis- 
trict. This firm distributes Texas 





HEADS HOUSTON UNIT 


Ken MacDonnell, above, is manager of 
the new Houston office and warehouse 
branch of the Harbor Plywood Corp. 
It is located at 303 St. Emanuel Street 
in the Texas metropolis. MacDonnell 
formerly was manager of Harbor’s 
wholesale building material warehouse 
at Tampa, Fla. He is active in Hoo- 
Hoo, the lumbermen’s fraternity. 














SOLID CORE PLASTIC DOORS 
—space- and money-saving doors and room dividers 


By saving the space a swinging door In Novafold, you have a top-quality 
wastes, you increase the useable area of — product that is guaranteed for one year by 
any room! The Novafold Solid ¢ the manufacturer against defects. This unit 
Plastic Door provides this attractive sa folds into the smallest space possible, thus 
feature——at a price 25 to 50% less than increasing the useable floor and wall space. 
comparable Vinyl-covered doors Novafold affords the latest design 
Novafold folds to 16% of its expanded features——in a wide range of size and 
width in a flush-with-the-wall 412” stack color combinations——at a price 25 to 50% 
4” leaves, in individual, full-length — less than for doors of comparable quality. 
pockets in the Vinyl Plastic cover 
you a solid core door — room-to-room 
privacy——true accordion folding 


Novafold is installed in 4 to 7 minutes, 
In new construction ——no furring, trim 
or roughing is needed. There are no floor 
guides, With special track, Novafold is 


Smooth, silent operation is assured 
available for curved openings 


self-lubricating Nylon slides. An exclusive 
Novafold feature is the linkage chain 
that gives even pleating when the { 
is drawn 


Colors: Beige, Dark Green, Chartreuse, 
Eggshell, Gray and Red 

May we send you color samples and 
specification data suggesting many appli 
cations of Novafold in the home? Please 
iddress your inquiry to Department E-14 


Novafold is available in six colo 
a wide range of sizes affording 
limited application possibilities 


4” leaves individual pockets, 
assure perfect accordion-folding. 





Easy-grip handle. Soft, Plastic 
beading affords silent closing 
and tight fit deor-to-door and 
jamb-to-jamb. 


Extruded heavy-gauge aluminum 
track, fixed to the top of the opening 
Self-lubricating Nylon swivel slide 
fixed to metal plate riveted to leaf 


wees Li 





TRENTON 3, WN. J, 


A wholly-owned subsidiary of ssote Company—manufacturers of the oldest 


and strongest insulating-building boerd; wood-textured and striated panels 
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Superior window and door assem- 
blies, and other building materials. 


ATLANTA, GA.: With Bruce 
Byrd, sales manager of the Zuber 
Lumber Co. here, Charlie Chase and 
Weems Jones, Zuber jobber sales- 
men in northeast and south Georgia, 
made a flying trip to West Coast 
lumber, plywood, and millwork 
mills, They brought back first-hand 
knowledge of where and how the 
products are made that they supply 
dealers, 


MONETT, MO.: Lumber dealers 
and contractors in southwest Mis- 
souri and northwest Arkansas were 
introduced to the Andersen line of 
wood windows and window walls 
at a dinner meeting here. Sponsors 
were Toombs and Co,, Springfield, 
Mo., sash and door jobbers, who re- 
cently were appointed distributors 
of Andersen Corp. millwork in this 
area. 


DALLAS, TEX.: R. E. (Bob) 
Nugent and R. F. (Bob) Gregory 
have formed the Dixie Wholesale 
Building Materials Co., a partner- 
ship, with offices and warehouse at 
4822 Bengal Street. Nugent formerly 
managed the Dallas warehouse of 
the Huttig Sash and Door Co. He 
and Gregory are wholesaling a full 
line of millwork and lumber prod- 
ucts, 


Wholesalers Told to Watch Costs 
and Credits at Lancaster Confab 


SHARPLY INCREASED competi- 
tion, multiple product lines, product 
obsolescence, and increased govern- 
ment controls make fundamental 
changes in doing business necessary, 
J. V. Jones, general sales manager 
of the Armstrong Cork Company’s 
building products division, told some 
350 distributors, guests, and Arm- 
strong field men at the eighth annual 
meeting of the wholesale distributors 


of Armstrong lumber dealer prod- 
ucts in Lancaster, Pa., last month. 
Jones said that “with the com- 
plexity of almost every business to- 
day, the implications of expansion 
are far more important than they 
ever were before. Expansion of any 
business, under today’s conditions, 
must be carefully weighed. With 
higher operating costs, and generally 
lower profit margins, the room for 





Gall and Littlefield 
Form Wholesale Firm 


Joe Gall and F. W, Littlefield, sales 
officials with the former Associated 
Plywood Mills, Inc., in the Southeast, 
have organized their own firm in 
Charlotte, N. C., to wholesale fir and 
hardwood plywood, flush doors, hard- 
board, and other building materials. 
Their American Door and Plywood 
Corp. is headquartered at 610 John- 
ston Building in Charlotte. 


Sales manager for the new dis- 
tributing corporation is another for- 
mer APMI warehouse manager, Jack 
J. Castevens, 

A new warehouse is being con- 
structed for the American Door and 
Plywood Corp. Occupancy is planned 
for next month. 

The firm's principal business will 
be in direct car shipments to lumber 
dealers, warehouse jobbers, furni- 
ture factories, and industrial users. 

Gall is president of the Charlotte 
Hoo-Hoo Club. 








Worth Selling! Worth Talking About! 





ARMSTRONG Sealing Compounds 


Quick turnover 


33 





"33" retains its life- 
Giving oils, stays 
elastic, and keeps 
the bond between 
Glass and sash 
permanently intact, 





"33" is of smooth, uniform consistency that takes initial 
“set” at once. It can be painted immediately after appli- 
cation, 33" remains permanently E-L-A-S-T-I-C 
dries out or gets rock-hard. And never chips, cracks or 
loses its bond. Also ideal for patching nail holes and cracks 
before painting, setting plumbing fixtures, etc. 


THE NAME OF YOUR NEAREST JOBBER WILL BE SENT UPON REQUEST 


GLAZING 
COMPOUND 
For Either Wood or Metal Sash 





Ordinary putty loses 
its “life,” becomes 
rock-hard, cracks, 
chips off. The bond 
between sash and 
glass is soon broken. 


“RELY-ON” 
does not dry out or become rock-hard and will not crack, 
chip or crumble. Available in both cartridges and in bulk. 


never 








that is what you want in a line of specialties. And quick turn- 
over you can have with ARMSTRONG Sealing Compounds, because these products 
are a genuine necessity for every home. 

The distinctive labels on ARMSTRONG products insures buyer recognition— 
a factor which will help to keep stock moving out and profits moving in. 


Rely-on 
CAULKING COMPOUND 


Protects Property — Saves Fuel 


An inexpensive way for home owners to 
eliminate Drafts, Dirt, Insects, Rust, Rot, 
Unsightly Holes and Cracks Inside and Out- 
side. “RELY-ON" adheres to practically any 
surface—wood, brick, glass, stone, tile, 
cement, masonry or plaster. 


stays permanently E-L-A-S-T-I-C. It 








THE ARMSTRONG COMPANY 1001 East 103rd Street « Chicago 28, Illinois 
OTHER PLANTS: Detroit... Dallas... 


Leading Manufacturer of Compounds for Glazing, Caulking, Sealing 


Richmond, California . . . Charlotte, N. C. 

















76 MAY, 1955 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 








error is considerably decreased. 
“Twenty years ago, when most 

wholesalers operated under relative- 

ly high margins, and low costs of 


doing business, mistakes in business 
judgment could be absorbed with- 
out serious damage to the business 
as a whole. A mistake in buying, a 
poor season, while having a short 
range effect, could be absorbed over 
the long haul. But today, that margin 
for error is reduced to virtually 


nothing.” 

Mr. Jones’ summary of business 
problems today provided the back- 
ground for a series of presentations 
on financial planning, sales effi- 
ciency, sales direction and general 
management 

W.N. Hartman, Armstrong’s gen- 
eral credit manager and assistant 


Wind Unit Hard 
treasurer, told the distributors that 


“financial planning has become as MASTER - MATIC 


important a phase of modern busi 
ness operation as buying or selling.” TRADE MARK 
He said that although most persons 
would like to avoid budgets, fore 
casts, control reports and financial 
planning of any kind, “you've got no ONE PIECE Sash Balance and 
alternative today—if you expect to Weatherstrip retelial -Thitelitelal Unit 
continue to operate successfully to- 
morrow.” 

Maximum sales efficiency was dis : 
cussed by Frederick O. Schweizer, * LOWER in cost than a conventional balance plus 
building materials promotion depart- weatherstripping 


ment manager. He said that the first te : 
step in reducing sales expense is to ® CUTS installation labor costs 


get the most out of the organization © EFFICIENT — DURABLE and ATTRACTIVE 


that is available. “In the rush and 
confusion of trying to handle all of P P : 
the duties of a sales manager, the * SPECIALLY designed for window unit 
aspect that usually gets lost in the manufacturers 

rush is the management of people 
and as we see it—that is the most 
important part of sales manage- 


ment,” he said. “Getting salesmen 

to want to sell and teaching them emovda e as ar ware 
how to sell are two most important 
objectives of the sales manager.” 

A program of promotional activi 
ties for 1955 was announced by Craig 
Moodie, assistant director of adver- 
tising and promotion. He told the 
distributors that “promotion forces 
us to plan a product approach, con 
centrating our attention in merchan 
dising, in advertising, in publicity 


ape ti rgd arg Mag ot REMOVABLE WINDOW UNIT HARDWARE 


one product—on one idea—and on a 


PATENT PENDING 





selling story—for a particular length PATENT PENDING 
of time. At the same time, it helps 
you give your sales force a planned 
approach, too pen aarti put . Completely BALANCED Sash 
ting that one promotion idea across ® Efficient METAL Weatherstripping 
' to your customers.” 
Five new members of Armstrong ®NO STICKING or FALLING of SASH 
Cork’s Building Materials Opera 


: tions Wholesalers Policy Committee ® SASH EASILY Removed and Replaced 
were elected at the close of the an- 
nual meeting. Made up of repre- 

sentatives of Armstrong Wholesalers Write Now for Product Details and Franchises Still Available 
in five geographical sections and of 

five members of Armstrong manage 
ment, the policy committee helps in 


cal Salaaiiien semnenior ant MASTER METAL STRIP SERVICE, INC. 
1744. Kilbourn Ave. Chicago 39, Illinois 


in meeting other problems 
Elected were E. A. Hunt Jr., Syra 
cuse, N. Y., representing the North- 
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east; N. H. Bundy Jr., Dalton-Bundy 
Lumber Company, Norfolk, Va., rep 
resenting the Southeast; R, E. Brown, 
Frontier Door and Supply Co., Fort 
Worth, Texas, representing the Mid- 
Central section; G. L. Freeman Jr., 
Toledo, Ohio, representing the North 
Central section; and F. 8. Losch, Los 
Angeles, Calif., representing the 
West. 


Home Survey Shows 
Tastes in Western Pine 


Kitchens and play or family rooms 
are choice locations for using West- 
ern pine lumber, both in planned 
new homes and homes to be re- 
modeled, according to a recent sur- 
vey by the Western Pine Assn. 

Living rooms were rated the next 
most important spot for using the 
woods, Many survey replies indi- 
cated Western pine was wanted in 
two or three rooms in the homes. 

The survey was made by enclosing 
questionnaires with copies of the 
WPA consumer publication, “Friend- 
ly Home Ideas in Western Pine.” 
These were mailed out without se- 
lection and drew response from 
home-planners throughout the Unit- 
ed States, The respondents indicated 
they liked Western pine for both 


paneling and cabinet-work, with 
doors and windows also highly rated. 


homes to be remodeled comparative- 
ly young. Nearly half of them are and many indicated attic or base 
less than eight years old. 





Highlight of the Armstrong Cork Company’s eighth annual sales meeting for 

wholesalers was presentation of five plaques for outstanding regional sales 

performances by Armstrong distributors. Above, E. B. Addison accepts the 

plaque won by the Addison-Rudesal Co. of Atlanta, Ga., for the best sales job 

in the Southeast. With him are R. K. Herring, left, of Armstrong’s Atlanta 

district office, and J. V. Jones, right, general sales manager of the Armstrong 
building products division in Lancaster, Pa, 


Nearly half of the remodelers in- 
dicated they were planning to change 
present rooms, two out of five plan- 
ned to add rooms or storage space, 


The survey showed many of the 


ment finishing was planned. 








the whitest white cement 




















seLL Trinity White 


PORTLAND CEMENT 

















A Product of GENERAL PORTLAND CEMENT CO, « Chicago + Dallas » Chattanooga » Tampa * Los Angeles 





Trinity White is a true portland cement and has 
unexcelled beauty—the beauty of the whitest 
white... plus the best possible results when color 
pigments are added, Sell it wherever you want 
greater masonry beauty or higher light reflection 

as for example: architectural concrete units; terrazzo; 
stucco; light-reflecting floors and walls. For 
descriptive literature and dealer information, write 
Trinity White Cement, 111 W. Monroe St., Chicago. 
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New Time-Saving Insulation Applied to Exterior of Studs 


A NEW insulation blanket applied 
from the outside of a new house by 
a time-saving method revolutionary 
in the building industry has been 
introduced by the Kimberly-Clark 
Corp., Neenah, Wis., following ex- 
tensive research and development. 

Called Kimsul “48” sheathing 
blanket, the new product is applied 
to the exterior side of studs rather 
than in the conventional manner 
from the interior. It is a reflective 
insulation blanket, pre-cut to the 
size needed on the job and packaged 
in compressed form. Each carton 
contains an amount sufficient to in- 
sulate the walls of the average five- 
room house 

Primary advantages reported for 
the product are: 

1. Labor-saving, speedy installa- 
tion. One builder reports reduction 
of insulation application from eight 
man-hours to one man-hour using 
the new product, with the added ad- 
vantage of minimizing the human 
error element 

2. Non-interference with duct 
work, electrical wiring, and plumb 
ing. 

3. A perfectly sealed insulation 
cocoon around the exterior walls. 

4. Extra high-quality thermal per- 
formance inherent in a product com- 
bining a reflective cover and a low 
density, highly efficient, fibrous wood 
insulation. 

The new combination of material 
and method may be used success- 
fully in the four common methods 
of frame construction—conventional, 
using 4 x 8 sheathing; conventional, 
using sheathing lumber; prefabri- 
cated homes with plywood sheath- 
ing; and conventional “tilt-up” wall 
construction, using 4 x 8 sheathing. 

Before making the new product 
available to the building industry, 
Kimberly-Clark conducted exhaus- 
tive tests both in scientific labora- 
tories and in the field in actual 
homes. The new blanket’s efficiency 
was tested by Frank B. Rowley of 
Minneapolis, former head of the en- 
gineering department of the Uni- 
versity of Minnesota and director of 
its experimental station, and in hun- 
dreds of new homes constructed in 
the Minneapolis area. 

The method of installing the in 
sulating blanket is responsible for 
many of its advantages. In most 
cases, the blanket is stapled to the 
sheathing board which then is nailed 
to the exterior side of the wall studs. 
By this time-saving operation, the 
insulation becomes a part of the 
wall in minutes, whereas under for- 
mer methods it frequently took eight 
to 10 hours to install the insulating 
material from the interior of the 
house 

The labor cost of applying the new 
blanket, builders report, is negligi- 
ble. This simultaneous application 
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eliminates premium labor costs, they 
point out, 

The product and the method of in 
stallation meet or exceed FHA and 
VA minimum property requirements 
for conventional construction. 

Greater comfort is an important 
by-product of the new blanket 
Seams in the wall are eliminated, so 
there is virtually no tearing er othe: 
damage to the insulating barrier. The 
protecting cocoon of insulating 
blanket gives maximum comfort at 


minimum cost, Kimberly-Clark ex- 
ecutives claim. 

lhe Kimsul installation procedure 
provides for automatic caulking of 
ill window and door openings. In 
iddition, its extra length protects 
igainst heat loss and drafts between 
board ends and exposed sub-flooring 

Drywall finishes, which often are 
lisfigured by “nail pops,” dark 
treaks and discoloration around 
nailheads when insulation is applied 
n the conventional manner, are pre- 


























Noah missed the boat! 


If Noah had used COPPO, the ARK would probably be in the 


Smithsonian Institute today 


ind in pretty good shape, too 


Just ask some of the commercial fishermen and fishing camp op- 


erators how COPPO makes woos 


ind all fibrous materials last and 


last. They use COPPO on their boats, nets, docks and canvas 


‘cause it won't wash out! 


Noah really missed the boat because he didn’t have the “perfect 


pair” aboard 


COPPO and new COPPO CLEAR. There are 


some dealers, today, who are missing the boat on preservative sales 
because they don’t handle COPPO and COPPO CLEAR. Both 


are strong on merchandising 


cafe to recommend to your trade 


Your jobber has these profit-packed preservatives, so don’t 
YOU miss the boat! Order COPPO today! 








Stip Rt! 


MILDEW! TERMITE 


All gallons packaged 
in the attractive 
Up-Front Salesmaker 
Display. 


Also available 
in Coppo Clear. 


Write us for additional information and nearest jobber now! 


FORMERLY THE COPPO CO., INC, 


2342 South Lauderdale 


Memphis 6, Tennessee 





served because the new blanket and 
its installation eliminate the causes 

cold framing members and cold 
air spaces between the studs. 

The 48-inch sheathing blanket is 
installed prior to the placement of 
warm air ducts and electrical wiring. 
This practice minimizes mechanical 
damage to the insulating material 


~ 


aaa 


and eliminates the usual heating 
system efficiency losses caused when 
such damage occurs. The fact that 
this method places the wires, con- 
duits, outlet, and switch boxes in the 
warm temperature zone eliminates 
the serious factor of moisture from 
frost and condensation which leads 
to corrosion of these electrical units. 








Economical 


Proven in 
Use 


High Flash 
Point 


Slow Drying— 
Long Leveling 


Pleasant 





Tandrotine 












THINNER 








Gals., Qts., Pts., Hf-Pts. 








A new type of blanket insulation 
applied to the exterior of the studs, 
does not interfere with duct work, 
wiring, or plumbing. This can be 
done freely, as shown in left photo. 
In right photo, workmen are ap- 
plying Kimsul “48” which forms a 
“eocoon” around exterior walls. 
One builder reports that one man 
can do the work of eight with the 
new product. 


Strong Sales Technique 


People watched “bug-eyed” re- 
cently as Gordon L. Chatterton, lum- 
ber salesman for several Western 
firms, unloaded 37,000 board feet of 
lumber from a freight car in a single 
day — a job that usually takes three 
days. 

Chatterton performed the fete for 
the Boozer Lumber Co., in Colum- 
bia, S. C., when it was faced with 
heavy demurrage charges. He started 
about 8:00 a. m. and stopped at 
4:00 p. m. 

The husky salesman worked his 
way through the University of Wash- 
ington as a longshoreman. 


Paint Exhibit in D. C. 


Standard-Toch Chemicals, Inc., of 
New York and Chicago, was chosen 
to represent the paint industry at a 
recent chemical industries exhibition 
in Washington, D. C., sponsored by 
the U. S. Department of Commerce. 

Featuring the company’s 106 years 
of progress, the Standard-Toch ex- 
hibit reproduced a number of pat- 
ents, culminating in its Automatic 
Color Carousel system of producing 
any color of the rainbow in paint in 
seconds. 
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will be used as the identifying ! Material-Handling Show 


bol 
-ho O : This promotion follows U. S The sixth National Materials Han 
; “Operation Snow , 


Steel's successful lling Exposition for the first time 


flake,” a major appliance promotior vill feature complete systems of 
during the past Christmas seasot equipment rather than single pieces 
and “Operation Wife-Saver,” the if machinery. The show will be held 


steel kitchen advertising campaigi this year at the International Amphi- 
which hit high gear last month theater in Chicago, May 16-20 
In “Operation Shower,” local firn It is estimated that over 25,000 
“Credit Man’s Confidence,” a movie, interested in promoting the sale of itors from all over the world will 
was shown to 32 members and three pots and pans, cutlery, flatware ittend. Approximately 250 com 
guests at the April meeting of kitchen utensils, small appliance panies will exhibit equipment val 
Tampa Hoo-Hoo Club 56. The Tam enamelware, and other steel prod ied at nearly $10,000,000 in simu 
pans are planning a ladies’ night ucts will be encouraged to partic ited factory and warehouse condi 
for the June meeting. . . . The pate. By using local newspaper ad tions 
Amarillo, Tex.. Cats held a ladies’ vertising, retailers can tie in local The theme of this 1955 show is 
to a nation-wide promotion deve ‘he Concept of Obsolescence.” Much 


night party March 12, which fea- 
tured a fashion show and dancing oped to boost sales in May and Jun equipment now used is out of date. 


The store which presented the fash- 
ion show also gave each lady a 


bottle of Hattie Carnegie perfume 
; . Eddie Erdlatz, head coach of 
Navy’s football team, showed official epen Q é Oource 


movies of the Sugar Bowl and 
Army-Navy games to members of 


the Washington, D. C., club recent- QUA 

ly... . Miami, Fla., Cats met at the 

Miami Yacht Club for their March LITY , 
all 





meeting and were entertained with 


colored slides of Bimini and the ‘ : oo O° Sle aws 
<a es : Ait 


Bahama Islands. This club has out- ) 
lined a plan to boost attendance j } 

a dozen members were given 10 to ~~ —y = we 
15 names of members to call shortly 
before the next meeting. . The lt 
Cats and three Kittens attending the 

March meeting of the Columbia, ARTER WEBSTER & 

S. C., club saw a film entitled “Wings ] 

for the Angler.”’ Columbia Cats are 
mourning the death of Brother J. L ARE MANUFACTURERS AND DISTRIBUTORS OF 
Berry, 62823, who passed away 
March 17. The group voted to attend - : 
funerals as a group in the future. Sugar and Ponderosa Pine Shop and Selects 


“sugar and Ponderosa Pine Boards 


Want Leaner Bacon? Douglas and White Fir Shop and Selects 


Want leaner bacon? Then tell your Douglas and White Fir Dimension and Boards 
farmer to let his pigs feed out on incense Cedar Boards 
concrete instead of running on pas- = 
ture. Redwood Siding and Finish 

The April issue of Farm Journal - 
reports on tests at Iowa State Col- P 
lege showing that pigs fed on con- . 
crete had 1 to 2 per cent less fat Pine Sash and Panel Doors 
on their carcasses than litter-mates 


full-fed on pasture. 
Furthermore, continues Farm In addition VME or actively engaged in the 


Journal, “they were ready for mar- 
et two weeks sooner. They ate more 
protein than the pigs on pasture, products and maintain bu ying offices in producing areas 


but less corn. Total feed costs were 
about the same.” to give the trade complete one-call service. 


onderosa Pine and Fir Mouldings 


procurement and distribution of all West Coast lumber 


“Operation Shower” 
Aimed at Bride Market 


Another nation-wide program to 
help retailers, distributors, and man 4 
ufacturers of steel products, desig Tanrer.Wenust mA Jounson Ine 
nated as “Operation Shower” by the . a ; : 
United States Steel Corp., will fea SAN FRANEIEEO 4, caus @ sueeneen. Calis 
ture the slogan “Shower the Bride Te) 2.2060 Teletype St ‘ 
with Gifts of Steel.” An umbrella 
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QUALITY HOME 


BUILDERS 
specify 






SPIRAL SASH BALANCES 


Good 
Reasons 














































FOR 


1, QUICK, EASY INSTALLATIONI 
Anyone can install the SPIREX in 
minutes. 

2. CAN BE INSTALLED WITH SASH 
IN FRAME! So you save valuable 
time and costly labor, AND re- 
duce errors in installation. 

3. SMOOTH, QUIET OPERATIONI A 
lifetime lubrication insulates 
SPIREX springs against noise and 
rust. 

4, POSITIVE LIFTING POWER! High 
carbon finely tempered flat wire 
springs and patented new design 
insure permanent lifting power. 

5. DURABLE STEEL TUBE FITS STAND- 
ARD GROOVE! Rigid zinc coated 
steel tube fits any standard size 
groove, either round or square, 
Ye" x Ve" on Ve", 

6. PERFECT, EASY TO TENSION BAL- 
ANCE FOR EVERY WINDOW! Ad- 
justment after installation, without 
removing bracket arm, assures pre- 
cise balance for each window. 
Three or four turns of tensioning 
wire needed for the average sash. 

7, IMPROVED PROTECTIVE CARTON! 
Our precision packers guarantee 
that the heavy jute board protects 
SPIREX from loss or damage in 
transit or on the job. 





fll, ll fll ill in, 


(CALDWELL MFG. CO, 
LIFE-OF-THE-BUILDING ) 


GUARANTEE 
Every balance corries the ) 
Caldwell LIFE OF THE BUILD. ) 
ING GUARANTEE of smooth 
trouble-free operation. 


Smee eee” mee meres ere” eee” 


Remember HELIX SPIRAL SASH BALANCES 
specifically designed for Institutional 
and Commercial sash weighing up 
to 70 Ibs. 


CALDWELL MFG. CO. 





63 COMMERCIAL ST., ROCHESTER, N.Y. 
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silent salesmen ©). 


PAINT PORTFOLIO 


The broad selection of colors and 


finishes available in the Martin- 
Senour Customized Color Center 


program is conveniently displayed 
in a new 8%” by 11” catalog. 

Finishes include flat, satin-gloss, 
enamel, floor paint, wood stains, and 
house, masonry, and shake paints. 
The 48 colors in wood stains are ap- 
plied on actual wood chips to show 
grain and texture effects. 

Contact: Martin-Senour Co., Dept. 
SBS, 2520 S. Quarry Street, Chica 
go, Ill, 


HOME PLAN DISPLAY 


Building material jobbers in Lud 
man Auto-Lok awning windows now 
can supply dealers with an attractive 
display stand like this. It features 
the “Combeautil Home of the 
Month,” a spacious home in the $10, 
000-$15,000 bracket styled by Charles 
E. Armstrong, Fort Worth, Tex., 
architect. 

The window and plan display is 
tied in with a monthly promotional 





kit for dealers. The kit includes a 
color transparency and floor plan of 
the Combeautil house, truck poster, 
window streamer, counter card, 
newspaper ad mat, national ad re- 
prints, envelope stuffer, radio and 
TV commercials, and publicity re- 
lease 

It is provided by the Ludman 
Corp., North Miami, Fla., which is 
coordinating the monthly house 
plans with extensive national, local, 
and point-of-sale advertising. Com 
beautil is a Ludman coined and 
copyrighted home designation that 
stands for supreme COMfort, BEAu 
ty, and UTILity. Blueprints and 
specifications are available on sev 
eral dozen of the Armstrong-de- 


signed home plans at reasonable cost. 
Contact: Ludman Corp., Dept 
SBS, North Miami, Fla. 























ALUMINUM SCREEN KIT 


Two free merchandisers are offered 
dealers to inspire home-owners to 
build their own screens with the 
Homeshield Easy-toMake Alumi 
num Screen Kits. 

The corrugated merchandiser will 
hold 28 full and sliding-half-screen 
kits. The permanent wire rack holds 
48 kits of both types. Each merchan 


diser has a free sample screen 
attached. 

Each kit contains all materials 
needed to assemble screens in a 
matter of minutes, Five sizes fit any 
home requirement 


Contact: American Screen Prod 
ucts Co., Dept. SBS, 807 N. W. 20th 
Street, Miami, Fla 


PLASTIC CANOPY 


This display hangs on the wall to 
demonstrate the Structoglas translu 
cent plastic awning unit. 

Samples of Structoglas extend 
from the sizes of the wall display 
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which holds free folders and a 35- 
cent booklet of ideas. Packaged awn- 
ing units hang from a rack. 

Contact: Structoglas Division, In- 
ternational Molded Plastics, Inc., 
Dept. SBS, 4424 West 35th Street, 
Cleveland 9, Ohio. 


ROOFING CATALOG 


Thick butt strip, three-tab Hex strip, 
and locking shingles; roll roofings; 
felts; building papers; roof coatings, 
and cements are shown in the new 
Celotex catalog. 

The catalog is typical of the con 
stant Celotex promotion of color 
It shows the color-harmonized triple 
sealed asphalt shingles. 

Contact: Celotex Corp., Dept. SBS, 
120 South LaSalle Street, Chicago 
3, Ill. 


COMPARES FLUSH DOORS 


“Solid Core Flush Doors,” brochure 
No. 5, has been sent to over 10,000 
architects by the Architectural 
Woodwork Institute 

Prepared by a technical commit 
tee of door manufacturers and spe 
cial millwork men, the 12-page 
brochure deals with nine types of 
solid-core flush doors. It gives spe 
cific information on construction of 
various door types and recommended 
specifications 

Contact: Architectural Woodwork 
Institute, Dept. SBS, 332 S. Michigan 
Avenue, Chicago, III. 


ATTRACTS PAINTER’S EYE 


This Week-End Decorator Paint Pole 
is an attention-getting display to 


catch the eye of everyone interested elf shelter units, a complete sales 
in painting. It suggests at a glance t has been prepared, 
the many accessories that make the rhis kit suggests that dealers sell 
painter’s work easier the ornamental iron, lumber, ply- 
The pole display is so compact that vood, roofing, paint, and nails for 
it fits almost anywhere on the sal these units. Suggested uses for the 
floor or display window init include garden house, boat 
Contact: Archer-Daniels-Midland ouse patio, carportes, cover for 
Co., Dept. SBS, 700 Investors Build irbecue pit. 
ing, Minneapolis, Minn Che kit includes a brochure show- 
izes of ornamental iron units, 
nvelope stuffers, suggested news- 
paper layouts, spot announcements, 
ORNAMENTAL IRON KIT ind price list. 
Contact: R. G. Coffman Co., Inc., 
To promote the sale of ornamenta Dept. SBS, P. O. Box 1113, Orlando, 
iron posts for making Do-It-You Fla 





SOUTHERN METAL PRODUCTS CORPORATION 


1 RAYNER . MEMPHIS TENNESSEE 
Pho 2-9147 and 22-1898 


JAMB No. 450 


, 
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$O EASY TO INSTALL 
$O PROFITABLE TO USE 
$0 MANY ADAPTATIONS 




















HOOK NAIL FRONT VIEW SHOWING SPRINGS & COVERS STANDARD SILENT 








ALUMINUM SCREENS 


All Aluminum Frame Construction 
Complete With Ring Latch 
18 x 14 Mesh Aluminum Wire Cloth 
| Stocked In Modular Sizes 
Packed 12 Screens (| Size) To Box SOUTHERN 
Specials Made On Orde 
RUGGED ‘“‘E’’ LINE 


HALF LENGTH—Channel Type 


FULL LENGTH—Hinge Type MRL 3), 10) Bo) 
Write Today For 1955 Catalog 


SOUTHERN METAL PRODUCTS CORP. 
921 Rayner St Memphis, Tenn. 
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2@.manutacturers NEWS 


HOUSTON, TEX.: O. Maurice 
Crofford has been appointed Houston 
sales representative for Old Ameri- 
can roofing materials. Previously 
Crofford was an officer of the Clyde 
Parham Lumber Co, and secretary- 
treasurer of the J and P Develop- 
ment Co, 


SEATTLE, WASH.: The Weyer- 
haeuser Timber Co, has been ac- 
cepted for membership in the 
Western Red Cedar Lumber Assn. 
This group now represents nearly 
100 per cent of the manufacturers 
of dry western red cedar siding in 
North America. 


STAMFORD, CONN.: S. Ralph 
Antonille, formerly staple products 
sales manager, has been promoted to 
field sales supervisor for the Yale 
and Towne Manufacturing Com- 
pany’s lock and hardware division, 
Halliday Clark is now product 
manager, He will concentrate ini- 
tially on national sales of the new 
Yale Travelok. 


PARKERSBURG, W. VA.: New 
manager of the Lightsteel structural 
sections department of the Penn 
Metal Co. is Robert H. Taylor. A 
graduate of Georgia Institute of 
Technology, Taylor has had several 
years of experience working with 
distributors and promoting and de- 
signing steel] components, His new 
assistant is Thomas A. Fry. 


ST. LOUIS, MO.: J. H. Loomis 
now manages this regional office of 
the Worthington Corp. Previously 
Loomis had served as a general line 
salesman and compressor specialist 
at the Chicago district office. The 
former St, Louis manager, P. A. 
Mack, is now a special representa- 
tive. 

CLEVELAND, OHIO: Arthur L. 
Shirley Jr. has joined the sales 
staff of the Gibson-Homans Co. at 
the home office. Previously he was 
sales promotion manager for the 
Minneapolis - Honeywell Regulator 
Co, 


NEW YORK, N. Y.: The Benjamin 
Moore and Co. paint manufacturing 
firm has bought Sillers Paint and 
Varnish Co., Los Angeles, Calif. 
Both companies will continue under 
present management and policies. 


CLEVELAND, OHIO.: The Glidden 
Co. has purchased the assets of the 
Zapon Industrial Finishes Division 
of the Atlas Powder Co. in Wilming- 
ton, Del, This move will boost 
Glidden's coating business. 


LOUISVILLE, KY.: To further 
diversification of its product lines, 
Thomas Industries, Inc., has bought 
the Wright Power Saw and ‘ool 


84 


Corp. Hereafter, the Wright Co. will 
operate as a Thomas subsidiary. 


TYLER, TEX.: The National 
Homes Corp. has started construction 
of a $1,000,000 plant in Tyler to serve 
the expanding markets in the South 
and Southwest. Scheduled for com- 
pletion in September, the plant will 
have a capacity of 75 units a day. 


CLEVELAND, OHIO: J. L. Brown, 
vice-president and general sales 
manager of the American Vitrified 
Products Co., has been elected a 
director. He joined the firm in 1935 
and served for awhile as manager 
of the Columbus, Ohio, office. 


KNOXVILLE, TENN.: The Vestal 
Lumber and Manufacturing Co. has 
closed down its flooring department. 
The acute shortage of dry-kiln facili- 
ties in the Knoxville area was given 
as the reason for the shutdown. 

BIRMINGHAM, ALA.: Elliott E. 
Dent Jr. has been named a dealer 
sales representative for the Masonite 
Corp. His territory includes the 
northwest tip of Florida and most 
of Alabama. 


NEW YORK, N. Y.: S. W. Anto 
ville has accepted the chairmanship 
of the lumber and woodworking 
division for the 1955 April Cancer 
Crusade. Antoville is president of 
the United States Plywood Corp. 


GAFFNEY, S. C.; The Cardinal 
Manufacturing Co. was recently 
chartered to make metal wire cloth, 
wire screens, wood and metal win- 


ARMSTRONG EXPANDS MACON FIBERBOARD PLANT 


The capacity of the Armstrong Cork Co.’s fiberboard plant at Macon, Ga., will 

he doubled as a result of recently announced expansion, This will make it one 

of the world’s largest fiberboard mills. Shown above is the original plant, com- 

pleted in 1948, with white dotted line surrounding the plant addition. Com- 
pletion is scheduled for mid-1956. 


dows, doors, frames, and other metal 
products. W. L. Hamrick is president 
and treasurer; C. G. Humphries, 
vice-president, and J. W. Martin, 
secretary. 


HOT SPRINGS, ARK.: The Dierks 
Lumber Co. announced plans to 
move part of its sales and account- 
ing departments from Kansas City 
to Hot Springs. Vice-President Peter 
D. Joers said that Dierks had bought 
land at Hot Springs for the new 
office building. 


SCOTIA, CALIF.: Ted Carlson, 
land manager for the Pacific Lumber 
Co., has been appointed club leader 
for a Scotia 4-H Forestry Club. It 
will be started in October. 


PORTSMOUTH, VA.: Paul W 
Hurd has joined the Celotex Corp. 
as a sales representative in south- 
east Virginia and northeast North 
Carolina, traveling from Portsmouth 
headquarters. Previously he was a 
retail lumber salesman in several 
states. 

PORTLAND, ORE.: Paul F. Lini- 
ger has joined the staff of the Indus- 
trial Forestry Assn. He has a 15-year 
record of private and public forestry 
work in Oregon. 


ARDMORE, PA.: George E. Hill 
Jr., active in sales for the Libbey- 
Owens-Ford Glass Co. since 1928, 
has been named district manager 
of the distributor sales department. 


FLEMINGTON, N. J.: The Hunter 
Douglas Corp. has announced plans 
for a new plant near here for pro- 
duction of parts for Flexalum vene- 
tian blinds. The plant initiates a 
major expansion program for Hunter 
Douglas. 


JOHNSTOWN, PA.: National-U. S. 
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Radiator Corp. came into existence 
April 1 as a result of the merger of 
the National Radiator Co., Johns 
town, and the U. S. Radiator Corp., 
Detroit, Mich. W. C. McCord, former 
U. S. Radiator president, has been 
named chairman of the board of the 
new corporation. Theodore B. Focke, 
former National president, is presi- 
dent. Headquarters will be in Johns 
town 


CINCINNATI, OHIO: Walter J 
Gebhart, vice-president and treas- 
urer of the Formica Co., has retired 
He joined Formica in 1924. He con 
tinues as a director. Walter A. Smith, 
who joined the company last June as 
controller, was elected treasurer. 


GAFFNEY, 8. C.: The Cardinal 
Manufacturing Co, has been charter 
ed and authorized to manufacture 
metal products, including wire cloth, 
screens, wood and metal windows, 
doors, and frames here. The officers 


Factory Reps Organize 
Gossett-Fortson Co. 


GOSSETT FORTSON 


A partnership has been formed | 
tween J. T. Fortson, 


Te i T. F. Gosse ii 
are W. L. Hamrick, president and renn., and r F ett, Birn , 
od nes ‘ : pia ham, Ala. Serving as manufacture! 
treasurer; C. G. Humphries, vice ements thas tate will be } ~ 
president, and J. W. Martin, secre agen 5 we . wsinei plating tricia 
tary the Gossett-Fortson Co., and locat« 
tine at 625 Comer Building, in Birmir 
SHREVEPORT, LA.: Jack Koehlet ham 
has joined the sales staff of the They will represent the followi 
Forest Products Division of the Olin manufacturers: Aluminum Indu 
Mathieson Chemical Corp. here. He tries, Inc., King Chemical Co., Klea 


Strip Co., W. M 
Warner Manufacturing Co 

Fortson has traveled for 25 yea 
the Southeast with the DeSo 


was formerly a salesman for Inter 
national Business Machines in Hous 
ton, where he was born and attended 
Rice Institute in 





Vis 


LIGHTS 


A.DOR 


...to greater 


>> >> DD) DD) DP) 


~ 


The VISADOR METHOD of glazing flush doors has 
opened a new field of beauty for American homes 
and businesses. Every taste for design — whether 
conventi I, temporary, or ultra-modern — can 
be fully satisfied. All this is now possible since 
Visador developed, pioneered, and produced the 
first prefabricated light and louver inserts for flush 
doors. Insist on VISADOR — and get the finest in 
craftsmanship, economy, and individuality 
Jobbers — Write today for complete information 
on the Visador Method of glazing and louvering 
flush doors, including installation suggestions 
Dealers — Contact your Jobbers for doors glazed 
with Visador lights, or write today for a list of 
Visedor Jobbers in your vicinity. 





Fe.VISADOR G- commer, woman 


ights in flush pane! doo if 
P. O. Box 10312 DALLAS, TEXAS 
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Chattanooga 


Barr and Co., an 


and Varnish Co, Gossett or 
anized the T. F. Gossett Co, in 
45, representing the above firms. 
Fortson will travel Georgia and 
parts of Tennessee. Gossett will 
travel Alabama, west Florida, Missis 
ppi, and other portions of Tennes 


‘aint 


New Alabama Steel Mill 


Construction has started on a 
llion-dollar steel mill at 2301 


Huntsville Road in Birmingham, 

Ala. It will be known as the South 
n Electric Steel Co 
Operations will consist of a 12 

ton electric furnace steel-making fa 
lity to make billet-size ingots 
Hugh Bigler is president and treas 
rer; Roy W. Scholl, executive vice 
esident, and William M. Neal, 
e-president and secretary 


( 


Word Lumber Co. Office 
Displays Mill Products 


The W. J. Word Lumber Co, now 
cupies the upper story of its down 
vn brick building in Scottsboro 
When the firm built the building 
1954 to house a branch of the 
t Liberty National Life Insurance Co., 





we ottractive 
or more of the 


me required pe 
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the insurance firm needed only the 
ground floor. So President Cecil 
Word decided to make use of the 
second floor himself. 

The modern new Word quarters 
even feature a dining room that will 
accommodate 30 people, served from 
a kitchen, Offices are floored, sheath- 
ed, and decorated with Word prod- 
ucts, 

In conjunction with new office 
space, Word has completely made 
over the production line, Lee Bishop, 
manager of the mill, said the new 
equipment and rearrangement of the 
line has permitted the elimination of 
one man and increased production 
2,000 feet per eight-hour shift. 


Plan Enamel Standards 


The Porcelain Enamel Institute’s 
architectural division launched a 
program for development of archi- 
tectural porcelain enamel at a meet- 
ing in Pittsburgh, Pa., April 7. 

Under the chairmanship of J. M. 
Vicary, Ervite Corp., the committee 
laid out a plan to establish industry- 
wide standards and specifications for 
porcelain enamel curtain walls and 
veneers. 

The importance of work on build- 
ing codes also was recognized at 
this meeting 


www tier y Ee wrinaewrrswsw wowrrwerew wr eee 


GEORGIA’S NICHOLS HEADS PLYWOOD INSTITUTE 


Jj 
\ 
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George Lester, left, out- 
going president of the 
Hardwood Plywood In- 
stitute, 
successor, Don E. Nich- 


welcomes his 


ols, who was elected at 
a recent meeting in Chi- 
eago. Nichols is presi- 
dent of Valdosta Ply- 
woods, Ine., Valdosta, 
Ga. Lester heads the F. 
Eggers Plywood and Ve- 
neer Co., Two Rivers, 


Wis. 





Heads Woodwork Group 


Paul W. Curtis, of the J. Neils 
Lumber Co., Minneapolis, was elect- 
ed president of Ponderosa Pine 
Woodwork at the recent annual 
meeting in Chicago. The group is 
composed of producers of ponderosa 
pine lumber and manufacturers of 





penta-pressure TREATED LUMBER 


e Penta Solrec Processed Lumber 


e Penta Petroleum 6 to 12 Pound 
Treatments 


PROTECTS AGAINST DECAY AND TERMITES 








We specialize in treating lumber in Transit, serving 
all points East of Mississippi River, Plant is adjacent 


to SEABOARD AIR LINE- 


N.C, & St. L.-L. & N, 


“SOUTHERN RAILWAY— 


Truck Shipments for Short Hauls 


Commercial Treating of Timbers—Large Stock—Boards——Dimension 


LONGLEAF LUMBER COMPANY, INC. 


Wholesalers of West Coast Lumber Products to Retail Dealers & Industrial Accounts 


1094 Huff Rd, N.W. ATLANTA, GA, 


Telephone BE 8246-8247 





wood windows, doors, cabinets, and 
other millwork. 

Other officers elected are J. D. 
Rowland, Andersen Corp., Bayport, 
Minn., vice-president; E. W. Dona- 
hue, Wabash Screen Door Co., Chi- 
cago, treasurer; and Harold J. Ford, 
Tarter, Webster and Johnson, Inc., 
San Francisco, secretary. R. H. 
Morris continues as general manager 
R. H. Herbst is his assistant. 


Color Metal Moldings 


Installations of General Electric’s 
Textolite plastic counter and wall 
surfacing can now be made with 
matching moldings. 

Various extruded aluminum shapes 
are laminated to a special material, 
forming an almost indestructible 
bond. Selection includes a wide 
range of patterns and colors, as well 
as wood grains, for every type of 
installation. 


Graybill Heads AMA 


Edward S. Graybill was re-elected 
president of the Acoustical Materials 
Assn, at its annual three-day meet 
ing in New Orleans recently. 

Graybill has been affiliated with 
the Armstrong Cork Co., Lancaster, 
Pa., for 25 years and has managed its 
acoustical department building ma- 
terials division since 1946. 


Reynolds Elects V-P’s 


The board of directors of Reynolds 
Metal Company elected three vice- 
presidents at a recent meeting in 
Richmond, Va. 

C. E. Coghill, treasurer of the com- 
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pany, was made vice-president and 
treasurer. 

John Krey, assistant to the presi- 
dent, was made vice-president. 

W. Monroe Wells, assistant vice- 
president of operations, is now vice- 
president. 


Ludman Is Member of 
Building Research Group 


The Ludman Corp. of North Miami 
is the first Florida manufacturer and 
one of a few Southern business firms 
to be elected a participating member 
of the Building Research Institute. 
The BRI is part of the division of 
engineering and industrial research 
of the National Academy of Sciences, 
National Research Council. 

Although not a government unit, 
BRI has the cooperation of both pri- 
vate industry and of Federal agen- 
cies concerned with building and 
construction technology. 

Ludman officers designated to rep- 
resent the firm at Building Research 
Institute meetings are Max Hoffman, 
Carl R. Schilke, Lawrence J. Hoff- 
man, and W. E. Vollmer. 

The Ludman Corp. will observe its 
19th anniversary this month. It has 
pioneered in the engineering and 
manufacture of awning windows, 





NEW VISADOR PLANT IN DALLAS, TEX. 


Now in its fifth year of operation, the Visador Co. of Dallas, Tex., reeently 
enlarged its facilities and constructed a new plant at 8500 Sovereign Row. The 
firm pioneered in developing prefabricated lights and louver inserts for flush 
doors. “The Visador method of glazing and louvering hollow-core doors does not 
require blocking,” General Manager J. D. Hall Jr. explained. “And a dealer 
can stock few doors and units, yet give his customers a choice of hundreds of 


, ” 
variations, 


jalousies, jalousie doors, and sliding 
glass doors in the Southeast. Lud 
man products are shipped, through 
out the United States and to many 
foreign lands. 


“Herringbone” Framing 


A new system of framing has been 
developed by the Carl W. Mulli 
Lumber Co, in Lancaster, S. C 


It features panels with diagonal 
bracing, placed adjacent to panels 
with bracing members converging to 
form a “herringbone” pattern, The 
panels are made mostly in six-foot 
widths. They include plain panels, 
right and left window panels, right 
and left door panels, and two- and 
four-foot filler panels. Sheathing is 
horizontal, 

The Herringbone framing system 
meets F.H.A, requirements, 
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the FOLDING DOOR 
MORE and MORE 
BUILDERS DEMAND 


HERE'S WHY! 
Veni-Flex woven wood slat folding doors and 
room dividers are ideal for use in today’s 
free-flowing architecture, Flexible and func- 
tional, Veni-Flex meets these important 
builder specifications: 
HIGH QUALITY; made of top-grade bass- 
wood slats, woven with heavy seine twine 
. » » brass and aluminum hardware. 
EASY TO INSTALL: cuts construction costs 
. requires overhead track only, 
SPACE-SAVING: eliminates “dead” corners 
and inaccessible closets .. . adds as much 
os 6 sq. ff. per room. 
DECORATIVE: beautiful natural finish har- 
monizes with any decor or color scheme 
. custom colors available on special 
order. 
VERSATILE: adaptable for room division, 
closet and kitchenette closures, room sepa- 
ration, utility closet doors, and special 
effects. 


ROL-TRAK 


3 4 Rol-Trak hardware, exclu- 
© sive with Veni-Flex, pro- 
© vides easy-glide opera- 
i tion, fingertip control, 
| attractive appearance, 
¢ years of trouble-free 
service. 


STOCK VENI-FLEX DOORS NOW 
TO MEET BUILDER DEMAND! 
FREE FOLDER UPON REQUEST 


CONSOLIDATED 


INC. 









GENERAL PRODUCTS, 
24th & Nicholson, Houston, Texas 
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Marbleseal Products Is 
New Georgia Paint Firm 


National headquarters and a 
manufacturing plant for Marbleseal 
Products, Inc., last month were 
opened in Chamblee, near Atlanta, 
Ga. President of the firm is Henry 
P. MeNeer. 

Baxter Rains and Merritt Alex- 
ander, who head the Marbleseal 
Sales Co, with headquarters in near- 
by Buckhead, are the national sales 
representatives, 

The new firm manufactures paints 
for home and industrial use. Its 
chief product is Marbleseal, which 
has as its basic ingredient active 
marble dust from Georgia quarries. 
When applied, the dust is painted 
into masonry pores. It forms a thin 
wall of marble upon drying. 


Window Standards 


Commercial Standard CS 193-53, 
covering standard stock Ponderosa 
pine insulating glass windows and 
sash, has been printed for use by the 
industry. It is available for 10 cents 
a copy from the National Woodwork 
Manufacturers Assn., 332 South 
Michigan Avenue, Chicago 4, III. 

The recorded voluntary standard 
provides minimum requirements for 
Ponderosa pine check rail windows 
in 1%” thickness to accommodate 
%” insulating glass, and require- 
ments for stationary sash in 24” 
thickness to accommodate 1” insulat- 
ing glass. It covers construction, 
grades, and tolerances. 

Standard layouts are given both 
for the check rail window and sta- 
tionary sash, including the type of 
wood stop for glazing the sash 


Auto Accident Deaths, 
Injuries Drop in ‘54 


A moderate decrease in the na- 
tion’s automobile accident toll in 
1954 has been reported by the Trav- 
elers Insurance Companies. 

Traffic deaths totaled 35,500 last 
year compared with 38,500 in 1953. 
The injury count reached 1,960,000 
compared with 2,140,000 in the pre- 
vious year. 

The totals are statistics from 
“Misguided Missiles,” the twenty- 
first in an annual series of traffic 
accident data booklets published by 
The Travelers. 

Excessive speed was the most 
dangerous driving mistake again in 
1954, killing 12,380 persons. The 1953 
total was 13,870. The injury total 
resulting from excessive speed re- 
mained about the same as the pre- 
ceding year—659,000. 
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FOLDING 





Easy to Operate 
Balanced Spring Action 
Sturdy Space Saver 
Easily Installed 
Disappears into ceiling! 


A fully assembled, complete packaged unit 
Meets all F.H.A. requirements. Nationally 
advertised! Product liability insured, Sold 
through jobbers only 


GOOD DESIGN 
QUALITY MATERIALS 
SKILLED WORKMANSHIP 


Wire, ‘phone or write for special truck or carload 
prices, and complete specifications. 


MARION T. DAVIS & CO. 
Sales Representatives 
281 North Ave., N.E. 
Atlanta 5, Ga. 


Representatives wanted in open territories 


THE MARWIN COMPANY 


Manufacturers 


P. O. Box 567 


Cayce, South Carolina 
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Shoddy Materials Go 
into Soviet Buildings 


Buildings collapse, walls crack, and 
roofs leak as a result of dangerous 
building practices in Communist 
Poland, the U. S. Information Agency 
reported in an overseas broadcast. 

Quoting a young Polish construc- 
tion engineer who recently escaped 
to western Germany, the Informa- 
tion Agency’s Voice of America re- 
ported in a world-wide broadcast. 
“The escapee, Jan Pawlick, says the 
Polish building industry is beset by 
bungling management and unsatis- 
factory materials. As in the Soviet 
Union, he says, building facades pre- 
sent a fair appearance. But inside the 
structures plaster falls down and 
gives the rooms a shoddy look. 

“The wood that goes into construc- 
tion is too green. Every shipment of 
cement or steel must be inspected to 
eliminate faulty materials which 
would cause the buildings to col- 
lapse. The inferior quality of Polish 
steel is due to badly organized Com- 
munist steel plants. Foremen—in- 
stead of testing the molten metal 
with precision instruments—merely 
glance at it and guess whether it is 
ready to be poured. 

“Another defect in the Com- 
munist-operated construct:on indus- 


try is lack of coordination in the 
transport of building materials. Stee}, 


cement, wood, and bricks do not 
arrive at their destination when 
needed, And construction worker 


are forced to labor at unreasonable 
speed, with the result that in order 
to meet their norms they must cut 
corners—in many instances, to the 
danger point.” 

The Voice quoted the engineer as 
saying that money that should g¢ 
into a building frequently goes into 
the pockets of Communist Part 
members and housing foremen 

Pawlick added that when a build 
ing collapses, walls crack, or roof 
leak, it is the workmen who are 
blamed and sent to concentration 
camps—not the Communist housin, 
directors who are at fault.” 


GEORGIA REPORT 


(Continued from page 46) 


Charles W. Peek Jr., who wa 
elevated to the presidency of the 


Building Material Merchant of 
Georgia, and Welborn Persons, of 
Randall Brothers, told why th 
average cost of a retail lumber 


dealer doing business is 21 per cent 


in another talk, described the 
association services that he 
benefits from as a member. He 
strongly recommended use of the 
Associated Lumber Dealers Adver- 
tising Service for inexpensive lay- 
outs and illustrations for newspaper 
ads 

Savannah's Oertell Collins report- 
ed on the activities of NRLDA as 
Georgia dealer-director. 

John Bondurant led a discussion 
on saving insurance premiums alter 
Randolph Matheny, counsel for the 
Florida Building Materials Insur- 
ance Exchange, explained the Flor- 
ida cooperative program. 

The outlook for mortgage finan- 
cing was discussed by Edward 
Hiles, executive vice-president of 
the Georgia Savings and Loan 
League. He said thet his group was 
making 40 per cent of the loans for 
non-farm homes costing less than 
$20,000. 


Peek, 
many 


Z. A. Godwin presented some 
slides and explained ways small 
yards can cut material-handling 


costs with lift trucks. 

Members of the Building Material 
Merchants of Georgia were urged 
to continue their district meetings 
of dealers and suppliers each month 
“for fellowship and counsel” by re- 
tiring President A. S. Johnson, of 
Albany. 
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Mountain Lake, Virginia 
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* A new world of tranquil 
beauty .. . days that sparkle 
with brilliant sun . . . nights 
that are cool enough for 
blankets. A perfect place to 
loaf your time away... or 
enjoy tennis, fishing, swim- 
ming, golf, horsebeck riding, 
or mountain climbing in the 
picturesque mountains of 
Virginia . . . Choice of su- 
perb resort hotel accommo- 
dations or secluded rustic 
cottages. 
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One of the oldest names 
in steel windows — 


VENTD 


now manufactures 


ALUMINUM 
WINDOWS 


@ Our first product in this field is the 
VENTO automatic locking alumi- 
num awning window. Residential 
casement, double hung and com- 
plete commodity lines of aluminum 
windows are now being developed. 


Exclusive Features in 


VENTO 
ALUMINUM 
AWNING 
WINDOWS 





AUTOMATIC LOCKING ... No 
gadgets to turn, no gimmicks to oper 
ate, nothing to get out of order. 
WEATHER TIGHT VENTO 
alone keeps metal to metal contact 
plus metal to weatherstrip. 
UNLIMITED ADJUSTMENT 
Unique in ability to be quickly 
returned to proper adjustment. 
POWER PLUS OPERATOR 
Screw not worm geared operator 
working in self-lubricating nylon 
journals. 

EFFORTLESS OPERATION 

Nylon roller blocks at all friction 
points permit finger tip operation. 
ENGINEERED SIZES ... We are 
able and eager to make any special 
window of this type. You will never 
hear “we can't do it” here at VENTO! 


tle ash about 


VENTO Steel Casement Windows, Bosement 
Windows, Industrial end Commercial Win- 
dows (projected, pivoted and security types) 
Utility and Barn Windows, Formed Steel 
Lintels for Block and Brick Construction. 


Write us for full information. Some 
desirable territories are open for repre- 
sentatives and distributors. Write for 
full particulars. 
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Alert Salesmen and Soil Conservation 
Recommended to Arkansas Dealers 


IMPROVED MANAGEMENT, better 


ways to increase sales, and future 
business trends were covered at the 
5lst annual convention of the Ar- 
kansas Association of Lumber Deal 
ers at the Hotel Marion in Little 
Rock, April 13-14. 

Discussing better sales in rural 
areas, Tom Kelly, Milwaukee, Wis., 
pointed out the importance of soil 
conservation. He urged dealers to 
promote soil conservation and good 
soil management in their local areas 
One-third greater income is realized 
by farmers practicing soil conser- 
vation and improved managing 
methods, he said, illustrating his 
points with his rapid crayon sketches 
The direct benefit to lumber dealers 
is realized in more materials and 
equipment sold to prosperous rural 
people who increase their income 
with soil conservation and the in 
tensive use of electricity on the 
farm 

David R. Osborne, of South Bend 
Ind., a pioneer in the Do-It-Yourself 
market, offered constructive idea 
on increasing sales. “In the creative 
selling of lumber,” he said, “many 
of us have an idea of the salesman 
being an extrovert. The good sales 
man should think like a manager 
Your salesmen should have good 
homes for themselves, so they will 
be stimulated to sell new homes to 
others.” He expressed the belief that 
lumber and building materials sales 
men who are home-owners win the 
confidence of customers and do 
creative selling. 

“The only difference between one 
dealer and another is the service 
he renders. There is nothing more 
expensive than hit-and-miss man 
agement, Get everyone in_ the 
organization thinking in terms of 
good management. This is more 
important in the small business than 
in the larger ones,” 


Frank Moore, of Newport, 
is the new president of the 
Arkansas Assn. of Lumber 
Dealers. He is seen at left 
here being congratulated 
by his predecessor in the 
office, Robert R. Stair, of 
Littl Rock. Peter Hiegel, 
Reed Gammil, and Ad 
Hardeman are new vice- 


Stressing the value of making 
everyone on the payroll have a real 
part in management, he suggested 
that the dealer select a problem that 
his organization faces, and then in 
vite every employee to help solve it 
“Force your employees to express 
themselves regarding this major 
problem.” 

He advocated giving salesmen a 
bonus or some sort of incentive pay 
for selling more than a fixed sales 
goal, He also urged members to have 
district meetings during the year, 
when a small group in the area dis 
cusses their particular problems 

A marked decline in building over 
the next five years was predicted by 
Dr. John E. Kane, School of Busi- 
ness, University of Arkansas. “Resi 
dential housing construction in this 
state might fall 35 to 40 per cent 
between now and 1960. After that I 
am confident there will be a strong 
revival. By the late 1960’s, new home 
construction in the nation should 
exceed 1.5 million units yearly as 
compared to the anticipated rate of 
1.3 million units this year.” 

Dr. Kane based his predictions 
on the history of building cycles 
starting in 1830. Pointing out the 
vulnerability of the mortgage debt 
situation, highlighted by the no 
down-payment or low down-pay 
ment, he said that the thin margin 
of equity that will prevail for a 
good many years creates a situation 
“that might explode.” 

New officers elected were: Frank 
Moore, Newport, president; Peter 
Hiegel, Conway, first vice-president; 
Reed Gammil, Camden, second vice 
president; Ad Hardeman, Helena, 
third vice-president, and A. C. 
Davidson, Little Rock, treasurer. 

New district directors include H. E. 
Keeter, Mountain Home; J. H. Wise 
man, Searcy; Jack Lowe, Hope; J. C 
Robinson, Jr., Little Rock 





presidents. 
STEEL PRODUCTS 
CO., Inc. 
253 Colorado Street Buffalo 15, N.Y. 
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OKLAHOMA ASSN. SPONSORS FARM AND RANCH BUILDING COURSE 


CONCEPTION OF THE PRODUCT QUALITY OF 


This happy group completed a short course on “Farm and 


March 17-19, at Oklahoma A and M 
College in Stillwater. It was sponsored by the Oklahoma 


Ranch Building,” 


Lumbermen’s Assn. 

The course covered selling to the farmer and rancher and 
gave an understanding of types and methods of farm 
for 


construction, Highlighting the course was a contest 


identification of farm structures and their uses. 






DISTRIBUTION 0 


* TIMING 
* PUBLIC RELATion 
* SALESMAN Suyp 

* PERSONE() 





Attending the course and shown in the above picture are: 
Mickey Posey, Ardmore; Robert Sharp, Marietta; Fred L. 
Peters, Enid; Charles Holbrook, Norman; Ed Williams, 
McLeod; H. Bob Woodward, Virgil Phipps. 
Hydro; Howard Weatherford; Frank Nault, 
Okeene; Joe Edeal, Watonga; Bill Lanning, Watonga; Al 
Parker, Ponea ¢ Sutton, and J. D. Pettay, 
Stillwater. 


Shawnee; 


Johnson, 


ity; Ramon 








PONDEROSA 
PINE 
- 
SUGAR PINE 


: 200 MILLION FEET MORE 


roves "* | To Serve You Better! 


WHITE FIR 
i 


The 200 million feet of timber we just 
bought in Trinity Nat'l. Forest brings 
our reserves to more than a billion board 
feet. This, plus three sawmills, two 
planing mills, and dry kiln capacity of 
seven million feet of seasoned lumber 
a month, is your assurance you can get 


INCENSE CEDAR 
. 


KILN DRIED 


Mouldings and 
Interior Trim 


Jambs—Frames 


Incense Cedar 
Venetian Blind 


Slats the lumber you want when you want it, 

Glued-Up Panels from the Ralph L. Smith Lumber Com 
Cut Stock - 

dh ths pany. Good service makes good friends 





P we're working constantly to serve 
you better. 


Our Specialty — Mixed 
Cars for the Trade 













The Ralph L. 


SMITH 


Lumber Company 


) 





Mills at ANDERSON, 
RED BLUFF, CASTELLA & 
WILDWOOD, CALIF. 





Sales Office at Anderson, California 
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EZ-Way di ring 
stairway creates 


\ $200 MORE IN 











Because EZ-Way Disappear 
ing Stairways give easy access 
to attics, it starts home own- 
ers thinking about ATTIC 
CONVERSION. You know 
what that means: more tie-in 
sales, often adding up to $200 
or more! 

And the snowball doesn’t 
stop rolling therefor just 
one or two E-Z-Way units in a 
housing development creates 
a big demand bor more! 

‘Take advantage of the easy 
sales-pulling power of EZ. 
Way Disappearing Stairways 
Five Landiaien models — one 
even works in a closet! All are 
obviously safe and sturdy. 
Prices are sales-compelling! 
Write today for our free E:Z- 
WAY PROFIT KIT with sales 
aids and more information. 


EZ-WAY SALES, inc. 


Box 300-6 
St. Paul Park, Minn. 





9) 
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FOR PRE-FABRICATED HOME 
“PACKAGES” AND ALL TYPES 
OF HOME CONSTRUCTION 


PY aK 


ATTIC VENTILATORS 
Lovv-r-Pak attic ventilot- BWM Check These Features 


ors can be installed in 5 
minutes or less! They fit 
all builders’ requirements. 
Louv-r-Pak ventilators 
come ready-to-hang. 
Ease of installation saves 
costly labor “down time.” Hi 

Ne cutting or fitting re- v 8-Mesh galvanized 
quired. screen wire attached 
Louv-r-Pak attic ventilat- 
ors are of rigid construc- 
tion, made of top-quality 
galvanized iron. You'll be 
wise to investigate Louv- 
Pak attic ventilators! 













The ahove typical Louv-1-Pak installation took only five minutes. 


p———= Here are the popular Louv-1-Pak sizes = 
$a. FT. 
VENTILATING BASE 
size piTcH AREA OPENING 
© Bove 2/12 3.333 100" 
v bow 2/12 4215 212” 
10 Bove 20/12 5.205 124" 
Bove v2 4.000 100” 
0 Bove vi 5.060 212” 
10° Bose viz 6250 124" 
4 Bove 4/12 1333 50%" 
Y Bow 4/2 2.063 62%" 
6 Bove 4/12 3.000 74%" 
7 tove 4/2 4063 86%" 
0 bove 4/\2 $333 96% 
7 bow 4/12 6750 110W 
10° Bowe 4/2 6.333 122% 
4 bow 5/12 1.666 ww 
¥ Bow 5/12 2004 67 
@ tow 5/12 3.750 74 
7 tow 5/12 5.104 86 
© base 5/12 6 666 98 
0 Base 5/12 6.437 110" 
10 Base s/i2 10.4) 422 
4 Bove 6/12 2.000 50” 
5 Bove 6/12 3.125 6? 
o Base 6/12 4.500 V4 
y toe 6/12 6.125 86 
© Bove 6/12 8.000 96 
4 Barve 7/12 2.333 sO” 
5 Barve 7/12 3645 62" 
4 Bove 6/12 2 666 50” 
9 tow ei? 4.166 62" 








—— Other sizes available on request 





COMPANY 


1-4 Fort Worth, Texas 











Wolfe Heads Kansans; 
300 Attend Convention 


Over 300 persons attended the an- 
nual convention of the Kansas Lum- 
bermen’s Assn. in Salina’s Lamer 
Hotel, April 20-21, to hear timely 
discussions of industry opportunities 
and enjoy fellowship. 

Loren Wolfe, of Mankato, was 
elevated to the presidency. Carl M. 
Edwards, of McPherson, is the new 
first vice-president, with Fred Wil- 
bur, of Salina, as second v.p. Marvin 
Von Fange continues as secretary- 
treasurer. New directors include 
Harold Eagleton, Gypsum; J. P. Van 
Dorn Jr., Hays, and F. E. Hess, 
Colby. 

Featured speakers were Cliff 
Schorling, of Kansas City, on 
“Wholesaling Lumber and Lumber 
Products”; Kenneth Milliken, sec- 
retary-manager of the Southwestern 
association, on this body’s new serv- 
ices and activities for members; 
Forrest Allen, University of Kansas 
basketball coach, on “Competition 
Zest for L'v’ng”; and Allen Stock- 
dale, of the National Assn. of Manu- 
facturers, New York City, “Let’s 
Build a Better America.” 

Fred Wilbur led a panel discussion 
on dealer problems, A. E. Nickelson, 
D. J. Fair, W. O. Leffingwell, and 
Ken Milliken participated. 


Moreau New President of 
S.E. Missouri Dealers 


Some 220 persons attended the 47th 
annual convention of the Southeast 
Missouri Retail Lumber Dealers 
Assn. recently in Cape Girardeau. 

The morning program of the onc- 
day meeting featured a panel dis- 
cussion of “How to Put the Con- 
sumer in a Buying Mood,” moderat- 
ed by J. W. Parshall of Chicago. 
Panel members were E. G. Sweazea, 
Piedmont; Charles Conn, Sikeston; 
Carl Kottmeier, Imperial, and John 
Kiefner, Perryville. 

In the afternoon, Rush H. Lim- 
baugh, Cape, spoke on “Mechanics 
Liens.” Ralph G. Brooks, Omaha, 
discussed “From Abundance to 
Bondage. 

C, F. Byrns, a Fort Smith, Ark., 
newspaper editor, was banquet 
speaker. Charles Kemper, Troy, 
served as toastmaster. 

Following election of new officers, 
Paul Moreau, head of the Moreau 
Lumber and Realty Co, in Ste. Gene- 
vieve and director of the Southwest- 
ern Lumbermen’s Assn., was _ in- 
stalled as president, and J. R. 
Moorhead, Cape Girardeau, as vice- 
persident. W. T. Nethery, Hayti, 
continues as secretary-treasurer. 

Membership in the Southeast 
Missouri association includes some 
60 retail lumber yards in this area. 


” 


W. Virginians Hear 
Masury's Connolly 


Staging of the 42nd annual con- 
vention of the West Virginia Lumber 
and Builders Supply Dealers Assn. 
at the Greenbrier Hotel in White 
Sulphur Springs attracted twice as 
many wives of dealers and suppliers 
as ever before, according to Secre- 
tary Sam Diemer. Among the 280 
dealers, suppliers, and guests pres- 
ent were 67 women who enjoyed a 
special program of their own. 

The opening address Friday after- 
noon was delivered by Frank P. 
Connolly, president of John W. 
Masury and Son, Inc., Baltimore, 
Md., manufacturers of paint. His 
topic: “The Giant that Slept in a 
Tree.” 

A full explanation and presenta- 
tion of the Lu-Re-Co system of con- 
struction was made by Raymon H. 
Harrell, research director of the 
Lumber Dealers Research Council, 
and George Messner, of National 
Plan Service. 

Gates Ferguson, advertising direc- 
tor of the Celotex Corp., Chicago, 
kicked off the business session on 
timely dealer topics Saturday morn- 
ing. He explained “How to Make 
Your Entire Organization a Sales 
Organization” and then moderated 








Dealers! Dealer Groups! 


+ « for yard personnel 
« for contractors 
for architects 

for housewarming 


for any special occasion 


tart 


f 


DOUGLAS FIR PLYWOOD ASSOCIATION 
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the ensuing panel discussion. 

John H. Else, NRLDA legal coun- 
sel of Washington, D. C., explained 
the latest developments in mortgage 
financing. He made clear the con- 
tentment of NRLDA officers with 
the services of FHA on both Title 
I and Title II home loans. 

How dealers are cashing in on 
Do-It-Yourself promotions was de- 
scribed by Dick Downing, manager 
editor of Wood Construction and 
Building Materialist, Ohio area trade 
magazine 

R. B. Shurts, of the National Paint, 
Varnish and Lacquer Assn., Wash- 
ington, covered the proper uses of 
paint for home decoration and pres- 





ervation. 
H. B. Nachlar, in behalf of the Most of the officers and directors of the West Virginia Lamber and Builders 
U. S. Gypsum Co., Chicago, told the Supply Dealers Assn. are pictured here following their election at the con- 


lumbermen how they could cut costs 
and speed deliveries through use 
of mechanical materials handling 
equipment, 


vention in White Sulphur Springs. 
From left, the front row includes C. 1. Cheyney, Bluefield, NRLDA national 
dealer director; George W. Kelley, Charleston, retiring president; A. L. Hays, 


“The Use of Hard Materials in Williamson, director; and W. J. Jones, Bluefield, director. 
Small Building Construction” was Back row includes C. G. Conaway, Fairmont, treasurer; Sam Diemer, Fair- 
pointed up by Douglas Whitlock, mont, secretary; D. G. Ogden, Dunbar, dieretor, and Dan E. Wagoner, Hunt- 
general counsel and board chairman ington, vice-president. 
of the Structural Clay Products In- The new president, Paul Butcher, of Weston, was unable to attend. So was 
stitute, Washington. a new director, Tom Barr, of Fairmont. 


Countess Maria Pulaski, alleged 
World War II espionage agent, 


thrilled the Saturday banquet audi- joyed and dancing to the Meyer Seventeen material manufacturers 
ence with an account of “My Life Davis orchestra concluded the the and suppliers exhibited their wares 
as a Spy.” Group singing was en convention between business and social sessions 











NATIONAL GUARD Announces 





RQLLLMT 


WINDOW UNIT 












A New Principle 
Eliminates 
Weatherstrip Drag 
Makes Windows Easy 





sg 


SCREEN DOOR 


to Raise 
inthe GRILLE 
REMOV-A-MATIC 
SASH 


Which Can Be Easily 
Removed and Replaced 


TO SELL 


THE MASS MARKET 


Three beautiful designs in 
white enameled steel, Ad- 
justable to widths 24 to 32- 
inches . . . 60-inches high. 
Ready assembled and indi- 


viduaily packed. 
By Laboratory Test Qualified To Bear 
1 


i ' 
Laboratory Test Qualified )) HURRY! FOR COMPLETE LINE CATALOG 
Conforms With, Comnqreat Standard WRITE JOBBER OR TO US DIRECT 
» )- 


Patented and 
patents pending. 


CURLY yy 4 APPR 


JorAmaree HUN JAAN esha be 






































HUTTIG SASH & DOOR CO., ST. LOUIS, MO. NATIONAL GUARD PRODUCTS, INC. 

Choriotte, N. C. @ Dallas, Texas @ Knoxville, Tenn. @ Miami, Fla. @ 540 Jackson Ave., Memphis, Tenn. 

Simmnavarn soph Bear CS, Sitnaghent Ma “G Setohie sean't ||| WEATHERSTRIPPING * ALUMINUM MOULDINGS 
Door Co., Memphis, Tenn. @ Nashville, Tenn \ SCREEN DOOR GRILLES © WINDOW GUARDS 
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Classified Advertising 


Terma — Cash With Order 





Minimum Charge $5.00 


HATES. 
8.10 per word for each insertion 
Add $1.50 per insertion for blind ads bearing 
box number, Heplies provided without addi- 
tional charge. 
All ade for classified section must be in publica- 
tion office on the 1th day of month preceeding 
date of publication. 
Advertisements are set in uniform type of this 
size. No cute or special borders allowed, Mail 
ad copy tor 
SOUTHERN BUILDING SUPPLIES 
806 Peachiree S&., N.E. 
Atlanta 5, Georgia 





REPRESENTATIVES WANTED 





Aluminum windows. Awning and horizontal glide 
types for new buildings, Reply to: Director of 
Sales, P. O. Box 1072, Youngstown, Ohio. 


Agaressive representatives calling on hardware 
and building supply trade wanted by 17 year old 
manufacturer of aluminum meuldings, store 
front material, ete. Complete line, competitively 
priced for sale direct to dealers, Several terri- 
tories open. We protect representatives fully. 
Please outline present lines and area covered. 
Reply to: Metal Trims, Ine., P. O. Box 1072, 
Youngstown, Ohlo. 





GENERAL MANAGER 





Wanted — Experienced executive by large Mid- 
west stock millwork and window unit manu- 
facturer, Position would be 
when thoroughly f 
thone-——Assistant 









eoppe 
right party, Keplies tr » sted nee 
Hox SIi-—% SOUTHERN BUILDING SUPPLIES 
——f0G Peachtree Street N.E.—Atlanta 5, Georgia. 









BUILDING SUPPLY DEALER MANAGER 





Geed eppertunity for experienced, aggressive 
man with sales and managerial ability to get in 
on ground floor with new, well located yard and 
store to feature a one step serviee for the De- 
It-Yourself Buyer, Salary, profit sharing benus 
and profit sharing pension, Write P. O. Box 
1726, Richmond, Va 





SALESMAN WANTED 





Ruilding Products — AAA-1 Manufacturer — 
Southeastern Salesman Needed, Rapidly growing 
and ageressive company producing nationally 
advertived aluminum products for NEW resi- 
dential construction hae an epening for tts 
southeastern territory, Headquarters near AT. 
LANTA or MEMPHIS, 

College training preferred with proven expert- 
ence tin selling Building Products thr 
' 
benus plan based on 
traveling expenses provided, Send complete resu- 





ting salery with liberal 





te dealers, Good 





rlormanece, Car and fall 


me, inelading education, age, experience, mari- 
tal status, compensation requirements, Replies 
confidential 

Write Box 52 — SOUTHERN BUILDING SUP. 
PLIES, 806 Peachtree Street NF Atlanta 5, 


Leorgta. 





Mississippians Hear Ferguson on Sales, 


Jones on Merchandising at Biloxi Meet 


THE 29th ANNUAL CONVENTION 
of the Mississippi Retail Lumber 
Deaiers Assn. attracted a large crowd 
despite railway strikes. Members 
convened at the Buena Vista Hotel 
in Resort Biloxi March 24-25. 

Better merchandising was the key- 
note of all talks by convention 
speakers. Opening the first business 
session, presided over by first Vice- 
President Percy V. Graves, was a 
talk by Gates Ferguson, director of 
advertising for the Celotex Corp. 
Ferguson spoke on “Making Your 
Entire Organization Sales Con- 
scious.” 

Following Ferguson, Robert A. 
Jones gave “Ten Steps to Successful 
Retail Store Merchandising.” Jones 
is executive vice-president of the 
Middle Atlantic Lumbermen’s Assn. 
His talk drew questions from the 
floor and general discussion. 

A. S. (Red) Gilbert, second vice 
president presided at the second 
business session. Edward H. Libbey, 
secretary of the National Retail Lum 
ber Dealers Assn., told “How Your 
State and National Assn. Works for 
Its Members.” 

The final session consisted of a 
panel discussion, W. C, Henry, pro- 
fessor of accounting at the Univer- 
sity of Tennessee, covered “Costs 
and Mark Up.” Adolph Voge Jr., 
manager of the Best Lumber and 
Millwork Co., Memphis, Tenn., led 
discussion of “Building Consumer 
Sales.” F. G. Brost, manager of 





Allied Building Credits, New Or- 
leans, discussed “Financing Con- 
sumer Sales.” 

On the lighter side, delegates first 
enjoyed a luncheon, presided over 
by President Sam J. Simmons. 
Speaker for the occasion was Ed- 
ward G. Gavin, editor of American 
Builder, Chicago, Il. 

A buffet dinner on the Buena 
Vista Deck, followed by dancing, 
provided the highlight of the enter- 
tainment. The convention closed 
with a luncheon, with humorous 
Clayton Rand as speaker. 

During the final business session, 
election of officers elevated Percy 
V. Graves to the presidency. He is 
with the Graves Brothers Lumber 
Co. in Batesville. 


Forest Research Meet 


The full scope of wood products, 
from logging to milling and market- 
ing, will be covered at the Forest 
Products Research Society annual 
meeting in Seattle, Wash., June 
21-24. 

In addition to the morning and 
afternoon sessions of reporting on 
technical progress, field trips and 
an outing on Puget Sound are 
planned. 

A highlight of the meeting will be 
the discussion of developments in 
composition boards, a relatively new 
product in the wood industry. 


New officers of the Mississippi Retail Lumber Dealers Assn. were pleased with 
the results of the recent convention in Biloxi, From left, they include President 
P. V. Graves, Batesville; NRLDA Dealer Director Earle M. Jones, Jackson; 
Secretary-Treasurer E. B. (Ted) Lemmons, Jackson; First Vice-President A. S. 
Gilbert Jr., Yazoo City; and Second Vice-President L. P. Marshall, Sumner. 
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Rodeo for members of the Alabama 


The 25th annual Deep Sea Fishing The some 50 members who attend te 
ed the 36th spring } 


Adds “Bottom Fishing” Steward Heads MoKan Ravenwood, Mo., secretary-treasurer 


New directors include Nobel 
sung, Spickard, Mo., and Carl 


ake, Maryville, Mo 
meeting ol 


Building Material Exchange will for MoKan Lumbermen’s Assn. elected 


the first time set aside certain boats 


sire of many members to fish for Southwestern 
grouper and snapper. 
Bottom fishing is done with hand ing. 


Robert Steward president. Kennet) 
for “bottom fishing,” due to the de- Milliken, secretary-manager of th« 
Lumbermen’s Ass! 


addressed the St. Joseph, Mo., meet Members of the Southern Brick 


Brick Makers to Meet 


nd Tile Manufacturers Assn. will 


lines and usually produces more edi- President Steward is with the hold their 13th annual meeting at 
ble fish than trolling. Members have U. L. Brown Lumber Co., Osbor the Cloister, Sea Island, Ga., June 
been asked to designate type of fish- Mo. Other officers include Fran t 

ing they prefer on _ registration Gress, Meyer Lumber and Hardwar: The program will feature two 
blanks. The rodeo will take place in Co., Axtell, Kan., vice-president, and norning business sessions, free after 
Panama City, Fla., June 24-25. Glen Goodson, Goodson Lumber C oons, and a party Friday 





















Weed a Salesman? Wanager7 
Want to Sell on Buy a Yard? 


You will find our new Classified Advertis- 
ing section a good market place to solve 
your problem. See rates and details on 


page 94 of this 


SOUTHERN BUILDING SUPPLIES 











CLEVELAND 


BUILDING SPECIALTIES 


@ VENTILATORS 
@ SIDING CORNERS 
@ WALL TIES 










TIMBER 
RING 


- @ AREA WALLS 
RIBBED STEEL @ WINDOWS 


CROSS BRIDGING @ LINTELS 


Write for Complete Catalog 


CLEVELAND STEEL SPECIALTY CO., INC 


ESTABLISHED 1924 





JOIST 


HANGER 3761 €. 9ist STREET © CLEVELAND 5, OHIO 





Pacific Coast 


Forest Products 

















‘ SALES REPRESENTATIVES 
Ponderosa Pine, Douglas tarien T. Bovis & Co 


H H H 281 North Avenue, WN. E. 
and White Fir Window and saaete, Coareie 
Door Frames, Inside Door E. B, Meroney 

H P. 0. Box 6631 
Jambs, Mouldings, Cut-to- neta Seats 
length and Packaged Trim Cecil M. Brooks 


7229 Jan Mar Drive 
Dallas 30, Texas 


Leonard Craig 
Douglas Fir Plywood Corpus Christi, Texas 


Coos Bay Underlayment Dant & Russell Sales Co 


and cut stock items. 


Port Evergiades Sta 
Coos Bay Hardboard Fort Lauderdale, Florida 
j Dant & Russell Sales Co 
Overlay, two sides. err 


Tampa, Florida 





Dant & Russell, nen a 


General Sales Offices 


Oregonian Bidg., 1320 $. W. Broadway on 
won 


Portiand, Oregon 














DRVERETE 


DEHYDRATED READY-MIXED 


CONCRETE 


FOR ANY PURPOSE 








NET WT. 90 (BS. 


ORY READY MIXED 
CONCRETE 


=> 







Drycrete eins o 
cientific ed, um P| 
form mixe ete Con 
crete Mix rycrete . 
Sand Mix rete mr 
Mortar Mix e best P| 
results for « t jlaor m 
job 


WEATHER PROTECTED 


Drycrete ed in 


multi-wall 


ture resistant for full ¢ 
protection f id or » 
7 








DRYCRETE, INC. 





‘ athe 
lamp we f y 
Would you hare in the increased profits that the 
pac kage f ine is bringing to manufacturers 
distributors, a lealers? Franchises and licenses for exclu- 


sive manufacture of Drycrete——as well as a few distributor 
nip re t er nquiries are invited 


Write to: General Manager, Box 631, Brewton, Ala 


DRYCRETE, INC. 


BREWTON, ALABAMA 
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No other screen has 
all these features: 
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Certain-teed Products Corp 





Loxcreen's patented 2-way-Pull Spring 













Latch controls tension side-to-side and Canespes ‘Bile, tne “Ideal Co, 74 
top-to-bottom, Loxer. ‘ xclusive 2- Classified Ads 04 Insulite Div. Minnesota & 
P “ xcreen's excius Cleveland Steel Specialty Co., Ontario Papar Co 
way Length Adjustment,—extra folds Inc, 95 Israel, J. Chris 1% 
os Coal Chemical Division, United 
of screening and finger-tip controlled States Steel Corp. sy 
floating bar, assures perfect fit. Columbia Mills, Inc. * 
Consolidated General Products, Jackson Mfg. Co., W. I : 
Inside hung, with simplified top hanger P “e M : gon : "8 Jenkins Jr., George P 27 
“ pon, £ mu , * 
assembly and bottom Spring Latch, Cruse, Fred C gp Johns-Manville, Ine, 67 
. P y ‘ , ec. A. J. 19 
Loxcreens may be installed in less Currie, George F. 91 pe wits: —_ 4 Ts e 
than 5 minutes, Currin Co., Ine © sees Gaeta He 6 oe a0 
Curtis Companies, Inc, 20 Joiner Co., Roy C. * 
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Davis, Marion T. 28, 88 Kemp, S. H. , 
Deatty, Arthur 79 Keystone Wire Cloth Co 28 
Detroit Steel Product Co, 82 & 88 King Chemical Co. 79 
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Dicks-Pontius Co, 4 Kochton Plywood & Veneer 
, . Dinges Co., George J. * Co., Ine, 53 
Write for details Donley Bros. Co. 21 
Douglas Fir L 
LOXCREEN Cco., INC. Plywood Assn. 71 & 02 
21201 Givd.. Boies 2, Texes Drycrete, Inc. 95 Lang, H. Carleton ° 
and P. 0. Box 5133, Columbie, 5. C. Dunne Co. 34 La Rue, W. J. =f 
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Ledford Sales Agency, L. O 
Benj. & Co 


Libbey-Owens-Ford Glass Co 


Levinson 


Lifetime Industries, Inc 
Lone Star Cement Corp 
Longleaf Lumber Co., Inc 
Louv-r-Pak Co, 

Lowe Brothers Company 
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Pitt, Cc. W 
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Precision Parts Corp 

Proctor & Co., E. W 72 
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Reynolds Metal Company, 
Richkraft Company 
Robertson, H. B 

Rosboro Lumber Co 
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Sanders-Cederlof & 
Associates 


The 


Midwestern Sales Co 27, 
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06 
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THREE WAYS TO) 


MAKE MONEY! 


These 3 Ace items turn 
10 square feet into a 
most profitable selling 


on ACE 
MATTING (Odo 


Reese 











@s Ore YQ, 


i We 
We | a , te a ) 
PS TTY POtee) 





ACE TEXTO TRED 
Carpet textured matting beautifully covers 
stairs and floors of homes~at fraction of 
carpet cost. Colors: Beige, rose, green 
and gray 





ACE CORRUGATED 
Widely used. Noted for long wear. Used 
in heavy traffic areas of homes, stores 
offices, etc. Reduces noise, improves 
safety 





ACE KLEEN SWEEP 
Fine quality, very attractive matting. Ideal 
for modern interiors. Very easy to wash or 
sweep, Stays in place 








Ace Oval Mat 





Sets the Pace 


OTHER ACE PROFIT MAKERS INCLUDE 


xto Tred Sta Treads, Welcome Door Mats, 
Ace Round Mats 

At Better Jobbers Everywhere 
ACE RUBBER PRODUCTS, INC. 
100 Beech Sr. Akron 8, Ohie 











ANCO Bag Trucks 


Pay For Themselves 








EXCLUSIVE... 


Only in an ANCO bag 
truck can you get the 
exclusive NOSE-PLATE 
wheels. Rolls under 
pallets with ease and 
tuts handling costs as 


% much @3 one-half, and 















FREE 
(and easy) 
plan for 
pallets 
furnished 


For Bagged Goods, 
Shingles, Lath, 
Case Goods 


Dealer's Price 50 
ONLY... 94, 












ANTHONY TRUCK CO 

Paducah, Ky 

Send price and literature that shows 
how we can unload and load out cars 
and trucks in half the time with half 
the effort 

Name Firm 

Address City State 
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ROSBORO 
Specializes in Mixed Cars 
for Retail Lumber Dealers 


TOP QUALITY MIXED CARS, For 16 years 
Rosboro has been operating a modern dry mill 
with the needs of retail lumber dealers in mind. 
We specialize in mixed cars of quality kiln dried 


wry wer Ver er Sows 7 


wa oww Fs Vee Ooww ewer ea ve 


Boost Sales with 


BUILD-IT- YOURSELF 


EQUIPMENT by 
Majestic 






Here's the latest addition to 
the Majestic Line! A barbe- 
cue unit suited to patio or 
ranch type kitchen—by the 
leading manufacturer of 
build-it-yourself outdoor fire- 
place equipment. 

It's practical! Ready-built, all-metal 
frame with rugged, cast iron doors 
and grates that is easily bricked in 
at counter-top height. Side-opening 
doors allow parallel-to wall installa- 
tion. Burns wood or charcoal, Spit 
and other accessories available, 






Model 
OF-38-S 
Budget priced. — 


= Write for this Full-Profit Line —— ‘rwxin'yy. 7 
DEALERS: Get your free 


copy of ‘How to Enjoy an 
OUTDOOR COOK. 
NOOK -a 52-page book 
packed full of designs eas 
ily buile around Majestic 
units like the OF-38 (left) 
The book helps you sell 
fireplace equipment 


the Majestic  o., inc. 


414-C Erie St. Huntington, Ind. 

















dimension and shed uppers, and friendly service. 
IT’S EASY TO DO BUSINESS WITH 
ROSBORO, Our record is one of honest prices, 
fair dealing and a flexibility of operation that 
provides retail lumber dealers with what they 
want when they want it. 


GOOD TIMBER, a modern mill, a single owner- 
ship and a long range operation all add up to 
dependability of product and ability to serve 
quickly, Write for price list — or for our new 
16-page illustrated booklet, ‘This is Rosboro”, 


osboreo 





ROSBORO LUMBER CO. 


Springfield, Oregon 


HIGH QUALITY DOUGLAS FIR AND WEST COAST HEMLOCK 
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WANT MORE WINDOW SALES... 
AT 





© ALUMINUM WINDOWS PRICED LOWER THAN WOOD 





Picture Horizontal 
Sliding Sliding 
Window Window 














@ SAME TOP QUALITY FOUND IN HIGH PRICED WINDOWS 
@ FULL LINE TO FIT ALL SPECIFICATIONS 


Vertical j 


Sliding 
Window 


Basement 
Window 








@ NATIONALLY ADVERTISED AND MANUFACTURER MERCHANDISED 


@ MASS PRODUCED FOR HIGHER PROFIT-MARGIN 
WITHOUT QUALITY SACRIFICE 


A FEW CHOICE TERRITORIES STILL OPEN TO DISTRIBUTORS 


WRITE TODAY FOR DETAILS 


Cherry and James Streets 
East Hartford, Connecticut 
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SPRINGTITE Screens are nationally distributed. If you do not know 


the name of your nearest distributor, write: 





HERE'S whet SPRINGTITE offers that 


no other kt creen manufacturer can 


offer... 


A SCREE? {AT STAYS TIGHT 


Patent igs keep Alcoa 
Alumur RINGTITE screens 
tight ill circumstances 

kee hem insect proot 
years | in other known 


fensio 


20-YEAI JARANTEE 


Cadmi sted, rust-resistant © 

spring int of SPRINGTITE'S f' 
qualit f a fweuly year | : 
guar A No other known } f 
tens olfers a guarantee 


EASY INSTALLATION... 
EASY HANDLING 





SPRIN imple, but rug 
ged, de features allow them 
to be | easily and quick 
ly cowners can un 
fasten « vith ease for win 
dow clea gx or winter storage 














TO MAKE YOUR SELLING EASIER. . 


Ihese colorful folders help 
ou and your salesmen tell 
the fullstory of SPRINGTITE'S 
quality and unique features 


Compact display shows the 
finn points ot SPRINGTITE 
creens... demonstrates con 


tant tension and easy han 
dling to customer 


\itractive newspaper ad mats 
free of charge to dealers 
can be used for effective 


cal promotion 





SPRINGTITE SCREEN MANUFACTURING COMPANY, 


1671 JONESBORO ROAD, SE 


INC. 





@ ATLANTA, GEORGIA 











these Plus Features pull ‘em in from the street 
and sell em on sight 


PROVEN WARE JALOUSIES and ALUMINUM WINDOWS 


add extra value and appeal to your customers’ homes 


JALOUSIES FOR PORCHES 


125 mile winds — and 
NO water infiltration! 


@ Hurricane-tested by Univer- 
sity of Miami Housing Labora- 
tory, and proven amazingly 
weathertight. Pittsburgh Labo- 
ratories Static Air Pressure Test 
unequalled for jalousie win- 
dows. Reports on request. 


e COMPLETELY WEATHER- 
STRIPPED—Floating stainless 
steel weather cushions along the 
jambs, plus Koroseal weather- 
stripping at head and sill! 

@ HEAVIER extruded Aluminum 
sections—stainless steel acces 
sories— exclusive design features. 


WARETITE 
Window and Door Jalousies — 
part of a complete window line! 


JALOUSIES FOR BREEZEWAYS 





@ Every window etched and 
lacquered per FHA requirements 


DEPENDABLE SERVICE 
assured thru Ware's regional 
warehousing network in CHI- 
CAGO, NEWARK, HOUSTON, 
and ATLANTA 


NATIONAL ACCEPTANCE 


A FULL LINE ! Engineered and 
manufactured by a world leader 
in Aluminum windows, Ware 
Jalousies are known and 
accepted from coast to coast 
It'll pay you to check the entire 
Ware line for all your needs. 
Write Dept. s-5 


Econ.0 Ware 
Awning 


Jalousie Econ O.Wall 


paul acy 


5 * ~ 
f % 
Wns 


intermediate 


Awning 


Projected Casements 


Ware Laboratories, Inc., 3700 N.W. 25th St., Miami, Florida 








